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The Marriage Record--A Striking Pic- 
ture of the Potential Market for Homes 


Showing the striking decline in the construction of new dwellings in Buffalo, 
a chart has been prepared by the Municipal Housing Authority in that city, 
which points to the fact that the number of new homes is much smaller than 
the number of marriages. While there were 4,680 marriages in Buffalo in 


1934, during that time only 30 new homes were built. This compares with 
3.200 homes, the average number constructed annualiy in normal times. 
Howard A. Kelly, secretary of the Municipal Housing Authority, said: “The 


increasing number of births and the 5,176 extra families living with other fami- 
lies, certainly indicate a real need for additional family units in Buffalo.” 
































Number of Marriages in Chicago Compared with Number of 
New Houses and Apartments Constructed 1926-1934 

og ae a ag Ag 4 Og - ‘ 4 Ws 4 is iY; f; y f LY, 
1926 43 223 CQUPLES MARRIED IN CHICAGO 41.416 NEW HOMES BUILT IN CHICAGO 1926 
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ai 40.570 nme seats IN nesta a 34.447 NEW HOMES BUILT IN CHICAGO 1928 
1930 37.18) COUPLES MARRIED IN CHICAGO 2.741 NEW HOMES BUILT IN CHICAGO 1930 
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1932 25,271 COUPLES MARRIED IN CHICAGO 221 NEW HOMES BUILT IN CHICAGO 1932 
me 4).750 COUPLES MARE &D NW CHICAGO ity NEW HOMES BUILT IN CHICAGO 1934 











© Reproduced by permission of Chicago Tribune. 

A wave of home building is the logical result of an increase in weddings, as statisticians point out—so 
the above chart, based on figures for Cook County, Illinois, which includes Chicago and most of its 
suburbs, is a good indication of what is likely to happen in the home building field, in this and other 
centers of population. Each figure, of a couple or a home, in the above chart represents either 4,000 
weddings or 4,000 homes. It shows that in 1926 there were 43,328 weddings and 41,416 homes built; 
in 1928, 40,570 weddings and 34,447 homes; 1930, 37,181 weddings and 2,741 homes; 1932, 25,571 
weddings and 22! homes; 1934, 41,750 weddings and 189 homes built. During the 5-year period, there 

were 188,400 weddings, but only 79,014 homes built 


people who are wedding in increasing numbers will not long be content 

to live with “the old folks,” or to live in rented homes. They will want 
homes of their own, and through the aid of financing as made available by 
NHA many will be able sooner than otherwise to have this desire fulfilled. 
The thousands that flock to every building show should be convincing evi- 
dence that people are interested in homes. The building industry is facing a 
wonderful opportunity. 
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SPEAKER at a dealer 
convention gave both 
manufacturers and deal- 
ers something to think about 
when he said: ‘Service is the 
basis of all successful retailing 
and should be provided by 
having ample stocks of wanted 
items; by giving true value— 
not necessarily the highest 
quality product nor the lowest 
priced product you can give 
the consumer, but a high qual- 
ity product at a fair price; giv- 
ing complete retail service by 
finding out in a tactful manner 
the use, and then suggesting 
needed accessories and infor- 
mation for aid in application. 
Important too is clean stock— 
ample stock of wanted items 
and an attractive salesroom 
and yard. Stability is a factor 
which should be foremost with 
the retailer. He should be sure 
his product has the background 
of a manufacturer who was 
here not only yesterday and 
today, but who will be here to- 
morrow —one who is progres- 
sive and who keeps at least 
abreast of competitors.” 





| ISCUSSING the 
co - ordination 


| 
Ss 


lack ot 
between 
the efforts of retail lum- 
ber dealers and lumber manu- 
facturers, a convention speaker 
said: “I have a friend who is 
building a home. His wife 
went to the lumber dealer in 
her town and collected all the 
literature he could give her on 
building materials. When she 
looked it over she found she 
had information on everything 
from brick to bric-a-brac ex- 
cept on lumber. Most lumber 
manufacturers feel that the 
dealers do not want or need 
assistance such as is given 
them by manufacturers of 
other building materials. The 
dealer is partially to blame for 
this lack of information. He 
should ask for it.’ The alert 
lumber dealer will overlook no 
opportunity to acquire infor- 
mation that will enable him 
better to serve his trade. 














MAR % . 1935 














AMERICAN 








LUMBERMAN 


March 2, 199: 















Se 
Mite WORE ee = F loori ng— 


acer 1x3, 1x4 and 1x6 


TIL Vertical grain and 
Slash grain. 





tAgMBY 








SCALUTS 


For information about 
Mumby stock or service 
write, phone, or wire our 


ANew Sales Opportunity For You j=" 


TLLINOIS: Chicago Territory: 
Fraser-DeSale Lor. co. yi 









yee «= Ceiling 


WHEE 
eZ 54x4, 1x4 and 1x6 


double beaded or 


tt ht WG 












ALLO AE 


HE 


py Moe 












Siding 


" 4 WILLE 
Wamu I Li <i ge 


Patterns Nos. 


4 
, Wt 116 and V-Rustic. 
SS eS Grades: B&Btr., 
Va «6 CC oand D2: 


ba 


ices ZZ, 





™~ 







SS 1” Common 
1x4, 1x6 and 1x8, 


r, 
SS , 
S STATON ~ 
: SSS 
wl 


S2S&C 



















a 


ww WWMMLY WZ 
MS TRL 


TT 


you too can 


while the Sun Shines 


double vee 


Witt LYELL meme sides. Grades: 
oo B&Btr., C and D. 


S2S&CM and Vee 
TDL Wh or Beaded. Grade: 
Coe IL Special 


100% utilization. 


ITIL eae 
ral 2” Common— 


2x4, 2x6 and 2x8. 
Surfaced two sides 
and center 


ttt matched. Grade: 
, Ss Cw Special 
Serna 100°, utilization. 








HE NEW IDEA Easyway 

Hay Loader has won ap- 
proval from farmers every- 
where for the efficiency and 
perfection of the work that it 
does as well as for its simple 
and easy control. This loader 
will handle the most difficult 
hay in an absolutely satisfac- 
tory manner. The positive cy- 
linder pick-up lifts hay clean 
from either swath or windrow. 
The patented yielding deck 
takes the hay without com- 
pression or clogging. The 
pushbar elevators carry it on 
up without 
threshing or 
tearing. Every 
leaf gets on 
the load. 
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OUR farmer customers can make hay only NEW IDEA Hay Rake is the 





when the weather permits. When they sensation of the season. 
need a hay tool, they need it in a hurry. They Farmers flock about this ma- 
must have speedy delivery and will buy where chine wherever it is shown. 
they can get it. They are eager to inspect the 
: spiral tapered flexible reel, the 
That is why the sun is shining for a good many double curved teeth and the 
lumber dealers who have followed their com- many other new improve- 
mon sense and decided to set up a NEW IDEA ments. Every time a farmer 
Hay Rake and a NEW IDEA Hay Loader in gets one of these raken, his 


: . . - neighbors want one too. 
their yards. There is nothing revolutionary 


about such a decision. Every farmer who comes 
to your place is a possible customer. There is 
little or no servicing to consider and the profits . . : 
are clean. If you would like to investigate the 
profit possibilities these machines hold 
for you—and if there is no active 











Farmers recognize the merits of these machines 


on sight. The factory advertising and _ litera- NEW IDEA dealer already in your 
ture uncovers prospects for you. The factory town—write us at once. We shall be 
blockman will gladly conduct demonstrations glad to put you in possession of the 


in your district. facts. 


The New Ipea Spreaver Co. 


Dept. 65, Coldwater, Ohio 
Factories at: COLDWATER, OHIO and SANDWICH, ILLINOIS 


Manufacturers of:—Manure Spreaders, Corn Pickers, Transplanters, Husker- 
Shredders, Steel Farm Wagons, Lime Spreaders, Portable Elevators, Hand and 
Power Corn Shellers, Hay Loaders, Side Delivery Rakes, Gasoline Engines, 
Feed Mixers. 
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AMERICAN LUMBERMAN 


A Government Official and a Lumber 
Dealer Point the Way 


S WAS INDICATED in some edi- 
torial comment in the Feb. 16 issue 
of the AMERICAN LUMBERMAN, 

there is great need for the early organ- 
ization and functioning of national mort- 
gage associations as provided in Title 
IIL of the National Housing Act if the 
provisions of Title II of that Act are to 
be made really effective. Discussing this 
feature recently with a representative of 
the AMERICAN LUMBERMAN, an Official 
of the FHA, mentioning the fact that 
the National Housing Act is _ being 
amended so as to reduce the capital re- 
quirement for national mortgage associ- 
ations from $5,000,000 to $2,000,000, 
said that he had suggested to a group of 
lumbermen and others interested a way 
by which such an association could be 
organized and put into operation. He 
told this group that if they would organ- 
ize a national mortgage association and 
subscribe for $1,000,000 of the capital 
stock, he would guarantee to secure the 
other $1,000,000 from the Reconstruc- 
tion Finance Corporation, which is au- 
thorized now to subscribe for stock in 
these mortgage associations. He did not 
think that the RFC would be willing, 
nor would it be desirable, to subscribe 
for a majority of the stock in any of 
these associations, but indicated that it 
would match dollars with any group pro- 
posing to organize associations of this 
kind to provide facilities for rediscount- 
ing insured home loan mortgages. Along 
this same line a most constructive sug- 
gestion has been received from J, R. 
Clem, of the Clem Lumber Co., Dallas, 
Tex., one of the outstanding retail lum- 
ber and building material concerns in 
that State. In a letter to the AMERICAN 
LUMBERMAN, Mr. Clem said: 


“One of the factors most responsible 
for delay in Title II of the National 
Housing Act becoming operative is that 
so far the Federal Housing Administra- 
tion has not received from private cap- 
ital an application for creation of a na- 
tional mortgage association. This is a 
job which I believe the building industry 
collectively could successfully undertake. 
It reflects no credit on our industry that 
during all the years of prosperity no 
financial institution was set up on a sound 
basis which might be comparable with 
some of the immense finance institutions 
set up to make volume sales of automo- 
biles and other merchandise on install- 
ment payments possible. 


“The building industry now has the 
opportunity to set up a national mort- 
gage association which can operate na- 
tionally for its own benefit. If every lum- 
ber dealer and manufacturer, and every 
manufacturer of allied lines distributed 
through the lumber industry, and if the 
prime factors in every other industry 
whose welfare is directly dependent upon 





building, could be persuaded to subscribe 
for a very small amount of stock in such 
an association and pay for it in cash, one 
or more national mortgage associations 
could very easily be organized. It would 
hardly be necessary for any one com- 
pany to invest an amount greater than 1 
percent of its capital. It is also true 
without doubt that within the ranks of 
our industry there are a number of men 
well qualified to take charge of such an 
institution.” 

Mr. Clem expressed the firm belief 
that a majority of the business leaders 
in the industry would be receptive to a 
proposal of this kind, and suggested that 
the’ AMERICAN LUMBERMAN, which “to 
a substantial degree is spokesman of the 
industry,” undertake a campaign to 
arouse interest in and prompt action on 
a project of this kind. 

It is conceded generally that only the 
lack of facilities for rediscounting these 
insured mortgages such as would be pro- 
vided by the proposed national mortgage 
associations is delaying the beginning of 
a real revival of home building through- 
out the country. Despite this handicap, 
there is considerable building already 
under way and a good many loans for 
financing new homes have been made by 
banks and other lending agencies under 
Title II of the Housing Act. Notwith- 
standing the tremendous financial losses 
incurred during the last five years, the 
lumber industry could, if there was gen- 
eral participation from all its branches, 
provide the capital for a sufficient num- 
ber of these national mortgage associa- 
tions to assure ample facilities for han- 
dling insured home mortgages and give 
the impetus needed to put under way a 
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great home building revival that would 
open up a tremendous market for lum. 
ber and other building materials as wel 
as for a vast amount of now unemployed 
building labor. 

Several years ago the AMERICAN Lyy. 
BERMAN undertook to interest the lumber 
industry in forming finance companies 
for the purpose of financing home 
building on a substantial scale and the 
matter was earnestly discussed and con- 
sidered in numerous meetings, beginning 
with the National Lumber Manu factur- 
ers’ Association and including many of 
the regional organizations. A tremendous 
amount of interest was aroused and 
there was general recognition of the 
great need for something of this kind, 
but unfortunately, under the stress of 
conditions unlike anything hitherto expe- 
rienced in the history of the industry, the 
project was permitted to lag and nothing 
of a really substantial nature was accom- 
plished. 

Another opportunity is now presented 
for the industry to do something worth 
while, not alone for itself, but for the 
country at large, and to do it not only 
with the sanction but with the active help 
of the Government. Now that a Govern- 
ment agency is prepared to match dollars 
with any industry or any group that will 
interest itself in organizing national mort- 
gage associations there should be no hesi- 
tancy on the part of the lumber and 
building material industries in providing 
a sufficient amount of capital to release 
the key log in the jam that is retarding 
a revival of home building, thereby cre- 
ating a volume of business such as has 
not been enjoyed for nearly a decade. 

Mr. Clem has pointed the way. The 
AMERICAN LUMBERMAN will be glad to 
receive the comments and suggestions of 
its readers as to the possibility of the 
industry helping to put under way a 
project of this kind. 


The “Typical American Home” a Single- 
Family Dwelling 


OU HAVE often heard persons in- 
side and out of the building in- 
dustry speak of the “typical American 
home,” when they had but little actual 
information by which to establish the 
type. 

But this lack has been remedied quite 
largely by the Real Property Inventory 
undertaken by the United States De- 
partment of Commerce as a CWA proj- 
ect. Nathanael H. Engle, of the De- 
partment, in a recent address in 
Chicago described this typical home. 
We quote: 

“The typical American home may be 
described as a single-family dwelling, 
about nineteen years old, of wood or 
frame construction containing five 
rooms. It is equipped with either a 
bathtub or shower, indoor water closet, 
uses electricity for lighting and gas for 


cooking. For the country as a whole 
reliance is placed predominantly upon 
heating stoves for heat, although 31 
percent of all dwelling units use warm- 
air furnaces.” 

Mr. Engle states that 80 percent of 
the houses listed in the inventory were 
single-family dwellings. Nearly 40 
percent were owner-occupied. While 
typical values shifted as among cities, 
the average value of more than 800,000 
single-family owner-occupied homes 
was $4,000. Figures printed by the 
AMERICAN LUMBERMAN some time ago 
about rural home values indicate that 
these urban values are much higher; 
presumably something to be expected. 
Of rented houses, the average rental 
paid is $25 a month. 

These general averages do not hold 
true for all of the cities studied. In 
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one city the average value of owner-oc- 
cupied homes was $2,500; and in two 
cities it was $6,250. So, naturally, these 
averages can not be accepted as a 
standard for your town; without much 
local investigation anyway. But these 


High Lights 


Buffalo Will Push Home 


Modernizing 


BurraLo, N. Y., Feb. 25.-—A thorough can- 
yass is to be made of all homes here in the in- 
terest of ‘the home modernization plan agreed 
upon at a meeting Feb. 21 of local lumbermen 
and building supply dealers. It is estimated 
100 men will be needed to make the canvass 
which should result in enough orders for prop- 
erty repair and modernizing to put into circula- 
tion more than $5,000,000 through insured loans. 

W. T. Huber of Huber-Lanctot Housewreck- 
ing Co. is temporary chairman. A committee 
was elected to select a larger group to complete 
plans for the campaign. The present committee 
includes Fleming Sullivan of T. Sullivan & Co., 
lumber dealers; Vic Hansen of Philip Carey 
Co. roofing; and Louis Mertes of Louis Mertes 
Co., builders’ supplies. 


State's First Bank and B/L Loans 
Under Title Il 


SHREVEPORT, La., Feb. 25.—The first loan 
by a bank in Louisiana under Title II of the 
National Housing Act was made Feb. 8 by 
the First National Bank of this city. The 
loan, totaling $13,000, was made to E. A. Labry, 
district manager of the Metropolitan Life In- 
surance Co., for the purchase of a residence 
at 817 Thora Boulevard, from Leon Hendricks, 
builder and owner, through T. S. Neal, local 
realtor. 

P. A. Singlust, vice president of the First 
National Bank, represented the bank in the 
deal and was responsible for prompt action in 
the matter. Under Title II Mr. Labry’s loan 
ils guaranteed one hundred percent by the fed- 
eral government. The borrower was required 
to put up collateral of twenty percent and has 
nineteen years and five months in which to pay 
out. Payments are made monthly, these in- 
cluding principal, interest, insurance and taxes. 
The loan is registered as No. 22, 009-000-001, 
the last digit identifying it as the first “Title 
Il” loan to be made through a bank in this 
State under the federal insured-loan plan. It 
was approved through the FHA offices in New 
Orleans. 

_Applications for other loans at the First Na- 
tional bank are being received daily, Vice 
President Singlust said. These applications, he 
stated, are being rushed through for approval 
as fast as clerical work here can be completed. 
Judging by the interest manifested by bank- 
Ing institutions, not only of Shreveport, but 
also of other communities in Louisiana, there 
are in prospect many more FHA loans in 
Louisiana. Applications for same have already 
been filed in considerable number, according to 
oficial reports from FHA headquarters, which 
is under the direction of Claudius M. Dickson, 
Shreveport business man, who is the State di- 
rector of the FHA. Mr. Dickson reported re- 
cently that the banking interests have given 
assurance of their enthusiastic desire to co- 
operate in this service. 

While the foregoing was the first “Title IT” 
loan to be made by a Louisiana bank, the 
earliest loan under that title to be perfected in 
this State was made Jan. 7, for $5,000, on the 
home of Philip Lieber, president of the First 
Federal Savings & Loan Association (formerly 
the Shreveport Mutual Building Association). 
his particular loan, as explained by Mr. Lie- 
T, was made by the association which he 
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findings do have an interest and at 
least a suggestive value. They indi- 
cate an urban standard of living rather 
higher than the writer of these lines 
would have guessed. They also indi- 
cate in general terms the type of house 
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and of house owner that should be in 
the center of the dealer’s effort. The 
“typical American home” is a pretty 
good house; worthy to stand as the 
cornerstone of the American building 
industry. 


of the Housing Campaign 


heads, specifically to learn the rules and regul- 
lations of the FHA in relation to the associa- 
tion’s regular loan plans and operations. His 
association, Mr. Lieber said in commenting on 
the FHA plan, makes loans for 20 years at 6 
percent, the only other charge being $30 for 
handling the loan. There is none of the red 
tape and delay, he said, that so far has been 
connected with the regular FHA loans. He 
added that a very encouraging number of loans 
have been made by his association on its regu- 
lar 20-year, 6 percent form. 


Dallas Plans Better Housing 
2 
Campaign 
DALLAS, TEX., Feb. 25.—Lumber dealers in 
this city will open an intensive better housing 
campaign around Mar. 15 as result of plans dis- 
cussed at a recent get-together meeting of the 
local lumber dealers’ association and the North 
Texas Chapter of the American Institute of 
Architects. The Better Housing Exposition, 
backed by construction industries, will launch 





"FRONT PAGE WAS A 
KNOCKOUT" 


We are particularly pleased at 
the way the AMERICAN LUMBERMAN 
is co-operating with the Federal 
Housing Administration. The use 
of our release which appeared on 
the front page of Jan. 19 issue of 
your publication was a knockout. 
—R. B. Lawrence, Federal Hous- 
ing Administration, Washington, 
D. C. 





the lumbermen’s campaign. President W. M. 
Lingo of the lumber dealers is acting chairman 
of the Exposition Executive Committee. The 
architects have promised fullest co-operation to 
the Exposition scheme, and in the efforts that 
Dallas lumbermen are making to back up the 
FHA program. 


Better Housing Exhibit for 
Chicago 

The Chicago Committee, Better Housing 
Program, will present the timely Chicago Bet- 
ter Homes Exhibit, Mar. 15 to May 15 in the 
Straus Building,: intersection of Michigan ave- 
nue and Jackson boulevard. The Exhibit will 
take place in one of the finest show rooms in 
America, said to have cost two million dollars 
with around 26,000 square feet of floor space, 
most of it available for exhibit purposes. 

In the interest of the campaign, contests and 
housing programs will be carried on all over 
the city, centering in the Exhibit. Women’s 
clubs, community organizations, civic bodies, 
etc., will all take active part in the Exhibit 
plans. Admission will be free to the public 
during the entire two-month period. T. L. Rior- 
dan of Harris Brothers Co. is chairman of the 
affair, and B. J. Mullaney of the People’s Gas 
Light and Coke Co. heads the publicity. W. C. 
Robinson is managing director and B. H. Beit- 
ler is executive secretary. 


Urges More Effective Imple- 
menting of Housing Act 


CoLumBus, OuI0, Feb. 25.—The executive 
committee of the Ohio Association of Retail 
Lumber Dealers has adopted and forwarded 
to headquarters of the Federal Housing Admin- 
istration at Washington, a resolution requesting 
the FHA to— 

(1) Institute an investigation for the pur- 
pose of ascertaining what defects exist in the 
National Housing Act, or in methods of its 
administration, which have delayed the re- 
vival of construction promised when the Act 
was enacted. 

(2) Revise the personnel of the National 
Housing Administration so that this body 
will be composed of representatives of the 
building industry familiar with its problems 
and in sympathy with every effort to revive 
it. 

(3) Cause national mortgage associations to 
be formed at once, or in the event this can 
not be done, make Federal funds available 
through existing lending agencies sufficient 
in amount and for the specific purpose of 
financing all construction mortgages insur- 
able under Title II of the Act until private 
lending agencies are ready and able to sup- 
ply the necessary money. 


Building to See a Boom in 
Alabama 


BIRMINGHAM, ALA., Feb. 25.—Alabama build- 
ing contractors seem scheduled to reap a bounte- 
ous harvest, according to number of building 
contracts of importance that have been closed 
in this State so far this month. Birmingham 
started the month off in good fashion by letting 
contracts for 14 projects for schools totaling 
$250,000. The Pittsburgh Plate Glass Co. is 
to spend above $100,000 for a new warehouse. 
Loveman-Joseph & Loeb will let loose around 
$1,200,000 for their new building. Birmingham 
Homesteads, (Inc.), has let a contract for their 
first subsistence homestead project at a total of 
$125,000. Jasper Homesteads, (Inc.), are more 
than half way through their first contract, which 
will run into hundreds of thousands of dollars. 

Total loans by the HOLC are estimated 
around 10,000 and will total more than $2,225,- 
000. Other projects on the way in Birmingham 
of remodeling or rebuilding will total probably 
another quarter million. 

In Montgomery the Bear Lumber Co., secured 
the Newberry Co. store contract at $100,000. 


Community "Better Homes" 
’ Campaign Is Launched 


HutTcHINsSON, MINN., Feb. 25.—An intensive 
house-to-house campaign was launched here 
today for the purpose of acquainting all prop- 
erty owners with the benefits now available to 
them through the provisions of the National 
Housing Act. The campaign, which will con- 
tinue through March 2, is under the auspices 
of the Hutchinson Better Housing Committee, 
headed by George Umland as chairman. 

Outlining the general purposes of the canvass, 
Chairman Umland said: 

No property owner not-fully able to do so 
will be urged to incur debt to make repairs 
and improvements. We want no one to obli- 
gate himself unless his income is adequate. 
However, we shall urge everyone to support 
our campaign in some way. If an owner is 
unable to spend even a few dollars we will 


(Continued on Page 61) 
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Continuing the Story of the 


HOUSE OF PLYWOOD 
The Architect Gives Some Details 


A great deal of interest has been aroused by the illustrated 
story which appeared on pages 1 and 57 of the Feb. 16 issue 
of the American LumBerMAN, describing an attractive, modern 
home, in the construction of which plywood was very largely 
This house, recently built in Riverside (suburb of Chi- 
was erected at a cost of only $6,000, according to state- 
The size is 36 by 30 feet 


used, 
cago ) 
ment of the architect, quoted herein. 
over all. 

The owner is John M. Hagan; 
Riverside, Ill. 
Richard Tedd & Co., 


I will give you a little history of the 
building of the above residence and the 
“whys and wherefores” of same. 


First, Mr. Hagan had a limited amount 
of money and a large requirement of size 
etc.; hence, a problem. 

Good materials had to be selected, at 
a suitable price, and pleasing results had 
to be obtained. 

I had been interested in the use of 
plywood, and decided that if I could keep 
the moisture out of the boards it would 
be a good, inexpensive material to use. 

Having had good experience with 
aluminum paint, I decided to paint the 
boards and stain them with waterprooi 
stain where I wanted natural finish of 
the wood to be exposed on the interior 
of the residence, and paint over the alum- 
inum priming coat where I wanted 
painted finish on the inside and the out- 
side of the building. 

The plywood interested me in the pos- 
sibilities of unusual and rich effects to 
be obtained by using it for walls and ceil- 
ings on the inside of the building, being 
cheaper than plaster, and at the same 
time be able to have finished wood walls 
and get a rich finish on the interior of the 
house, which would make the interiors 
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location, 345 Olmstead Road, 
Purchase of the lot was negotiated through 
Riverside realtors, and the extensive use 


of higher class than usually seen in a 
low-cost house. 

So I used a wood half-round strip, 
14-inch wide, between the boards on the 
interior of the house, which takes up any 
expansion of the large 4x8-foot boards. 
You will note by the photographs that 
the walls are pleasing in effect, being 
stained a light pie-crust color, and giving 
a light, airy appearance to the rooms. I 
placed a tight layer of tarred building 
paper back of the boards on the interior 
face of the 2x4 studs, also a similar layer 
behind the exterior walls to keep out the 
dampness from the back of the boards. 
See detailed drawings herewith. 


METHOD OF LAYING THE 
PLYWOOD FLOORS 


Then came the question of using this 
plywood materials for floors. The floors 
of a residence get very little wear, so I 
decided to take the 4x8-foot boards and 
make false joints on same, using chisel 
to mark and make block effect in floor 
blocks 24x24 inches. The false joint looks 
like regular joint where boards join. 

I first laid tarred building paper over 
the regular 7%-inch rough floor lining, 
and then laid the board of plywood over 
the paper. This keeps out dampness 
from beneath; stained, filled, shellacked 
and waxed the finished, exposed surface 
of the floor. The plywood came sanded 
finish to the job, so it was not necessary 
to sand same. This gave a rich appear- 
ing floor, surprisingly resilient. 

The use of plywood on the exterior of 
the building was decided on. It was the 
most inexpensive material I knew of. 
I decided to paint edges of exposed sur- 
face with aluminum paint, and to apply 
two additional coats of white lead and oil, 
making the boards waterproof as to 
weather, and also conceived the idea of 
flashing all horizontal joints and all ver- 
tical joints so the water could not get 
back of the boards. In accompanying 
drawings I show these details, which I 
think are very important in the use of 
plywood on exterior. 

I nailed the plywood board securely 
to the sheathing and placed 1x2-inch 
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of plywood in its construction was largely due to initiative of 
Richard G. Keizer of that firm, formerly actively identified with 
the lumber industry. 

Because of the widespread desire for further information cop. 
cerning this house the AMextcan LumBerMAN asked the archj- 
tect, James Roy Allen, 370 Deleplane Road, Riverside, IIL, fo 
detailed plans and specifications, together with such general 
information as he might care to offer. 
complied with our request, and his statement is appended, to- 
gether with reduced reproductions of floor plans, and drawings 
showing some details of construction. Mr. 


Mr. Allen has very kindly 


Allen writes: 


wood lattice strips over the exterior, to 
hold the plywood boards securely to wall, 
yet give a very pleasing effect to the ex. 
terior of the building, relieving an other- 
wise flat look and permitting the growing 


INTERIOR’ WALL. SURFACE 








BUILDING a ae 


EXTERIOR FACE OF WALL 
PLYWOOD 


HORIZONTAL CROSS-SECTION 


of vines over the walls, which will give 
the house a homelike charm. 

The plywood boards on the exterior 
of the building have been on wall and 
exposed to the very severest weather for 
the last three months, and I have not no- 
ticed any effects and do not expect any, 
because of the precautions taken, 

As regards the exterior design of the 
building, the owner had decided he 
wanted it to be of the “Cape Cod cot- 
tage” type, which means a low-appearing 
type. And people who like this type cot 
sider the low, rambling, almost squatty, 
lines one of the charms of the house. 

This house cost complete, with air-cot- 
ditioning heat, a little less than $6,000. 
I know this is a very low cost for this 
house under conditions in the Chicago 
district. It could be built for less than 
$6,000 in other parts of the country. 
am very pleased to have been able to pro 
duce a house of the size and charactef 
of this one for $6,000, in the Chicago dis- 
trict, under its conditions of labor and 
material costs ete. 





The living room would be in good 
keeping for a house normally costing 
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$75,000; in fact, you will seldom see a 
living room of its class and quality in a 
house costing less than the latter amount. 

All this was made possible by the use 
of plywood—getting rich effects with 
low cost; which is the central idea today 
in most business, to “beat the depression.” 
| am anxious to progress with new ideas, 
using meritorious materials not of the 
“qld guard” type, which is very easy to 
do. But advertising has made people ex- 
pect more than “old guard” stuff, and 
it is up to the building material trades to 
produce new methods at low cost. I 
mean the use of practical, modern mate- 
rials. , 

For example, the automobile business 
is good because producers are giving the 
people a low-cost car of fine appearance. 
There is food for thought in that for all 
of us who are in the building business. 
It has been too easy to use “Old Man 
River” ideas which have prevailed for 
along time without much change. Is it 
not so? 

I hope this letter will be of interest to 
the lumber trade, as the Hagan residence 
was quite a problem to produce at the 
price, getting the results that we did. It 
is very easy to get pleasing results with 


Dealer Buil 


KaLaAMAzoo, Micu., Feb. 25.—In the fore- 
front of the banks of this city and region that 
are backing the FHA housing and modernizing 
program is the American National Bank of this 
city; which, in co-operation with the North 
Lumber Co., local retail concern, is exhibiting in 
its lobby a notably attractive and complete dem- 
onstration home. This display very effectually 
dramatizes the potential benefits available to 
home owners through the National Housing 


NORTH LUMBER CO. 


* AMERICAN NATIONAL BANK 
e*halamaroo 
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plenty of money to expend, but when 
cash is limited it really is a problem. In 
my opinion, LOW COST is our prob- 
lem today, in the competition with Old 
Man Depression. 

I am pleased to allow you to publish 
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the first and second floor plans with your 
article; and in case any reader of your 
paper should be interested in reproduc- 
ing this house, I have the working draw- 
ings and. specifications, and would sell 
them at a nominal cost. 
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The size of this house is 36x30 over all—not a ‘small-plan’ size. 


(Left) First-floor and (right) 
plans of the 
Hagan house 














FIRST 


Arrangement is as follows: 


FLOOR—porch, 9x9; vestibule, 5x6, and coat closet; living room, 17x23; dining room, 17x13; kitchen, 


8x12; heater room and laundry combination, 8x12; I-car garage, 12x18. 


SECOND FLOOR—I chamber, 


12x14; | chamber, 10x13; | chamber, 10x!!; | bath, 6x8; linen closet; all chambers have two closets 


ds Fine Display for Bank 


Act. The exhibit was constructed at a cost of 
$350, being built in eight or ten large sections 
at the yard of the North Lumber Co., these 
sections then being transported to the bank 
lobby and put together therein. 

The model structure is very complete, in- 
cluding modern kitchen equipment, shutters for 
the windows, and even an ornamental fence in 
tront. 

A large sign at left of the entrance announces 
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Model home in bank lobby dramatizes modernizing campaign in Kalamazoo, Mich. 





that this is “A free exhibition of home mod- 
ernization ideas and appliances, dramatizing the 
benefits possible to home owners through the 
Federal Housing program. Sponsored by the 
American National Bank.” Visitors are in- 
vited to “Ask for information and obtain free 
literature concerning the FHA from any officer 
of this bank.” 

As a result of this demonstration many small 
orders for material for repairs and moderniza- 
tion have been placed by local home owners, 
according to H. L. North, president of the 
lumber company. Mr. North also believes that 
this exhibit was directly responsible for the 
Home Show which is to be held in Kalamazoo 
during March—the first event of this sort trans- 
piring in this city. 

All of the work of installing this exhibit 
was done by the North Lumber Co., with the 
exception of some help from a local hardware 
store for the main entrance, and the electric 
lighting fixtures, which were installed by a lo- 
cal firm in that line of business. 

Materials used in this installation included 
products of the Weyerhaeuser Sales Co., Wood 
Conversion Co., Johns-Manville Corporation, 


Morgan Sash & Door Co, Devoe & Raynolds 
Co., and the Kelvinator Co. 








State Legislation Affecting 
Timber 


SEATTLE, WASH., Feb. 23.—A number of bills 
affecting the timber industry have been intro- 
duced in the State legislature. They include: 

Senate bill 95—making it illegal for per- 
sons holding title to timber to sell the 
timber for the purpose of having the timber 
cut when the taxes on it are delinquent. This 
bill was passed by the senate Feb. 9. 

House bill 58—Providing for the reassess- 
ment of timber and timber lands, the ex- 
penses to be defrayed by funds allocated by 
the Washington Emergency Relief Adminis- 
tration. 

House bill 475—Making it unlawful to 
operate a logging train on tracks of a com- 
mon earrier railroad unless manned by a 


full crew. 
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They Gladly Borrow to Build in Flint- 


As Displays of Building Material Men Arouse Desire, 
and Bankers Back Their Efforts by Making FHA Loans 


Fiint, Micu., Feb. 25.— The 
four banks in Flint have loaned a 
total of more than $100,000 for 
modernization work under the Na- 
tional Housing Act, and the one 
that has done the most in this way, 
the Citizens Commercial & Sav- 
ings Bank, reports that of its 217 
loans totaling $82,192 only one has 
not been paid promptly on time; 
even this one is still a good loan, 
as the reason for non-payment is 
that the borrower was taken seri- 
ously ill. 

Due to the lateness of the season 
when the program got under way, 
lumber dealers thus far have 
reaped a comparatively small por- 
tion of the benefits accruing from 
these expenditures, for much of 
the money went into furnaces and 
similar equipment and the lumber- 
men do not expect their greatest 
returns until this spring and sum- 
mer. All the lumbermen contacted 
reported that they had obtained 
some added business through this 
source, however, and until the sea- 
sonal drop-off a short time ago 
the James Lumber Co. garnered at 
least one job a week, averaging 
$150 a job, through FHA financ- 
ing, John R. James told a visiting 
representative of the AMERICAN 
LUMBERMAN. 


The Citizens bank, in addition 
to its modernization loans, has 
established a special department 


for operating under Title II, and 
already has fifteen loans com- 
pletely “lined up” from the local 
angle, awaiting only the necessary 
favorable action by the Government 
and the weather man. Nine of 
these are for refinancing old mort- 
gages, but six are for new homes; 
of the latter, the average loan is 
$2,200. Furthermore, this bank 
reports that each week it receives 
from fifteen to eighteen applica- 
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tions for loans under Title II, and 
that thus far about three, on the 
average, have been eligible each 
week. 

These results (and others not 
enumerated) were obtained without 
benefit of any canvassing whatever. 
That will be done during the 
State-wide campaign in March, but 
thus far the only campaigning has 
been in newspaper and radio ad- 
vertising and publicity attendant 
upon the building show, all co-ordi- 
nated by a strong and active local 
committee. 

With the ddvent of FHA this 
city was ready to go to work on the 
better housing program immedi- 
ately, for the Allied Construction 
Industries board of directors had 
been meeting regularly each Mon- 
day noon, even through the recent 
lean years, and as its name im- 
plies this organization has on its 
board a representative from each of 
the participating groups — lumber 
dealers, contractors, painters etc. 
C. M. Brownson, prominent wall 
paper dealer who was head of this 
organization, was the logical selec- 
tion for chairman of the local FHA 
campaign sponsored by the Flint 
Chamber of Commerce, and he took 
over the Allied Construction In- 
dustries board as part of his com- 
mittee. 

A large store space on the main 
business street of Flint was ob- 
tained for the housing show and 
Mr. Brownson told the AMERICAN 
LUMBERMAN that there was no 
trouble at all about getting the re- 
quired number of firms to partici- 
pate in the show. Display space 
is occupied, however, by industry 
groups instead of by individual 
firms. The central and command- 


ing unit of the entire show is a 
model house, erected by the follow- 
ing lumber dealers, whose names 





are listed on a panel, in alpha- 
betical order : 

Belsay Lumber Co., Economy 
Lumber So., Eddy Lumber Co., 
Flint Lumber Co., Flint Sash & 
Door Co., Hughes Lumber Co., 
James Lumber Co., Larson Lum- 
ber Co., Long Lumber Co., May 
Lumber Co., Michigan Lumber & 
Fuel Co., Veit & Davison Lumber 
Co. 

This attractive building is the 
temporary headquarters of the 
committee, during the show, and 
D. R. Cameron, office manager, is 
on hand to give such information 
as he can about FHA details (he 
is from one of the local banks) and 
to direct inquiries to the appro- 
priate dealers and artisans. Be- 
sides serving this purpose admir- 
ably, the house and its accompany- 
ing panels are a visual education 
in the proper way to utilize lumber, 
insulation, and other products sold 
by lumber dealers. This same prin- 
ciple of education is employed also 
in the displays of other industry 
groups, and it is this feature which 
the committee believes is largely 
responsible for the sustained inter- 


_ est in this exposition, and for the 


volume of sales made as a result. 
The attendance continues to run 
between 1,200 and 1,500 each week, 
many people coming back time and 
again to improve their building 
knowledge for some special build- 
ing or repair job. Sales have been 
so good that the participating firms 
are anxious to maintain the show 
as long as the owner of the build- 
ing will permit, and Mr. Cameron 
told of contractors not participat- 
ing who come in with customers 
and use these displays to make 
sales. 

This all indicates that this city 
has money for construction pur- 
poses, and in fact it was news of 
this financial activity that brought 
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model house, 
committee 
headquarters during 
the Flint show, is a 
visual education in 
lumber 
and other building 
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the AMERICAN LUMBERMAN repre. 
sentative here from down Stat. 
for the word had been flashe 
abroad that the Citizens bank x 
Flint had made 210 loans, up 
Feb. 13. E. W. Potter, cashier 
on Feb. 20 said that already this 
number had been increased to 217 
with another just in process of 
being made, and doubtless by noy 
the number is further increased, 


Not a Loss in $80,000 


“How many of them have failed 
to make the payments?” he was 
asked, and his answer was: “Just 
one—a man who came down with 
sciatic rheumatism. But he’s get- 
ting better, and he will resume 
payments all right. It will not be 
a loss. In five months we already 
have nearly $9,000 of the loans 
paid back to us.” He added that 
95 percent of the loans are for 
homes, but that a few store owners 
also had taken advantage of the 
opportunity to put a “new dress” 
on interior or exterior of their 
buildings. 

“When spring comes I feel we 
will have a quarter of a million out 
in this kind of loans,” Mr. Potter 
said, “and the nice thing about it 
is that we find there are a lot of 
people who have money of their 
own for repairs and modernization, 
though maybe not quite enough for 
what they want to do. One fam- 
ily did at least $3,000 worth of 
repairing and remodeling on their 
home, but borrowed only $700, and 
= are other cases quite simi- 
"a 

To the bank one of the outstan¢- 
ing advantages of the FHA cam- 
paign is that it is bringing back 
to people the realization that they 
actually can borrow money from 
the bank, Mr. Potter said. “A 
man will come in here for a loan 
and we will take his application 
on the regular Government form. 
Then we tell him to go back and 
get his wife, as she will have to 
sign with him. That will usually 
take him an hour. Well, in only 
about a half-hour, we have checked 
his credit through the local credit 
clearing house, and when he comes 
back with friend wife the money 
is ready for him. They usually 
expect that it will take a day, or 
several days, and when we tell them 
the cash is all ready for them, 
right now, it just about knocks 
them cold. It makes a lot a 
friends for this bank, for it gives 
people the idea that banks and 
bankers are human, after all, and 
interested in their problems.” 











Up on the third floor was 
ward E. Groehsl, manager of the 
mortgage department, and he and 
several assistants were busy, with 
a line of chairs full of waiting cus 
tomers. By appointment, however, 
the AMERICAN LUMBERMAN repfe- 
sentative was admitted to Mr. 
Groehsl’s office as soon as the maf 
and woman already in there had 
completed their visit. The banker 
handed to an assistant a sheaf 0 










yarch 2, 19 





rs with 
over these Pp 
and a few m 
that this 0 
borrowing > 
build a mot 
at a lake n 
worth $500, 
invested $4 
man is a mi 
mobile fact« 
ates a bez 
“They coul 
money fron 
Groehsl sai 
ciently lon; 
fifteen yea 
works out ¢ 
le.” 
Fifteen < 
Il, for loan 
with a $2,5! 
for action 
now able t 
ther word 
“We have 
cations for 
tion than 
Groehsl sa 
have yet | 
the Gover! 
for inform 
what the ( 
a loan ha: 
serving W 
we will hi 
tion we W 
to proceed 
are good z 
to make.” 
Mr. Gr 
pends on | 
cifications 
accordanc 
principles. 
to learn t 
Manufact! 
terial ava 
specificati 
construct 
and from 
lumber ¢ 
take thi 
bankers. 
Like ] 
mentione 
already 
building, 
ple a fa: 
build an 
rowing 
over fift 


Preservi 


Anoth 
of Mr. 


Help 


Meri 
and acc 
dustry « 
Yellow 
ber & 
large 1 
terprise 
Associa 
that ap: 
Star w 
thropy 
of his 
the hea 

L. O. 

' Philant 
River 
an end 
Lam: 
outsta: 
tribute 
to be | 
Thu: 
and M 








2, 193; 


N repre. 
1 State 
flashed 
bank at 
» UD to 
Cashier. 
ady this 
to 217, 
cess of 
Y now 
eased, 


00 


failed 
he Was 
> “Just 
vn with 
e's get- 
resume 
not be 
already 
e loans 
led that 
are for 
owners 
of the 
dress” 
f their 


feel we 
lion out 
Potter 
bout it 
. lot of 
f their 
ization, 
ugh for 
ie fam- 
rth of 
n their 
00, and 
2 simi- 


itstand- 
\ cam- 
g back 
at they 
y from 
: = 
a loan 
lication 
- form. 
ck and 
lave to 
usually 
n only 
hecked 
credit 
comes 
money 
usually 
lay, or 
11 them 
them, 
knocks 
lot of 
t gives 
‘s and 
ll, and 


is Ed- 
of the 
re and 
, with 
iz cus 
weve, 
repre- 
» Mr. 
e maf 
‘e had 
banker 
eaf ol 


march 2, 1935 


apers with instructions to “check 
over these plans and specifications, 
and a few munutes later he confided 
that this man and woman were 
porrowing $3,000 under Title II, to 
puild a modern year ’round home 
at a lake near Fenton. The lot is 
worth $500, and they already have 
invested $450 in materials. The 
man is a mechanic in a Flint auto- 
mobile factory and his wife oper- 
ates a beauty salon in Fenton. 
“They could have borrowed the 
money from private sources,” Mr. 
Groehs] said, “but not for a suff- 
ciently long term. They wanted 
fifteen years, and we find that 
works out quite well for most peo- 

e. 

‘Fifteen applications under Title 
II, for loans of from $700 to $3,500 
with a $2,500 average, are all ready 
for action so far as the bank is 
now able to go, until it gets fur- 
ther word from the Government. 
“We have had more good appli- 
cations for loans for new construc- 
tion than we could handle,” Mr. 
Groehsl said, “because we do not 
have yet the complete data from 
the Government. We are anxious 
for information, especially on just 
what the Government will do after 
a loan has been made. After ob- 
serving what happens in one case 
we will have the definite informa- 
tion we want, and will know how 
to proceed on all these loans, which 
are good and which we are anxious 
to make.” 

Mr. Groehsl said that much de- 
pends on having the plans and spe- 
cifications prepared correctly, in 
accordance with sound engineering 
principles. He was well pleased 
to learn that the National Lumber 
Manufacturers’ Association has ma- 
terial available to aid in plans and 
specifications for that part of the 
construction where lumber is used, 
and from this it would appear that 
lumber dealers might do well to 


take this matter up with their 
bankers. 

Like Mr. Potter, Mr. Groehsl 
mentioned the fact that people 


already do have some money for 
building, and he cited as one exam- 
ple a family which is planning to 
build an $8,5Q0 home, but is bor- 
rowing only $5,000, to be repaid 
over fifteen years. 


Preserving Good Name of FHA 


Another compliment to the work 
of Mr. Brownson and his housing 


AMERICAN LUMBERMAN 


committee was paid by H. B. 
Ward, vice president and cashier 
of the National Bank of Flint, who 
especially commended the commit- 
tee for its activity as a clearing 
house of finance information, 
“weeding out” those applicants 
who would be plainly not qualified 
for loans, and in a diplomatic man- 
ner saving them from the em- 
barrassment of being turned down 


by one of the banks. This is im- 
portant, for if any considerable 
number of people were refused 
loans by the banks it probably 


would result in spreading of 
rumors that “this FHA stuff is just 
talk.” The National Bank of Flint 
is a new institution, organized in 
February, 1934, but it also has 
taken part in the FHA in a con- 
servative manner, with nine loans, 
totaling $1,739. 

Mr. Ward called attention to the 
large “floating” population of Flint 
—families that move in when the 
automobile industry is flourishing 
and move out again when it lan- 
guishes—a difficult situation for a 
bank. There has also been diffi- 
culty, he said, because Michigan 
laws conflicted with FHA provi- 
sions, but on Feb. 19 Governor 
Fitzgerald signed a new law, im- 
mediately effective, which suspends 
all State banking and mortgage 
laws in so far as they conflict with 
the National Housing Act. This 
will make FHA fully effective in 
Michigan—which it has not been 
heretofore—and Mr. Ward _ said 
that he believes most bankers will 
now be able and willing to do more 
with these loans. 

Mr. Simons, cashier of the Gene- 
see County Savings Bank, said 
that his bank to date has made 
twenty-five loans, totaling $8,163, 
and that several others are pend- 
ing, ready as soon as the borrow- 
ers want the money. They range 
from $100 to $1,000, average $320,- 
and all were made to factory work- 
ers. The only one that has not 
been paid promptly on schedule is 
a loan to a man who has been laid 
off, and the bank is confident of 
his willingness and ability to re- 
sume paying on the $150 as soon as 
he returns .to his job. The average 
term of these modernization loans 
is two to two and a half years. 
The bank has applied for a license 
under Title II, and now that the 
State law conforms Mr. Simons 
says he and his associates are con- 





Insulation plays an important part in 
home building and modernization; 


several types of it are featured in 
this exhibit 





fident of obtaining a good volume 
in this type of loans. 

It was known that the Mer- 
chants’ & Mechanics’ Bank had 
made _ thirty-eight FHA loans, 
totaling $11,817, and had a most 
pleasing experience with them, but 
already the day was far spent— 
especially for bankers’ hours—and 
an interview there was impossible. 
It was quitting time for the lumber 
dealers, too, but Arthur Kleinpell 
was found at his office at the Flint 
Lumber Co. and a few others were 
reached by phone. Mr. Kleinpell 
reported added business for the 
lumber industry from the campaign 





but looked mainly to what is ex- 
pected this spring, in a season more 
favorable to lumber. 

William Veit, head of Veit & 
Davison, is also a director of the 
Citizens bank and its appraiser; he 
said the business has added com- 
paratively little to his firm’s vol- 
ume, but he also looked to the 
spring. He sees a real building 
opportunity in Flint, for there are 
too many of the so-called “garage 
homes” and too few good homes— 
the latter fact attested by the 90 
answers received by a man who 
advertised a $6,000 home for sale. 

Lumbermen, bankers and com- 
mittee members alike agreed that 
an important advantage was gained 
by changing FHA regulations so 
farmers need not pay by the month. 
Already this has brought added 
business from the farms, with much 
more expected this summer. 












Help A College and Foster 
New State Industry 


Meriptan, Miss., Feb. 25.—The many friends 
and acquaintances throughout the lumber in- 
dustry of L. O. Crosby, head of the Goodyear 
Yellow Pine Co., Picayune, the Crosby Lum- 
ber & Manufacturing Co., Crosby, and other 
large lumber, industrial and agricultural en- 
terprises, and president of the Southern Pine 
Association, will be interested in an editorial 
that appeared in a recent issue of the Meridian 
Star with reference to an important philan- 
thropy participated in by Mr. Crosby and one 
ot his associates, Lamont Rowlands. Under 
the heading “Wise Endowment” the Star says: 

L. O. Crosby, lumberman, industrialist and 
Philanthropist, presents 1,000 acres of Pearl 
River County land to Whitworth College as 
an endowment. 

Lamont Rowlands, another of Mississippi’s 
cutstanding business leaders, agrees to con- 
tribute $1,000 worth of young tung oil trees 
to be planted upon the land. 

Thus, between the two of them, Mr. Crosby 
and Mr. Rowlands present to Whitworth Col- 


lege a means by which the institution may 
achieve financial independence in the not-so- 
distant future. 

Those who are in a position to know state 
that within just a few years the “center” of 
the tung oil industry will rest in south Mis- 
sissippi. 

The 1,000-acre endowment tract presented 
to Whitworth is adjacent to Mr. Rowlands’ 
9,000-acre tung oil tree orchard. 

The commercial possibilities of tung trees 
are well established, and it is also a fact that 
the climate of south Mississippi is ideal for 
quick maturity and maximum yield. 

It is gratifying to the State at large that 
Mr. Crosby and Mr. Rowlands, while helping 
Whitworth College also further one of the 
major industrial-agricultural projects of the 
State. 

The future will bring big dividends. 

Both Mr. Crosby and Mr. Rowlands have 
taken an active part in developing the agricul- 
tural possibilities of Mississippi, particularly 
in the growing of tung oil trees and citrus fruit. 
Mr. Crosby also has devoted considerable at- 
tention to the development of dairy farming, 
and is doing much to provide for the welfare of 
the employees of his lumbering enterprises. 





Code Control Committee to 


Meet in New Orleans 


WasHinocton, D. C., Feb. 25.—The lumber 
Code Authority has announced that the next 
meeting of its National Control Committee has 
been called for March 12 at New Orleans, La. 
The committee will recess there on March 15, 
and reconvene in Washington on March 18. 

The question of production allotments for 
the second quarter of 1935 will be the only 
major question considered at the three-day New 
Orleans session, although it is understood that 
the committee will consider any emergency mat- 
ters peculiar to the territory, and particularly 
those which may be brought up as a result of 
any action taken by the Southern Pine Asso- 
ciation or the Hardwood Manufacturers’ In- 
stitute at their New Orleans meetings. 

At the meeting in Washington, the committee 
will handle such routine and other business as 
may have been docketed for consideration. 

The meetings in New Orleans will be at the 
Roosevelt Hotel, and in Washington at the 
Mayflower Hotel. 





HOMER RICHARDSON, 


Richardson-Phelps Lumber Co., 
Grinnell, lowa 


This department has been get- 
ting around to see a few dealers 
in some of the smaller mid-west- 
ern cities. At this time of year, 
in the Snow Belt, there isn’t 
much lumber being sold; but col- 
lateral lines, especially coal, are 
going along pretty well. Few 
retailers, at this writing, are 
willing to make positive esti- 
mates about the coming season. 
A number are guessing that the 
first part of the ’35 building sea- 
son will be about like the last 
half of ’34; possibly it will be a 
little better. 

Their estimates are largely 
based upon last year’s local 
crops. In those places where 
dry and hot weather cut the 
yields, there isn’t any large sum 
of money available for improve- 
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ments—at least not large enough 
to jack up new building to im- 
mediate high levels. But in 
places where crops did pretty 
well, there is cash to spend. Even 
a reduced yield brought high 
prices; and these, together with 
the money paid out by the AAA, 
ought to keep the sale of lum- 
ber up to last year’s standard 
and perhaps raise it immediately 
a little higher: 


ANTICIPATING BETTER 
SALES 


Most lumbermen in the agri- 
cultural belt expect that the lat- 
ter part of ’35 will see a decided 
improvement. Another dry year 
would be a major disaster, but 
in the Corn Belt there has been 
much rain and snow, and the soil 
has enough moisture to give the 
crops a good start. If by the 
first of July or a little later the 
crop prospects are good, many 
farmers will be willing to take a 
chance and to do needed build- 
ing and repair work before 
harvest time. 

Dealers are cheered by the gen- 
eral business indexes. Lumber 
recovery, at least in the retailing 
department of the industry, 
follows along after other lines of 
business; and, if these other 
lines are working on a favorable 
basis, there is every reason to 
believe that after some months 
the same effects will be present 
in retail yards. 


There is the matter of motor 
cars. Some of us have trouble 
in being complacent over the 
spectacle of automobiles being 
sold to men who 
need new roofs and 
hog houses and 
fences. We have a 
pretty good idea 
that a farmer who 
buys a car will not 
have so much to 
spend with us. But 
the Realm doesn’t 
hear so much com- 
plaint over the 
motor industry as 
it used to hear 
when cars were 
considered as lux- 
uries. Lumbermen 
know that not all 
the spare cash is 





PORTABLE handled 
by J. H. McKlveen & 
Co., Prairie City, lowa 


going to be spent for building 
materials; and they have ac- 
cepted motors as something of 
a necessity. 


ENCOURAGING BUSINESS 
SIGNS 


In any event, the automobile 
industry is a pretty good index 
of the readiness of the public to 
spend money. They tell us the 
motor manufacturers are set to 
make a million cars during the 
first quarter of this year, and 
that’s about a third more than 
were made during the same pe- 
riod of last year. 

Steel mills are running steadily 
and have increased production 
rather materially. Naturally 
some of this output, but not all, 
is being taken by auto manufac- 
turers. A certain part is being 
taken by the makers of farm ma- 
chinery. The fact that farm ma- 
chines are being bought is in it- 
self an indication that farmers 
are spending money. Textile 
mills have orders to keep them 
going steadily for some time. 
One of the big washing-machine 
factories reports the biggest file 
of unfilled orders in years. 

If these other industries are 
showing substantial gains, we 
may expect this activity to be 
reflected in the building and re- 
pair of houses; and this un- 
doubted general increase of busi- 
ness activity explains part of the 
confidence that at least the lat- 
ter part of the coming season 
will produce larger volume and 
some profits. The deferred mar- 
ket brings steady pressure to 
bear, and helps the dealer who 
has a sound merchandising plan, 
by making his customers ready 
to listen to his statements. 

The last few years have given 
a big push to diversified lines in 
retail yards. In certain cases 
this hasn’t been so good; for 
some dealers have become so 
anxious to get hold of lines they 
could sell that they have taken 
on items which don’t mix well 
with lumber. As has already 
been noted in this department, a 
good many leaders are saying 
that there must be a rearrange- 
ment of sales around the central 
lumber line. Very few believe 
the industry will generally go 
back to the sale of nothing but 
lumber; but many think the re 
tail lines must be centered about 
the building-material core. An 
exception is made of fuel. Coal, 
cordwood, kindling and the like 
certainly are not building ma- 
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terial. But general practice has 
added them to the lumber bysj- 
ness; largely because coal is 
winter mover, while lumber jg 
sold largely in summer. The 
two lines supplement each other, 

Various lines find their way 
into local trade; many being in 
the nature of separate businesses, 
For example, when the Realm 
dropped in to see J. H. McKlveen, 
of J. H. McKlveen & Co., Prairie 





City, Iowa, we stood by while he 
sold some baled alfalfa at $30 4 


ton. Naturally this is no part 
of the lumber business which 
this genial and vigorous dealer 
conducts. Perhaps we shouldn't 
be so positive about it, for we 
know a good many dealers who 
operate grain elevators and feed 
businesses. But Mr. McKlveet 
is a farmer as well as being it 
terested in half a dozen lumber 
yards, and he sold the hay at 











his lumber office because that’s 
where his customer found him. 
He tells us that the 60 tons of 
alfalfa produced by his farm last 
year made farming a pleasanter 
occupation than some of his 
farmer neighbors found it to be. 
Alfalfa did well, although the 
dry weather raised hob with the 
local corn crop. 

Mr. McKlveen told us a story 
of distribution difficulties. Dis 
tribution is once more a shar? 
issue, as every dealer knows. 
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Corn Belt Looks for Livelier Times 


Counting on Improvements as the Season Advances— 
Better Business Indexes — Meeting Up with Ol' Man 
Catalog — Pigs That Bloom in the Spring 


This story is a little unusual; at 
least we haven’t heard such a 
one for quite a while. It has to 
do with a side line we needn’t 
mention by name, though it is 
squarely‘ within the circle of 
lumber retailing. A big mail- 
order concern has a warehouse 
in a neighboring city, and it does 
the usual amount of adver- 
tising through catalogs and also 
through local papers and farm 





LEFT 


J. H. McKLVEEN, 

J. H. McKlveen & 

Co., Prairie City, 
lowa 


RIGHT 


W. P. BARBER 
(left) and his son, 
W. P. Barber Lum- 
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ber Co., Monroe, 
lowa 
publications. Mr. McKlveen got 


out a file of wholesale price lists 
and compared the figures quoted 
by the catalog house with the 
prices quoted him at wholesale 
by a large and reputable manu- 
facturer. When these prices 
were adjusted to include the 
freight, the catalog retail price 
was a little lower than was 
the wholesale price figured for 
straight cars. Under the circum- 
stances, it isn’t surprising that 
Mr. McKlveen should say he is 
about to close out that line en- 
tirely. He doesn’t care to put 
his prices down on a competitive 
basis, even if Code regulations 
Should permit him to sell at a 
loss. And quoting reasonable 
Prices in competition with these 
generally known catalog figures 
raises the suspicion in the buy- 
er’s mind that the local concern 
is charging an exploitative fig- 
ure for all goods. 

We really had thought we were 


rid of this particular trial; that 
the Codes would take care of it. 
In fact it hadn’t shown up much 
for several years prior to the ap- 
pearance of the Code idea. No 
one needs to be told that there 
is something basically wrong. 
Not many dealers are prepared 
to believe that this mail-order 
concern either manufactures all 
its goods in this particular line 
or, even if it should do so, that 
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it can produce these goods at 
lower costs than the reputable 
large manufacturers can do. The 
old suspicion raises its head—the 
suspicion that some manufac- 
turers are selling to the mail-or- 
der men at cost or below, for 
the purpose of increasing pro- 
duction to the point where big- 
time operation will make for vol- 
ume efficiency. Any profits they 
make are probably made by sell- 
ing to retailers at higher prices. 
The old army game; making 
profits off one agency while cre- 
ating a competition that will de- 
stroy that agency! Of course 
this is only suspicion, at least 
so far as this department is in- 
formed. All manufacturers, we 
are told, deny making such sales. 
But the goods are produced 
somewhere, and there is no plau- 





Warehouse of the W. P. Barber Lum- 
ber Co., Monroe, lowa 


sible explanation for the differ- 
ence in price. 

It is all part of the big distri- 
bution problem that has been 
dropped once more into the lap 
of the retail industry. A good 
many retailers are saying this 
problem has been aggravated by 
a period of dependence upon pub- 
lic regulation. Maybe we ex- 
pected unreasonable things from 
such regulations, and were too 
ready to drop the means of self- 
help. They’re being picked up 
again, and none too soon. Dis- 
tribution has been figuring in a 
big way at the winter and spring 
conventions, and we'll probably 
hear much more about it in the 
coming months. 


PROBABLE HIGH PRICE OF 
PORK 


Mr. McKlveen had a good trade 
in farm portables several years 
ago, and thinks this trade will 
come back with the general re- 
covery of farming. Farrowing 
houses ought to be among the 
top items on farmers’ lists this 
spring, for some observation 
shows that the number of hogs 
on Iowa farms is dangerously 
low. Prices should be high next 
fall; and anything so efficient 
and useful in pork production as 
farrowing houses and hog tight 
fence, giving the pigs the ad- 
vantage of a start on clean 
ground, will certainly be a good 
investment. 

W. P. Barber, of the W. P. 
Barber Lumber Co., Monroe, 
Iowa, is also operating several 
Iowa yards. Three years ago 
he built a new warehouse and 
office in Monroe; a well planned, 
well kept plant. Most mid-west- 
ern dealers are good housekeep- 
ers, and have a special interest 
and skill in sheltering stock. Go 
through almost any of these 
Corn Belt yards, and you'll see 
lumber that is both carefully 














E. L. YORK, 
York Lumber Co., Grinnell, lowa 


piled and bright. Gray and dirty 
stock is so rare that the excep- 
tion strikes the visitor as a nov- 
elty. Mr. Barber was at pains 
to provide ventilation not only 
through the walls but also 
through the bearings under the 
bins. 

This dealer also is interested 
in farming as a sideline; had a 
lot of hogs ready to top the mar- 
ket, and was wondering what 
prices were going to do. They 
were pretty good at the moment; 
much better than a few weeks 
back. But the up and down 
swings are pretty hard on a per- 
son who is about ready to sell. 


SELLING TEMPORARY 
FENCING 


Mr. Barber tells us that last 
fall ‘he sold more barbed wire 
than for some time. The ex- 
planation was the use of tempo- 
rary fencing to take advantage 
of every scrap of feed available. 
Monroe was inside the dry area 
last year; and farmers fed or 
else cut and stored anything that 
had the slightest feed value. This 
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was a novel experience in these 
parts. Some people recall a sea- 
son about forty years ago when 
a sudden sweep of hot winds at 
precisely the dangerous moment 
cut the corn crop. But this part 
of the Hawkeye State has hardly 
known what a crop shortage, not 
to mention a failure, is like. 
There is no fear of an encore 
of dry weather this year. It 
might come, but the local citi- 
zens simply can’t believe it will. 

We found little evidence of 
Federal building loans in these 
. parts. The HOLC did do a cer- 
tain amount of good; in one way 
or another helped pay some old 
accounts and did a little repair 
work. Most dealers found the 
FHA too complicated for their 
customers. And for that matter, 
a farmer with a seasonal income 
can’t do much with a monthly- 
payment loan. Dairy farmers 
could do it; corn and stock farm- 
ers can’t. There is some prob- 


Staging 


_ Spring—any spring—is the log- 
ical time for cleaning up, painting, 
repairing and otherwise improving 
one’s dwelling and environment ; 
but this year the appeal is stronger 
than ever, because of the national 
Better Housing program now 
under way throughout the country, 
fostered by the Federal Housing 
Administration and hundreds of 
local community committees. What- 
ever may be the political complex- 
ion of any householder, he can 
take no exception to the slogan, 
“Give Your Property a New 
Deal.” 


In planning and carrying through 
these local campaigns, those par- 
ticipating therein naturally are in- 
terested in knowing something of 
the groundwork of community 
drives of this sort that have proved 
successful in attaining the desired 
ends—not as a model to be adopted 
entire, but rather to be studied for 
the suggestions it may yield. The 
live individual dealer, too, is on the 
lookout for ideas that he can work 
into his own drive for spring busi- 
ness. As the “1935 spring models” 
of such campaigns of course are 
largely in embryo at this time, it 
is necessary to study last year’s 
campaigns to accurately observe 
methods and results, particularly 
the latter. 

Therefore the following story, 
telling something of what one lum- 
ber firm did along these lines last 
spring, should be of definite inter- 
est at this time. 


“One firm can do much to make 
the public conscious of Paint Up 
Week,” said the manager of the 
Soults-MacDonald Co., lumber re- 
tailer, Eugene, Ore.; “but when 21 
firms back up the project, and 
stage a campaign employing all the 
modern methods of advertising, the 
entire community sits up, takes 
notice—and responds to the sugges- 
tion. Eugene has a wideawake 
Junior Chamber of Commerce, 
which last year sponsored Paint 
Up Week, May 6-13. It secured 
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ability that loans more suited to 
farmers will be offered; but, so 
far as we could judge, the chief 
expectation of recovered farm 
trade rests on factors other than 
building loans. 

Homer Richardson, of the 
Richardson-Phelps Lumber Co., 
Grinnell, Iowa, seems to have 
been unusually successful during 
the past year or two in holding 
sales up to a reasonably satis- 
factory level. Not that the com- 
munity has done much new build- 
ing—a few houses, but not many. 
Like many other communities in 
the Big Valley, this has been a 
persistent putter-offer of new 
construction. But there’s been a 
lot of repair work and especially 
of painting. Mr. Richardson han- 
dles paint and a select line of 
building hardware, though the 
latter is confined to a few items. 
Mr. Richardson says he’d be a 
happy fellow if he could handle 
nothing but lumber; not that he 


dislikes the other lines especi- 
ally, but because he likes lumber 
and would rather handle it than 
anything else. But he adds that 
the lumber volume wouldn’t pay 
expenses, and he particularly 
likes to pay expenses. Homer’s 
many friends in the Hawkeye 
State will be glad to know that 
he has quite recovered his health. 
He had something of a struggle 
with Ol’ Man Illness: andtolick a 
personal indisposition and at the 
same time to deal with the de- 
pression is a real achievement. 


TRUCKERS ADD VARIETY TO 
LIFE 

E. L. York, of the York Lum- 
ber Co., has gotten well estab- 
lished in Grinnell, operating 
what used to be the Watland 
Lumber Co. Mr. York is related 
to the widely known Nagle 
family of lumbermen in Iowa 
City. During our call Mr. York 
was busy weighing coal. Both 
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the Grinnell yards handle ¢og 
and both handle fencing. Mr. 
York stated that the swarm of 
truckers were making the cog 
trade less pleasant than it ought 
to be. In various parts of Iow, 
there are coal mines, Producing 
a burnable grade but not in the 
same class with Illinois or Ken. 
tucky black diamonds. The ait. 
ference in cost at the mines, ang 
the difference in freight, have 
combined to convert some Iowans 
to their own product. That 
would be all right except that 
the truckers, with their usual 
preference for exercise rather 
than profits, are hauling the 
stuff in at a price which eventy. 
ally puts them out of business, 
But while they’re going out of 
business they do unsettling 
things to the coal trade. 

Mr. York has recently beep 
made Master of the local Ma- 
sonic Lodge. He is proving him. 
self a good community builder, 


Spring Renovizing Campaigns 


the co-operation of all firms han- 
dling building materials of every 
sort, so had a nice little fund with 
which to work. 

“A school contest was conducted 
several weeks in advance of the 
drive, offering a prize for the best 
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parade in which 21 firms partici- 
pated, each urging renovation of 
public and private buildings and 
premises, together with suggestions 
for accomplishing this purpose. 
These firms also sponsored a full- 
page advertisement in the paper, 
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Give your property a NEW DEAL 
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Spring is the time to launch Clean Up, Paint Up campaigns 


platform suggested. The one 
chosen was: ‘Clean all yards and 
vacant lots; repair and paint all 
porches and buildings; plant flow- 
ers and shrubs to beautify lawns; 
add to the value and create employ- 
ment.’ This was spread on big 
posters displayed in all the leading 
places of business, schools and pub- 
lic buildings, as well as on all the 
stationery used by the organization. 
A short talk on the purposes of 
the week was broadcast by radio 
each day during the preceding 
week. 

“Paint Up Week opened with a 





captioned ‘Paint Up Week’ in big 
letters, under which was the above 
slogan, or ‘platform.’ The adver- 
tisement appealed to the pride of 
the citizens, urging everyone to 
renovate his premises and thus help 
to make Eugene a city of which all 
visitors would speak with admira- 
tion. This advertisement was signed 
by all of the participating firms. 
“Our firm had a truck featuring 
building materials, especially paint 
and lumber, and in addition to par- 
ticipating in the co-operative ad- 
vertisement, we ran a special one 
the week previous, featuring paints. 





Our advertisement suggested that 
buildings be painted at this time, 
and offered assistance in the selec- 
tion of appropriate paints and col- 
ors. We also advertised shingles, 
nails, fencing, lattice work etc. for 
doing a good fix up and repair job 
about the home. We kept open 
house all week, with displays of 
various products in the yard, and 
an entire room devoted to display 
of interior and exterior paints and 
accessories. We had scores of 
visitors and many contacts were 
made which resulted in sales of 
paint and lumber throughout the 
entire summer season.” 


Last year during the April Na- 
tional Clean-up campaign _ the 
Kerchhoff-Cuzner Mill & Lumber 


Co., San Fernando, Calif., found 
that a co-operative idea worked 
out with three local hardware 


stores and two seed houses could 
be utilized to produce results. It 
was realized that more _ business 
could be produced if a practical 
accent could be placed on the na- 
tional campaign by directing it lo- 
cally toward the idea of selling 


more merchandise, rather than 
simply using. the publicity alone. 
Accordingly, the instinct for 


home betterment was furthered by 
the donation of prizes by the lum- 
ber company and the associated 
merchants. Entry blanks were 
issued, though there were no rules 
required to be observed in entering 
the local contest. Awards wefe 
based on the neatness of the prop 
erty. The following points were 
stressed in advertising the prize 
contest: “Build, modernize, repaif, 
paint, fix, clean, rake, polish.” 
For the prizes, the lumber com- 
pany donated paint; hardware 
stores donated tools, and the seed 
houses gave plants and seed. Thus, 
for the expenditure of a few ddl- 
lars, all the local merchants were 
able to aftract wide attention to 
their firms, as well as to increase 
sales, through the contest idea. 
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NEW PRODUCTS — MERCHANDISING HELPS 








Announces New Sales Policy 


The Creo-Dipt Co., of North Tonawanda, 
N. Y., has just declared a new sales policy, 
which in brief is: To make Creo-Dipt shingle 
stains available to every lumber dealer, and to 
help the dealer find and develop his own logical 
market for these stains. 

H. P. Kendall, Jr., president of Creo-Dipt, 
points out that this plan enables every lumber 
dealer who sells an unstained shingle house to 
make a second sale for “staining on the job.” 
The field ds vast and comparatively untouched. 
Last year alone 175,000 unstained shingle homes 
were added to the hundreds of thousands of 
homes in need of restaining after years of 
neglect. : 

The opening gun of the campaign is a beauti- 
fully printed 16-page brochure entitled “To 
Home Lovers.” Sent in limited quantity to 
active Creo-Dipt dealers, it affords a striking 
opening wedge for the dealer when he makes 
a few calls on home owners. 

The keystone of the whole campaign is the 
merchandising plan, presented to the lumber 
dealer in concise, clear portfolio form. The 
portfolio emphasizes the name acceptance of 
Creo-Dipt, built up through years of making 
quality products, skillfully advertised. The 
market is described in detail, and the appeal of 
the product to that particular market. The plan 
is outlined by steps, each fully explained: Di- 
rect mail to home owners, mailed free by Creo- 
Dipt to the lumber dealer’s list of prospects and 
each piece imprinted with the dealer’s name; a 
nine-color display for counter or wall, show- 
ing actual shingles stained in the ten standard 
Creo-Dipt colors; consumer folders and _ blot- 
ters furnished free with the dealer’s name im- 
printed; personalized letters sent out free by 
Creo-Dipt, on the dealer’s letterhead, to con- 
tractors and painters. These important outlets 
will then naturally turn to the lumber dealer as 
the best source for Creo-Dipt Stains. 


For Roofs—New or Old 


“Apply cold, new or old,” condenses into 
five words the story of Abesto roof coating, a 
product whose merits and salability have been 
thoroughly tested. Some dealers have stocked 
it for years; others have taken it on more re- 
cently, both classes expressing satisfaction with 
results. 

Specifically, “Abesto is a cold mix combina- 
tion of tough, durable gums compounded under 
the most rigid scientific supervision, producing 
an extremely adhesive product. It is made to 
use in place of hot applications in the con- 
struction of built-up roofing. It seals tightly 
the layers of felt or roofing material, and 
makes a very substantial, long-enduring roof. 
It is easily ‘and conveniently applied with a 
brush, and gives years of lasting service.” 

Following are some excerpts from recent let- 
ters, the originals of which are on file in the 
office of the AMERICAN LUMBERMAN. Names 
and addresses of the dealers quoted will be 
supplied upon request. 

Dealer “A”: “We have handled Abesto 
roof coating for over two years... A very 
Satisfactory and durable coating... A simple 
way to repair the ordinary defective roof, 
requiring no special equipment. . . Most of 
our business comes from re-coating and re- 
Pair of old roofs.” 

Dealer “B”: “Abesto is a good product, .. 

e have sold it a long time. .. The best re- 
coating material I know of, and will make 
repeat orders.” 
toe taler “C": “We have sold this material 
or re-coating of worn roofs, and have had 
very satisfactory reports. .. Have done noth- 
Ing to push the product ... believe it will 
ave possibilities if some sales promotion 
efforts were used.” 

Dealer “D”: 





“We have handled Abesto 


less than a year, very successfully. 
made no special effort toward sales promo- 
tion, but have had some very nice business.” 


sent any dealer without obligation. 
Abesto 


- - Have 


All of these dealers attribute inquiries and 


sales largely to attractive display of samples 
which the manufacturer supplies. 
plies panels for showing same to best advan- 
tage. 
in producing business. 


It also sup- 
The dealers commend this as effective 


Descriptive literature and free sample will be 
t Address 
Manufacturing Co., Michigan City, 


Ind. 
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Ammunition for Promotion of 
Hardware Sales 


Promotion material that will help to sell bet- 


ter quality hardware, and more of it, has been 
prepared for its dealers by the Stanley Works, 
New Britain, Conn., one of the largest and 
best known 
country. 
booklet, which gives the keynote of the whole 


hardware manufacturers in the 
This material includes a very unusual 





New Bedford, Mass., Feb. 12, 1935 


The writer desires to compli- 
ment you on having printed in 
your issue of Jan. 5 the article en- 
titled “This Plan Works Well.” 

This is the most consistent work- 
ing plan for securing business that 
the writer has seen in print. 

B. F. Howe, 


Lumber Department, 
ACUSHNET SAw MiLts Co. 





The above letter from a very well 
known eastern. retail and wholesale lum- 
ber dealer refers to an article which ap- 
peared on page 24 of above issue. It 
described a plan used by the Passaic- 
Bergen Lumber Co., Passaic, N. J., of 
personal contact by the company’s sales- 
men, which resulted in closing a re- 
markably high percentage of prospects. 

Interested persons who have copies of 
the Jan. 5 issue in-their files may wish 
to refer back to the original article; or, 
if not easily located, the AMERICAN 
LUMBERMAN will supply reprints upon 
request. 





program; namely, “Decide now what your home 
will be like in 1955.” In other words, what 
condition will the hardware; installed today 
be like twenty years from now? That’s an 
arresting question for every home builder. It 
can be answered satisfactorily only by buying 
the best. 

The material referred to also includes a 
striking display for window or store, which 
puts over in a compelling way the story which 
the progressive dealer would like to lay before 
every home builder. 

Dealers who want to get into the fight for 
hardware business with some really effective 
weapons and ammunition should write the 
above company for this material and full in- 
formation regarding the constructive merchan- 
dising program now under way. 

Incidentally, the January issue of the “Stan- 
ley News,” house organ of the above concern, 
is a tempting exposition of home hobbies, cen- 
tering in the basement workshop. Home handi- 
craft is coming into its own, which means op- 
portunities for selling more tools and hardware. 
Dealers who are at all interested in developing 
that field, should secure and study this fascinat- 
ing issue. 








Bears the Hallmark of Quality 


In keeping with the high standards of the 
Weyerhaeuser organization is a _ beautiful 
brochure which it has just issued with the 
descriptive title “Pacemaking in Decoration.” 
The cover design is a symphony in color, the 
artistic quality of which is carried through 
the body of the book. Its purpose is to tell the 
story of Nu-Wood, emphasizing its possibilities 
as an interior finish which combines high in- 
sulating value with superior noise-quieting 
power, and finished decoration. Specifically, it 
presents and illustrates suggested wall and ceil- 
ing treatments with Nu-Wood pre-decorated 
interior finish units. This is accomplished by 
a series of very artistically conceived and beau- 
tifully executed drawings which tell the story 
with the aid of very few words of text. The 
quality of this booklet lifts it out of the class 
of transient advertising literature, and accords 
it a deserved place in the permanent archives 
of dealers, architects, builders and others inter- 
ested in quality construction, and the materials 
belonging thereto. Requests for copies of this 
booklet should be addressed to the Wood Con- 
version Co., First National Bank Building, St. 
Paul, Minn. 





"Fence Manual and Fence 
Facts’ 


That rural America is experiencing more 
prosperous days, with incident increased busi- 
ness for lumber and building material dealers, 
is indicated by the number of requests received 
by the American Steel & Wire Co. for its new 
book “Fence Manual and Fence Facts.” The 
company concludes from this that farmers once 
again are buying needed equipment. This 48- 
page manual, with more than 85 illustrations 
and diagrams, covers step by step the princi- 
ples of proper fence erection. There are point- 
ers On post setting and hanging of gates, as 
well as advice on the selection of proper fence 
styles to fit particular needs. Widespread in- 
terest in this book indicates that farmers real- 
ize the importance of careful building meth- 
ods, which assure the greatest possible service 
from fences they erect. Retail lumber and 
building material dealers with farm clientele 
will find “Fence Manual and Fence Facts” val- 
uable in helping them to serve their trade. 
Copies may be obtained by writing to the 
American Steel & Wire Co., 208 South LaSalle 
Street, Chicago. 


Attractive Booklet On Wood 
Preservation 


Wood preservation, especially against the in- 
roads of termites, is thoroughly gone into in 
all phases in the interesting 15-page pamphlet 
just off the press, available to the friends of 
the Tennessee Eastman Corporation, Kings- 
port, Tenn., manufacturer of wood preserva- 
ties. 

The book is entitled “Preservation with East- 
man NO-D-K,” and was published primarily 
to acquaint the public with the product and 
its uses. The various methods of preservation 
and different types of construction in the book 
are easily understood with the aid of the photo- 
graphs and drawings which adorn each page. 
So thoroughly is the subject matter covered that 
it is a veritable guide, in preservative matters, 
to architects, engineers and contractors. 

It will be mailed free to all who write for it 
to the Tennessee Eastman Corporation at Kings- 
port. It will also be glad to answer any 
question relating to any special problem of wood 
decay and preservation. 





FLorIDa has exempted from all taxes except 
special assessments all homesteads up to $5,000 
in value. 
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From Lumber to Letters, and 
Back Again 


SEDALIA, Mo., Feb. 25.—After fourteen years 
as postmaster of this city, W. M. Johns is re- 
turning to his first love—retailing lumber. Mr. 
Johns, who is a past president of the Southwest- 
ern Lumbermen’s Association, lately retired 
from the postmastership. He was appointed 
under President Harding in 1921, and held the 
post through three administrations and part of 
a fourth. 

During that time, when his working days were 
largely taken up by postal matters—he did not 
forget the retail lumber industry. He retained 
a financial interest in S. P. Johns & Sons, and 
was otherwise active in Midwest lumber circles. 

No convention of the Central Missouri As- 
sociation of Retail Lumber Dealers is quite 
complete without Mr. Johns. For many years 
he has.been the official song-leader when the 
boys “whoop it up” at the annual banquet. In 
addition, he has held several offices in the as- 
sociation. 

Mr. Johns is happy to return to the industry. 
Asked about his plans when he retired from 
the postmastership, he said: 

“I’m going to rest up—then back to lumber 
for me. Although I’ve retained a financial in- 
terest in the firm, I haven’t been able to devote 
my full time to it because of my duties as post- 
master. Now, that I’m back in the business, 
it will get all of my time.” 








Remodels Office — Adds Paint 
Line 

Hooper, Nes., Feb. 25.—Preparatory to add- 
ing to its stock a complete line of paints and 
allied items the office of the Joyce Lumber Co. 
here has been completely remodeled. Not only 
is ample space provided for the new line, but 
the remodeling has resulted in more pleasant 
and spacious -quarters for the transaction of the 
company’s business. The local yard is a unit 
of a chain having general headquarters in 
Omaha. J. L. Alperstedt is the resident man- 
ager. 





Lumber Company Officials 
"Congratulated" With 


Flowers 


PorTtLAND, CoNnN., Feb. 25.—The Strong & 
Hale Lumber Co., this city, on Feb. 15 ob- 
served the twenty-third anniversary of its in- 
corporation. The event was marked by the 
placing, by the company’s employees, of baskets 
of flowers upon the desks of President John C. 
Barry and Secretary-treasurer John A. Dodd. 

Although incorporated 23 years ago, the busi- 
ness is of much earlier origin, the firm of 
Strong & Hale having been started in 1868. 
In 1912 it was taken over by its present own- 
ers, Mr. Barry and Mr. Dodd, widely known 
by friends and trade associates as “the two 
Johns.” 

Nearly 53 years ago John Barry voluntarily 
“graduated” himself from school and applied 
for a job as office boy at the Strong & Hale 
lumber yard. Told that he was too small he 
pleaded for a week’s trial. During that proba- 
tion period he “proved his stuff” so thoroughly 
that he was permitted to stay on, with the 
result that he has remained for 53 years with 
the lumber business—and in the same location— 


where he received his first pay envelope. It 
is doubtful whether many lumbermen can match 
that record. 

After thirty years of service with Strong & 
Hale, Mr. Barry associated himself with John 
A. Dodd, who had for 25 years been con- 
nected with a lumber business in Middletown, 
the two forming the present company. 

Both men have for many years been promi- 
nent in association work as well as in business 
and financial circles. 





Dealer Rents Space to 
Carpenter 


A carpenter rents for his shop a portion of 
the warehouse building of the Brush Lumber 
Co.,-Brush, Colo. “We feel that lumber and 
carpentry work in very well together,” says 
Manager A. J. Cummins. “People in need of 
carpenter work usually also need lumber, and 
if they come to the shop in our building they 
get acquainted with our firm, and usually buy 
here. And, the lumber sales on business that 
the carpenter ‘digs up’ are always turned over 
to us. The arrangement is mutually beneficial. 
Any calls that we get for a carpenter are 
turned over to our tenant. 

“The plan also is advantageous from the 
service standpoint. Customers appreciate be- 
ing able to get a good carpenter without hav- 
ing to look around for him and then perhaps 
take a chance on poor work.” 


———) 


Leaves Floor Unsanded "Until 


We Get the Cash" 


“Our service will floor you.” Taking tha 
as a motto, placing aggressive merchandising 
tactics behind it, and using originality in find. 
ing a market, have built one of the most ex. 
tensive floor covering departments in the coyp- 
try for the W. E. Cooper Lumber Co., Los 
Angeles, Calif. This has been accomplished in 
a ten-year period. The methods described by 
L. D. Reeder, manager of the floor covering 
division, are of interest to all dealers who de- 
sire to sell more flooring. 

“Floor covering has been largely neglected, 
due to the fact that in new buildings this js 
the last thing paid for, and in replacement 
work the possibilities do not seem large. That 
is why it offers a profitable field.” Mr. Reeder 
explains. 

“Before telling how we get the business, it 
is necessary to point out how we collect. Since 
flooring is the ‘tail-end’ of the building, the 
lumberman doesn’t get his money until notice of 
completion is given, and sometimes he doesn't 
get it at all if there is a kick-back on the lien, 
The way we handle this is to lay the floor, 
leaving it unsanded until we get the cash. This 
gives us control; the builder jumps to pay the 
bill as he realizes he won’t have completion 
until he does. By having this understanding 
beforehand, later confusion is avoided.” 

Mr. Reeder uses varied merchandising tactics 











“BILLBOARD” SPACE ON SHED WELL UTILIZED 
This sign, recently snapped by an AMERICAN LUMBERMAN representative, 
leaves no doubt in the mind of passersby as to the nature of the business 
carried on there. The location is Springfield, Mo. It not only “plays up” 





the firm’s name but also flashes upon the retina of even the swiftest 
motorist its phone number. A secondary but strong impression of several 
of the lines handled also is given. Observe, too, that the projecting hood, 
or false roof, is really a demonstration of different kinds of shingles. Alto- 
gether, this illustrates very good use of the “free billboard space” which 
every lumber shed provides, but which many dealers apparently prefer to 
leave unused or sell for a song to some slick traveling adman. 
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in obtaining the business. First, he has com- 
pletely equipped the department to handle every 
fooring need from carpeting linoleum to in- 
dustrial rubberized fabrics, as well as the actual 
wood flooring itself. Thus, no matter what is 
wanted, the W. E. Cooper Lumber Co. is able 
upply it. 

gj nw designed flooring has a wide ap- 
peal; if you can give the customer something 
“exclusive” you will please, this dealer has 
found. Therefore, special designs are worked 
out to fit in with the architectural scheme of the 
job. Actual samples of some 100 conventional 
types are also kept on hand. These are taken 
to the customer, who makes the selection from 
them. The firm has equipped a special room 
for selling floor coverings. Linoleum samples 
are ranged around the wall; floor samples are 
also used widely in display. In addition, some 
space facing the street is always given to dis- 
play. This room is equipped with comfortable 
furniture; architects are invited to bring cus- 
tomers in for selection, and this service is ap- 
preciated. ; : 

Extensive house-to-house solicitation by the 
company, using sixteen men, built up a mar- 
ket for floor coverings. This solicitation still 
continues. Industrial work is a big factor. 
Designing special truck floors, work floors for 
plants, for loading docks etc., build a market. 
In this field, showing the operator where he 
can increase efficiency, and profits, by a floor 
designed especially for efficiency or economy 
are points stressed in selling. Personal contact 
and study of individual needs are also factors 
in obtaining this work. 


Splinters from ‘Mill Ends" 


Typical of the chatty, informal style of 
“Mill Ends,” mimeographed monthly house or- 
organ of the Alexandria Bay (N. Y.) Lumber 
Co., are the following items taken from latest 
issue (the side-heads are ours) : 

FAIR ENOUGH—We have an agree- 
ment with Will Burtch that if folks criti- 
size his new stoop to him he will lay it 
to the material we furnished him; and if 
they come to us, we will lay it to the 
mechanic who did the job. Well, why 
should you care? Will likes it, and we 
are well satisfield. 

SAME AS NOAH—Bill McClear says, 
“the ark was made of cypress and that is 





what I want for my punt.” So that is 
what Bill got. 
TRY THIS ONE—Our “Guess Who” 


contests are popular. So here is another: 
We are thinking of a fellow short in 
stature, long in honesty, wide in mind, 
thick in experience, deep in activity. He 
talks with a twinkle in his eye. Never 
smokes or lies. Lives with his wife, and 
is always home nights. When you get a 
wire from him it is never prepaid. Has a 
corner on real estate, and never makes a 
short cut in his work. Let’s see you get 


that one! 
PHILOSOPHY—Victory without effort 
is no victory. Self-reliance, skill or 


achievement can not be purchased or. ab- 
sorbed. They come from the daily grind, 
from experience, from obstacles’ over- 
come, from hardened muscles and a 
strong mind. 

AND THIS—Crime prevention begins in 
the high chair; not the electric chair. 

es 


New Company Takes Over Big 
Millwork Plant 


Cuartorte, N. C., Feb. 25.—Sale of the J. 
H. Wearn Lumber Co., of this city, lumber re- 
tailer and millwork manufacturer, was perfected 
under court order Feb. 15, for approximately 
$250,000, including plant and equipment. 

It was sold by Receiver John W. Shepherd 
to a new stock company headed by John H. 
Bonitz, of Greensboro, N. C., associated with 
whom are George W. Wearn, of Charlotte, as 
executive vice-president, and George V. Mc- 
Neill, of Greensboro. It is understood that the 
new company has good financial backing. Im- 
mediately upon transfer of the property the new 
Owners took charge of operations of the big 
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plant, which is one of the best known in the 
Southeast. 

The Wearn Lumber Co. had been in the 
Wearn family of Charlotte for half a century. 
Practically the same personnel will be employed 
in the offices and about the plant. Before the 
concern went into receivership George W. 
Wearn was general manager, a post he had held 


for many years. 
—_—_— 


Saves Labor in Small-Lot 


Cement Sales 


J. M. Higeman, manager of the Reliable 
Lumber Co., Rosemead, Calif., has solved to 
his own satisfaction the problem of merchancis- 
ing cement in lots of one, two and three sacks. 
This he has accomplished by means of the 
structure illustrated in the accompanying sketch. 

This consists of a platform 24 feet long and 
4 feet wide, elevated 24 inches from the ground, 
placed just inside the front fence and on one 
side of the driveway. It is an “island,” ap- 
proachable from four sides, though the cement 
piled on it is removable from the rear only. 

On this platform is room for 300 sacks of 
cement. It is near enough to the office and 
sales room to make getting out a sack of ce- 
ment for a customer an easy matter, and it is 
sufficiently large to accommodate a stock that 











does not need replenishing every day or so, as 
would a small stock kept near the office. 

To protect the cement from the weather a 
sort of wood tent is erected over it, of panels 
which are 10 feet long, which plus the 2-foot 
legs totals 12 feet length. These panels are 4 
feet wide. Those on one side are permanent, 
while those on the rear are in sections, which 
may be removed, one at a time, when desired. 
A permanent triangular end panel protects each 
end. The sketch shows this end panel removed, 
but its position is represented by the broken 
lines. Also, referring again to the sketch, the 
permanent side is indicated by the circle-en- 
closed “x’’ and arrow. 

The method of handling the rack is to fill it 
with a stock of cement and place all the rear 
panels in place. They fit together, with battens 
over the joints to make them rain-proof. Then, 
beginning with the first, each panel is removed 
as necessary to get at the cement, as the pile 
is depleted, from the front end to the rear. In 


‘ other words, panels C, B, and A may be re- 


moved as the stock of cement recedes. 

The panels are made of ply-wood. The rea- 
son for the tent-like covering, and the open 
space at the bottom, is to permit circulation of 
air. 

It is obvious that such an arrangement fa- 
cilitates. placing and removing a stock of ce- 
ment. When the stock is to be replenished, the 
man has plenty of space in which to work, and 
can with one swing remove a sack from the 
truck to its place on the platform. The panels 
are then put in place for protection against rain 


or snow. 
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Retail Dealers Visit Mills 


Lima, Oxo, Feb. 26.—Piloted by E. F. 
Krone, wholesaler of this city, a group of Ohio 
retail lumber dealers has returned from a visit 
to a number of southern mills where they went 
to secure first hand information as to stocks, 
methods of manufacturing etc., and to plan 
for their lumber supplies. Retailers in the 
party were Percy P. Parker, Parker Lumber 
Co., Findlay; Ed. Peper, Holgate Lumber Co., 
Holgate; Ross Stine, Stine Lumber Co., Bryan; 
Guy Carper, Carper & Hall Lumber Co., Van 
Wert; Herbert Gardner, Gardner Lumber Co., 
Ohio City; Joseph Moeller, Auglaize County 
Lumber Co., Wapakoneta; and Peter Boeh- 
mer, Rabe Lumber Co., Minster. 

After first visiting Muscle Shoals, the party 
visited the mills of the Pocahontas Lumber 
Co., of Corinth, Miss.; E. L. Bruce Co., of 
Memphis; Reynolds Lumber Co., Deemer, 
Miss.; William Buchanan and Southern Pine 
Lumber Co., of Texarkana, Tex., and Weaver 
Bros., Shreveport, La. The party was away 
for two weeks and in addition to the larger 
plants mentioned, also stopped at a number 
of smaller mills. All of these dealers are look- 
ing forward to good business during 1935 and 
want to be sure of being in touch with reliable 
sources of supply. 


Adds Line of Farm Implements 


BENKELMAN, Nes., Feb. 25.—Figuring that 
farm conditions in this section of Nebraska are 
looking up, and that with good crops and fair 
prices this year the farmers’ purchasing power 
will record a very considerable comeback, the 
Owens Lumber Co. has recently added to its 
stock the International Harvester Co.’s line of 
farm implements and parts. It is believed that 
the farmers of this trade area will appreciate 
the convenience of being able to supply their 
needs in these lines at this well and favorably 
known lumber yard. 





Old Company Is Reorganized 


Provo, Utan, Feb. 23——The Smoot Lumber 
Co., of this city, established many years ago, 
was reorganized this week. Oscar A. Spear, 
president of the Utah Lumber Dealers’ Asso- 
ciation, who has been general manager for the 
past decade or more, will retire from the man- 
agement, to be succeeded by A. D. Johnson, 
who is well known in Utah lumber circles. 
E. Lawrence, secretary of the company, 
has resigned to go into business for himself. 
The name of the company hereafter will be the 
Tri-State Lumber Co. 





Attractive Co-operative Display 


A display comprising bathroom, kitchen and 
breakfast nook installed in a Home Show held 
co-operatively by local merchants in the city 
auditorium recently proved an excellent adver- 
tisement for the Schillig-Scott Lumber Co., 
Sterling, Colo. The display consisted of booths 
completely appointed to depict these rooms. 
— ceilings and fixtures were complete for 
each. 

One side of the kitchen was taken up by a 
large cabinet. Signs featured the fact that the 
cabinet hadn’t been painted for five years until 
just before the show and that the original paint 
job held up so well only one coat was required 
this time. 

The company distributed quarter-pint sam- 
ple cans of paint to all in attendance at the 
show. Lectures on how to decorate the home, 
how to cook and other such subjects attracted 
large crowds. 

The main purpose of the display was to show 
how old, out-dated rooms may be converted 
into new, strikingly modern ones. 





SURPLUS FREIGHT CARS as of Dec. 31, 1934, 
reported by Class I railroads, numbered 392,017 
in good repair and available for service, this 
being a decrease of 5,646 cars compared with 
Dec. 14. 
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Approve Staff Research to Improve Products 

—Seek Close Check on Federal Transporta- 

tion Legislation—Find Federal Officials Want 
Impossibly Speedy Results in Conservation 


PorTLAND, OreE., Feb. 20.—The directors of 
Western Pine Association today voted increased 
dues for trade promotion work, adopted a 
budget, reduced Code fees, and gave serious 
thought to indications of greater Government 
control of their business, to the Forest Service 
attitude, and to Government competition in 
lumber manufacturing. They accepted the 
modern trend, and approved the youth move- 
ment, electing J. F. Coleman, of Kinzua, Ore., 
as their president. 

This all occurred at the annual meeting of the 
board of directors of the Western Pine Asso- 
ciation, which was held here today. This asso- 
ciation is third in volume of production and 
first in geographical area. The meeting was 
remarkably well attended. Not only were 
nearly all the directors present, but there was 
a large attendance of the interested members, 
and of chairmen of the various association 
committees. 

Many interesting and comprehensive reports 
were made. President R. R. Macartney, Kla- 
math Falls, in his characteristically brief and 
modest way touched on the high lights of the 
year’s activities and the industry’s problems. 

C. L. Isted, Bend, Ore., treasurer gave a 
comprehensive view of the  association’s 
finances, and showed the careful and efficient 
way in which expenditures have been budgeted 
and regulated. 

Statistical Position Is Strong 

The report of Secretary-Manager S. V. 
Fullaway was very comprehensive. It was a 
careful analysis of the association’s activities, 
and was replete with suggestions for future 
conduct of the organization’s affairs. This re- 


port was received with attention by those 
present. There had been distributed mimeo- 
graphed copies, accompanied by tables and 
charts. 


Association membership and participation in 
association affairs are at the highest point in 
the history of the western pine industry, Mr. 
Fullaway pointed out, and said: 

3ased on the 1934 production of the entire 
Division, the full membéts represent 77 per- 
cent, the Code members 17 percent, and non- 
members 6 percent. Only 18 mills normally 
producing 3,000,000 or more annually are non- 
members. The great majority of both Code 
and non-members are very small mills, largely 
located in eastern Montana, southern Idaho, 
Utah, Wyoming, Colorado and South Dakota. 


Commenting on the actual results of produc- 
tion control, under the Code, Mr. Fullaway 
said: 

Although a 13 percent increase in produc- 
tion was authorized during 1934, shipments 
exceeded production, the Division improving 
its competitive position with the other two 
large softwood divisions; stocks were held at 
a level abnormally low in relation to ship- 
ments and the volume of frozen items; and 
relatively satisfactory prices were main- 
tained. The present stock situation, the cur- 
rent volume of production and the unseasonal 
demand during the past eight weeks place 
the western pine industry in a most favorable 
statistical position. There is no cause for 
price cutting by our industry. 


Discussing cost protection prices, now sus- 
pended, Mr. Fullaway paid a tribute to the 
members for the splendid voluntary compli- 
ance throughout the entire period when the 
prices were effective and said: “The history 
of the past few weeks should give confidence 
to the individual manufacturer that the west- 


ern pine industry can and will pursue a sane 
course.” 


Conservation Officials Too Impatient 


The secretary-manager discussing forest con- 
servation under the Code, referred to the part- 
nership relation with Government that was 
intended, and deplored the fact that, while the 
industry generally and the Western Pine Divi- 
sion particularly have taken their obligations 
seriously and made very real effort toward 
redeeming those obligations, so far the public 
measures promised are still promises. Say- 
ing “the industry is broad-minded enough to 
recognize that political considerations might 
be responsible for the delay and overlook tem- 
porarily the failure of the Government to come 
through with its part of the bargain,” Mr. 
Fullaway continued: 

However, with this situation in mind, the 
industry can not be complacent when Federal 
officials, after only eight months of organized 
industry effort in the conservation field, com- 
plain bitterly of the little progress being 
made, and cry for the immediate transfer of 
the responsibility for administration of the 
conservation provisions of the Lumber Code 
to the U. S. Forest Service. The industry 
should not be placed on the defensive in this 
matter, but should militantly assume the 
offensive. Publicity should be given to com- 
parisons between industry and Government 
of results in terms of accomplished objec- 
tives in fire prevention and suppression, in 
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intelligent cutting practice, and in sustained- 


yield operations in the woods. Such com- 
parisons should emphasize that industry’s 
results have been accomplished in eight 


months, the Federal Government’s in thirty 
years. 


Discussing the necessity of increased trade 
promotion, Mr. Fullaway said: 


The control of lumber production is neces- 
sary if the lumber industry is to have a fair 
degree of prosperity. This means balancing 
production with consumption. It should be 
obvious that control of production, with no 
effort to extend or maintain the consumption 
of our production, can mean only gradual 
extinction of the industry. Control of pro- 
duction is one factor in the formula, and 
is the other and most im- 


trade promotion 
portant factor. 
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STERN PINE FOR PROMOTION 


_ Trade promotion was the principal topic for 
discussion and was brought up in connection 
with discussion of the budget for next year 
and a proposed reduction in Code fees. ¢ | 
Isted, chairman of the advertising committee 
told of the work that has been started consist. 
ing largely of employing field men for research 
and promotion work in consuming territory 
and publication of lumber grade use manyals 
and other technical pamphlets. It is proposed 
with the increased funds to continue this work 
and to use some advertising space to reach con. 
sumers and sfecifiers of wood. 


Promotional Work of National, Regionals 


During this discussion of trade promotion 
President R. R. Macartney, in presenting Ar. 
thur T. Upson, of the National Lumber Many. 
facturers’ Association trade promotion depart- 
ment, said, “I think you will know more about 
the National than you have ever known before 
when Mr. Upson, who has been requested to 
come here and tell you about it, has concluded,” 
President Macartney pointed out that the Na- 
tional Lumber Manufacturers’ Association js 
now in process of reorganization, and will 
again become a federation of regional associa- 
tions. 

Mr. Upson, who has recently spoken on the 
same subject before various regional associa- 
tions, gave a very enlightening view of the 
value of the work that has been carried on by 
the National association, even through the 
period of depression, when funds were lacking, 
and the staff had to be very greatly curtailed. 
Mr. Upson pointed out that there are three dis- 
tinct and important phases of market exten- 
sion work which have to be handled by three 
separate organizations. The National’s job is 
to keep markets open for lumber. The regional 
association work is to step in and promote the 
particular species produced by its members. 
Then it is important that the individual manu- 
facturer follow with a well directed sales and 
advertising plan to promote the sales of his 
own product. 


Unanimous for Increased Promotion 


At the afternoon session, the proposed budget 
came up for discussion. Interest centered on 
the plan to reduce Code fees from 15 to 12 
cents a thousand and increase full membership 
dues of the association from 5 to 8 cents, of 
which 5 cents would be for trede promotion 
work, instead of the former 2 cents for pro- 
motion work. Through discussion, the senti- 
ment was found to be unanimous for spending 
an additional 3 cents for trade promotion work, 
but a considerable portion of the membership 
of the board, particularly the directors from 
the California district, felt that Code fees could 
be reduced to possibly 10 cents a thousand and 
some Code activities curtailed. In the end the 
budget was approved by a vote of 18 to 10, 
with the vote for the additional 3 cents for 
trade promotion work unanimous. 


Research Work Improving Product 


The Western Pine Association is quite proud 
of its research department and laboratory, and 
feels that, while this department is a modest 
one, it has accomplished much good for the in- 
dustry, and has been a big influence in improv- 
ing the product of members and _ particularly 
the seasoning of western pine. Albert Herman, 
who has been in charge of this department since 
its inception, made a brief report pointing out 
that activities of the research and seasoning de- 
partment have been curtailed because of heavy 
demand of Code activities during the past year, 
but it has never lost sight of its objective, 
which is to improve western pine products. He 
pointed out three principal weaknesses of wood 
from the standpoint of the consumer, first, its 
characteristic shrinking and swelling due to 
charges in moisture content ; second, its tendency 
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to decay ; and third, its not being fireproof. The 
department has carried on extensive studies in 
shrinkage and swelling, and hopes to be able to 
publish results of these studies during the com- 
ing year. Mr. Herman demonstrated a new 
instrument for instantaneously measuring the 
moisture content of single pieces of lumber. 
Other instruments have been on the market, and 
he pointed out that none of them is perfect, 
but this latest one seems to have some advan- 


tages. 
Dislike Hints of Federal Supervision 


Various reports delivered at the meeting, and 
particularly the outline of potential lumber mar- 
kets given by Arthur T. Upson, of the National 
Lumber Manufacturers’ Association as well as 
reports showing the trend of sales volume and 
prices ofe western pine in recent months, gave 
an optimistic atmosphere to the meeting. How- 
ever, there was one dark cloud, brought to at- 
tention in what was possibly the high light of 
the meeting; namely, the report of Clyde Mar- 
tin, the regional forester in charge of con- 
servation work under Article X of the Lumber 
Code for the Western Pine Division. The 
Western Pine Division is justly proud of its 
record in connection with carrying out Article 
X of the Lumber Code. The plans have been 
perfected, and the progress in its educational 
work during the nine months since the work 
was organized, has been remarkable. Last 
year’s fire record on privately owned timber, 
and in connection with logging operations, was 
exceedingly good, far ahead of results obtained 
in regions under the direction of the United 
States Forest Service. Mr. Martin outlined 
activities under Schedule C during 1934, plans 
for 1935, and touched on the possibilities of 
Government supervision of all logging opera- 
tions, concluding with the suggestion for an 
offensive rather than a defensive program by 
western pine operators. The present policy 
of the Forest Service, and the threat of further 
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Government control of natural resource indus- 
tries, carried in the plans for extending the 
period of NRA, were discussed by the directors, 
and these matters were referred to the execu- 
tive committee. 


The grading committee of the association has 
had under consideration changes in the rules 
for grading shop lumber, and changing the 
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grade names of fir and larch. 


the present. 


The directors approved a resolution of the 
executive committee, requesting the National 
Lumber Manufacturers’ Association to keep in 
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E.. P.. Ivory, 
Klamath Falls, reported that the committee has 
decided to take no .action in these matters for 
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close touch with transportation legislation pro- 
posed in Congress, and to inform the regional 
associations regarding this subject, making 
recommendations for proper action, and to seek 
the views of the regionals and present the views 
of the lumber industry to the Government. 


On motion by George York, Albuquerque, N. 
M., the directors expressed their appreciation 
to the officers and staff of the association for 
their excellent achievements during the past 
year. 


J. F. Coleman, manager Kinzua Pine Mills 
Co., Kinzua, Ore., was elected president of the 
association. Mr. Coleman said he accepted the 
gavel with a great deal of apprehension, but 
did so with the knowledge of the splendid co- 
operation he could expect from the members 
and staff, as demonstrated during the past year. 


Other officers elected were: 

Vice president—J. P. McGoldrick, McGold- 
rick Lumber Co., Spokane, Wash. 

Vice president—George W. York, George E. 
Breece Lumber Co., Albuquerque, N. M. 


Treasurer—C. L. Isted, Shevlin-Hixon Lum- 
ber Co., Bend, Ore. 


Secretary—S. V. Fullaway. 


Directors-at-large—J. M. Brown, Spokane; 
J. D. Tennant, Longview, Wash., and J. P. 
Weyerhaeuser, jr., Portland. 


Representatives of small-mill operators 
elected to the association’s executive commit- 
tee—A. W. Moon, Moon Lumber Co., Ashland, 
Ore., and W. E. Moore, Pondosa Pine Lumber 
Co., Elgin, Ore. 


J. M. White, Weed, Calif., proposed a special 
mark of appreciation to B. W. Lakin, McCloud, 
Calif.; R. R. Macartney, Klamath Falls; W. 
E. Moore, Elgin, Ore., and J. D. Tennant, 
Longview, Wash., for their work representing 
the Western Pine Division in connection with 
the Lumber Code Authority, and the directors 
unanimously accorded them a rising vote. 
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Stimulation of Building Is Chief Theme 


Make Move for Tax-Exemption of Homes, Encouraged by State Governor 


--Mail-Order House Representative Explains Its Merchandising Principles 


Mitwavukeg, Wis., Feb. 25.—The forty-fifth 
annual convention of the Wisconsin Retail Lum- 
bermen’s Association, held on Feb. 19-21 in the 
Milwaukee Auditorium, easily maintained the 
high standard for which these Wisconsin meet- 
ings are nationally famous. All the exhibit 
space in the huge arena was sold, and a num- 
ber of manufacturers were unable to place their 
exhibits. 

Governor Philip F. LaFollette, of Wisconsin, 
delivered the first formal address, on the sub- 
ject, “Tax Exemption for New Construction.” 
Everyone, so the governor said, is aware of 
troubles; but if this is a period of perplexity, 
it is also a period of opportunity. It is diff- 
cult, looking only at current troubles, to see 
that the human race has made progress; but 
by looking at history in perspective it becomes 
apparent that the race has made a great achieve- 
ment. In former times men had to struggle 
to produce enough to feed their families; and 
at best there was but a slight margin of pro- 
duction over the barest needs, and often that 
margin disappeared. But at last the world 
has learned how to produce enough, and this 
is one of the most striking material achieve- 
ments in history. The immediate problem is the 
matter of using this production. 

Difficult as it is, the principles are simple. 
When thousands are in need of food and de- 
cent homes, there is no real problem of over- 
production. The country can not become richer 
by producing less or by destroying what it 
already has. There is the so called problem 
of spreading work; but people need the sense 
of achievement to be gained through creative 
work, and restricting work is a dangerous 
method. Unless the vitality of the economic 
system can be re-established, the spreading or 
reduction of work will be a dangerous and de- 
stroying policy. Without that vitality, the 
contractive forces in the economic system will 
work faster than the distribution of what em- 
ployment there is. There will be less and less 
work to be distributed. 


Should Put Country's Wealth to Work 


It is needless to tell lumbermen that there 
is work enough for all; work that needs to 
be done. The matter of building repairs is a 
case in point. There is work enough to keep 
all the unemployed busy at normal hours for 
three years, repairing the damages of the de- 
pression. Seed must be planted if there is to 
be a crop; and this is true in economics. Since 
1929, little seed has been planted; few invest- 
ments have been made in productive enterprises. 
It is easy to kick the banker, but he has his 
side of the story. One department of the Gov- 
ernment has been urging him to make loans, 
while another has demanded that he keep his 
money liquid. The country can not wait much 
longer for private capital to move; and it is 
becoming apparent that the Government must 
participate to set wealth at work. The gov- 
enor stated that his only criticism of the four- 
billion-dollar project in Congress is that it is 
not large enough. There need be little fear 
of the resulting tax burden, if industry starts 
to work. Following the War, the Federal 
Government paid off its indebtedness at the 
rate of a billion dollars a year, and at the 
same time reduced income taxes. If people 
can go to work, there need be no fear of a 
Federal debt. 

The State can help. It can use its taxing 
power to encourage local economic effort. It 
can exempt new construction from taxes for a 
stated period; and thus it can put a premium 
and not a penalty upon this important economic 
effort. It will put many people back to work: 
and there is no cure for the depression until 
people go back to earning their own livings. 





The governor closed with the request that lum- 
bermen make constructive suggestions to the 
Wisconsin State Government. 


Distribution Statement Is Adopted 


Fred H. Ludwig, of Reading, Pa., made the 
dynamic address on “Retail Distribution” which 
he has made at a number of retail conventions 
and which has been fully reported in earlier 
issues of the AMERICAN LUMBERMAN. He as- 
serted that distribution is the lifeblood of in- 
dustry, and added that lumbermen have the 
duty of seeing that their goods reach the ulti- 
mate consumer as economically and _ satisfac- 
torily as possible. He mentioned the purchase 
of*foreign goods by great distributors, and he 
outlined the policies of distribution followed by 
various lines, especially those of roofing manu- 
facturers. Some years ago, 90 percent of lum- 
ber flowed through ethical channels; but, fol- 
lowing the introduc- 
tion of the Codes, lum- 
bermen found they 
controlled only those 
sales amounting to less 
than carloads. Mr. 
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Ludwig discussed the 
problem of concentra- 
tion yards; and he as- 
serted that such yards, 
when handled by non- 
ethical managers, were 
creating “bath-tub re- 
tail yards,” were penalizing yards with ade- 
quate investments, and were breaking down 
the whole structure of efficient and economical 
distribution of lumber at retail. Dealers can 
do two things. They have the legal and ethical 
right to buy only of wholesalers and manufac- 
turers who deal fairly. And they can stand 
together to see that distribution is fair, not 
only in their own communities but in all parts 
of the country. He mentioned the effort to 
create a kind of rating bureau that will indi- 
cate the policies followed by manufacturers and 
wholesalers. He closed by reading the distri- 
bution statement of the National Retail asso- 
ciation as printed in the Wisconsin program. 
On motion, the convention uanimously adopted 
this statement. 


Mills Must Protect Distributors 


Harry Kendall, of Weyerhaeuser, who was 
in the audience, was called to the platform by 
President Burt. For eight years, Mr. Kendall 
stated, he had been shouting for proper treat- 
ment of distribution. There was, he said, a 
selfish motive involved. Manufacturers have 
given over to retailers the matter of distribut- 
ing their products, and manufacturers must 
have adequate, reliable and responsible distri- 
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Wausau; 
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bution. They must protect such distribution 
Lumber lost ground under the Codes; and it 
appeared that one more year of conditions a; 
they were would have destroyed the industry, 
But the Codes have at least taught the fac 
that ethics, morals and right conduct can not be 
established by law. The distribution statement 
places these matters on the proper basis, ang 
will make possible a definite advancement. What 
dealers will do is what will count. 


Officers Present Their Reports 


President J. L. Burt, of Wausau, in his for- 
mal address, did the unusual and highly inter. 
esting service of making a rapid survey of the 
origin and development of the lumber associa- 
tion and the insurance company; mentioning 
the problems that made necessary association 
work, the various policies followed, and the 
men who carried the burdens of association 
and insurance work. He closed with a tribute 
to Secretary Montgomery, and asked for con- 
tinued support of organized work. 

Secretary Don S. Montgomery announced 
that his report would be printed and mailed to 
members after close of the convention. This 
report is an informal letter addressed to Presi- 
dent Burt. After recounting the heavy labors 
of the president, Mr. Montgomery stated he did 
not believe the spirit and morale of the asso- 
ciation was ever finer. “Almost as a unit,” he 
said, “our members just naturally seem to want 
to do the right thing.’ The Codes, he said, 
while not perfect have done much good. They 
have resulted in better feeling among dealers 
and a wider acquaintance. No one in his opin- 
ion wants to go back to the rule of the jungle. 
Costs of Code administration in this Division 
have been but about a third of the average 
for the entire United States. After itemizing 
the work of the various departments of the 
association, and mentioning the present mem- 
bership as 835, a net increase of 20, Mr. Mont- 
gomery stated that business in 1934 was better 
than in 1933, and promised to be larger still 
in 1935. He discussed the State Code, paid a 
tribute to Hawley Wilbur for his work as 
vice chairman of the National Code Authority 
during the absence of Chairman Ballinger, and 
closed with an expression of thanks to the 
officers and directors. 

Treasurer D. O. Head, of Kenosha, made a 
brief summarized report of association finances. 


Felicitations from Other Associations 


Mr. Montgomery read telegrams of good 
wishes from the National and the Northwestern 
associations and introduced a number of visi- 
tors, including Kakuro Oshima, of the Forest 
Service, Department of Agriculture and For- 
estry, Tokyo, Japan. 

Wednesday morning was given over to the 
inspection of the exhibits in the main arena. 
At the afternoon session, following music by 2 
ladies’ orchestra whose pulchritude was matched 
only by the excellence of the music rendered, 
President Burt made a number of announce- 
ments. He read a postcard, sent from Florida 
by Jerome Baker, Whitewater Lumber Co. 
Whitewater, Wis. Mr. Baker sent greetings 
and the information that this was the first con- 
vention in forty years he had missed. Presi- 
dent Burt also introduced Max Critchfield, sec- 
retary of the Indiana association. 

The first three addresses of the session were 
devoted to Titles 1, 2 and 3 of the National 
Housing Act. Willis J. Erd, of Milwaukee, 
associate director of the FHA, spoke first on 
the subject, “Money for the Building Indus- 
try.” He stated that, in addition to the human 
victims of the depression, there were in the 
United States sixteen million buildings in seri- 
ous need of repair; and he added that more 
building property is being destroyed by lack 
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of Wisconsin’s Record-Breaking Annual 


Two Viewpoints on Spread Between L.c.|. and Straight-Car Prices of 
Roofing--Lead Demand With Home Design for Future, Urges Architect 


of repair than by fire and tornadoes. Mr. Erd 
outlined the causes which led the Government 
to set up the FHA. He stated that 12,000 finan- 
cial organizations have qualified under Title 
I, and that 4,000 campaigns are in progress 
which have secured business or definite prom- 
jses amounting to more than $400,000,000. He 
outlined methods and described types of pros- 
pects, and he said that applying to housing 
construction credit methods long found useful 
in the automobile world marked a dramatic and 
long overdue change in the building industry. 

Stanley A. Witzel, Washington, D. C., farm 
representative of the FHA, discussed the re- 
pairing of farm buildings under Title 1. He 
stated that farm prosperity is near, with prices 
going up, and that, in addition to ordinary re- 
pairs, farm homes need running water, bath- 
rooms, insulation and the like. He described 
methods of setting up county committees as 
continuing, permanent bodies and _ outlined 
methods of contact and canvassing. 


Home Design Should Lead Demand 


Roger C. Kirkhoff, of Milwaukee, regional 
supervising architect of the FHA, asked for 
support of an enabling act pending in the Wis- 
consin legislature to make possible the opera- 
tion of Title II in Wisconsin. He outlined 
the benefits of Title II to the borrower, the 
lending institutions and the construction in- 
dustry. He suggested that the prospect visit 
one or more lending institutions for the pur- 
pose of determining by discussion the amount 
of debt he could assume. Next is the prep- 
aration of plans and_ specifications, which 
should be complete. The FHA desires that 
houses shall be complete, ready for decent liv- 
ing; and for this reason specifications should 
include walks, drives, grading and _ seeding. 
These things should not be left to be done later. 
Mr. Kirkhoff stated that stock plans and free 
plan service were permissible, but discouraged 
their use. One purpose of the FHA, as stated 
in the preamble to the Act, is the improve- 
ment of American housing. Plan-book draw- 
ings in the main are representative of the past 
rather than of the future. They represent pop- 
ular demand; but the improvement of design 
in motor cars went ahead of demand, and the 
same policy promises equal improvement in 
the housing field. While he held no brief for 
pre-fabricated houses, he warned the lumbermen 
that if they ignored and ridiculed this move- 
ment they might see home building captured 
by an alien industry through the offering of 
superior design and construction. 

At the close of this address, President Burt 
said that Director Moffett had announced $100,- 
000,000 of business under Title IJ. Mr. Burt 
gave figures for Wisconsin and, by adjusting 
them for all the dealers in the State, added 
that these figures indicated $100,000,000 pos- 
sible business under Title II for Wisconsin. 


Mail Order Merchandising Explained 


A highly unusual feature of the convention 
was an address by a mail-order executive. M. 
A. Toskey, of Chicago, is manager of the roof- 
ing and building material department of 
Sears, Roebuck & Co. He spoke on the sub- 
ject, “Mail Order Merchandising Principles.” 

In beginning his address Mr. Toskey stated 
that there is a better and more sympathetic 
understanding among competitors. The Codes, 
for example, have disclosed that mail-order con- 
cerns and retail dealers have a good many 
problems in common. It is easy to think that 
a competitor has an advantage. Some retailers 
believe that mail-order houses have an advan- 
tage in buying. But there is no secret about it. 
The mail-order merchandising principles turn 
upon furnishing acceptable goods at the lowest 


and to the distributor. 


prices compatible with a profit to the producer 
The mail-order house 
seeks a suitable source of supplies that is cap- 
able of doing the job. The mail-order company 
co-operates with the manufacturer to the end 
that goods which can be sold in quantities are 
produced at the least cost. Research and test- 
ing laboratories are maintained. The mail- 
order concern has its own warehouses for eco- 
nomical handling of goods. It assumes a large 
share of the manufacturer’s normal selling and 
distributing costs; and by taking over as many 
of the manufacturer’s functions as possible, 
aside from those of actual manufacture, it makes 
possible a lower price. Aside from this legiti- 
mate price differential, there is no discrimina- 
tion in manufacturers’ sales to mail-order con- 
cerns. 

Sears, Roebuck has two sales outlets; cata- 
logs and community stores. Those who buy 
through the catalog do 
not receive as much_ jf 
service as do those 
who buy from an in- 
dependent store. <A 





catalog, instead of a 
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clerk, makes the sale. 
The buyer sends cash, 
pays the transporta- 
tion and waits for the 
goods. In some cases 
he assembles the goods. 
The Sears stores are 
strategically located, do not carry nearly so 
complete a stock as is listed in the catalog, 
and charge prices higher than catalog prices 
to cover the extra service. But that store 
service is kept to the minimum; is limited to 
essentials. 


The factories owned by Sears, or in which 
the concern has an interest, manufacture but 
seven percent of the goods handled. The 93 
percent is bought from more than 6,000 fac- 
tories. Few goods are bought abroad. The 
company has been decentralized and now has 
26,000 people scattered about the country in 
groups of from 10 to 5,000. These persons are 
interested in their local communities. The com- 
pany has profit-sharing and pension funds, Mr. 
Toskey gave the amounts of money it sends to 
Wisconsin in payrolls, in purchases from Wis- 
consin manufacturers, in rent and taxes and in 
local advertising. He stated that the com- 
pany sends more money to the State than it 
takes out. He closed by saying that his com- 
pany seeks to serve, rather than to profit with- 
out service. It must share in general pros- 


D. S. MONTGOMERY, 
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perity, and it seeks to create rather than to 
destroy prosperity. 
Mr. Toskey, by his frankness and friendly 


manner, made an excellent impression. At the 
close of the address, President Burt stated he 
had had frequent dealings with Mr. Toskey by 
reason of Code matters, and had found him 
fair in his attitude and ready to correct local 
prices promptly when they were shown to be 
out of line with regulations. 


Code and Insurance Meetings 


The Thursday morning session began with 
an informal meeting of the Wisconsin Retail 
Lumber and Building Code Authority, Division 
No. 28. This Division covers Wisconsin and 
Upper Michigan. The meeting was for the 
chairmen of the twenty-nine Subdivisions and 
the executive committee. J. L. Burt, of Wau- 
sau, presided; and he and Secretary Montgom- 
ery went over the work done and discussed 
plans for the future, under both the Federal and 
the State recovery legislation. i 

This was followed by the fortieth annual 
meeting of the Retail Lumbermen’s Mutual In- 
surance Co. Secretary Montgomery, after de- 
scribing briefly the condition of the company, 
outlined the action taken to cancel reinsurance 
with other companies. The Wisconsin com- 
pany learned by searching the records that 
much of the loss suffered was in this rein- 
surance accepted from other companies. This 
was canceled some months ago, since which 
time the losses have been very slight. Mr. 
Montgomery stated that the reserves of the 
company are upward of ten times those of gilt- 
edged stock companies, measured in percent- 
ages of insurance in force. At the election, 
President F. D. Abell, of Waukesha, was re- 
elected; as were also Directors J. D. Rowland, 
. Bayport, Minn., and G. H. Barker, of Green 


ay. 

The final session was the “Exercises” of 
the Royal Order of Dumb-Bells. Members of 
this Order are supposed to tell not how much 
but how little they know. It is a glorified 
roundtable session, highly informal and frank. 
Speeches are many and brief; and questions 
are not only welcomed but solicited. 


Would Exempt New Homes from Taxes 


Before the discussions were started, President 
Burt called for committee reports. There was 
a brief memorial of deceased members. The 
resolutions committee expressed the associa- 
tion’s thanks to the daily and the trade press, 
to officers and directors, to speakers and others 
helping to make the convention a success and 
to George W. LaPointe, jr., and to Hawley 
Wilbur for their work in the National Retail 
association and the National Code Authority. 
The committee recommended to the legislature 
and to the governor of Wisconsin the enact- 
ment of legislation for the exemption of new 
construction and repairs from taxation for a 
period of years. 

The nominating committee placed the fol- 
lowing candidates in nomination, who_ were 
elected unanimously to their respective offices: 

President—J. L. Burt, Johnson-Burt Lum- 
ber Co., Wausau. 

Treasurer—D. O. Head, Kenosha Lumber & 
Coal Co., Kenosha. 

Directors—J. H. Herold, Palmetier & Abell 
Lumber Co., Waukesha; and Harris W. Er- 
janson, Erlanson Lumber Co., Superior. 

President Burt announced the re-election by 
the directors of Secretary Don S. Montgomery. 

Final figures of the registration were 2,392; 
making this the largest lumber convention held 
up to date this year in the United States. 


Roofing Discounts a Source of Trouble 
The “Dumb-Bell Session” was held imme- 


diately after the noon luncheon in Juneau Hall 
of the Milwaukee Auditorium. The first 


(Continued on Page 57) 
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Western Retailers Promise Full Co-oper 


They Commend Promotional Efforts That Aim to Reach the Final Consumers, 
Seek Greater Efficiency in Use and Sale of Lumber, and Adopt Denver Statement 


Tacoma, WasuH., Feb. 23.—Lumbermen all 
like to go to Tacoma, because the Tacoma 
Lumbermen’s Club as host have never been 
equaled any place. True lumbermen do not 
go to conventions primarily for entertainment. 
But that friendly atmosphere of whole-hearted 
hospitality ever present when the Tacoma Lum- 
bermen’s Club is functioning, brings about that 
extra urge, which probably had a great deal 
to do with the excellent attendance at this 
thirty-second annual convention of the Western 
Retail Lumbermen’s Association. 


Program is Studded With “Stars” 


Outside the consideration of royal entertain- 
ment, Henry Trask, Roy Brown & Co., with 
their all-star cast, including such leaders, both 
imported and local, as Nathan Eckstein, Seat- 
tle’s first citizen by popular vote and one of 
the State’s leading merchants; Captain Alfred 
D. Collier, Klamath Falls retailer, formerly 
captain First Engineers in France, frank and 
easily understood because he had always called 
a spade a spade but when occasion demands 
calls it a “damned old shovel”; F. R. Titcomb, 
vice president West Coast Lumbermen’s Asso- 
ciation, a manufacturer brave enough to face 
the retailers after they had declared war; 
Roy Dailey, Seattle branch manager National- 
American Wholesale Lumber Association, who 
dared to stand up and smile while taking the 
crossfire between manufacturer and retailer; 
Ormie C. Lance, who came all the way from 
Minneapolis, arriving at Tacoma at 5 a. m. Sat- 
urday to put on his closing act. And there 
were others: O. G. Hughson with his won- 
derful work interesting farm boys in building, 
and that group of Housing Act stars, and the 
Code administration directors and staff. 

These retailers came right over into the 
greatest manufacturer-infested territory in the 
country. They weren’t carrying a flag of truce, 
but they did have a big banner which read 
“Ethical Distribution.” 

They brought with them such well immunized 
retailers as Capt. Al Collier, of Klamath Falls, 
and Bill Harmon, of Olympia. 

They elected Carl Blackstock, Seattle, presi- 
dent and they chose Portland, Ore., as the 
1936 convention city. 

Ethical distribution was named by more than 
one speaker as the theme of the convention, but 
there is little doubt that the most important re- 
sult of this three-day gathering was the closer 
and more friendly interest created between 
manufacturers and retailers, and the sincere de- 
termination on the part of both to work closer 
in unison for a common object—namely, the 
intelligent promotion and distribution of lumber 
products. 


Some Hits That Went Home 


Here are some of the distinctive and char- 
acteristic statements and points brought out 
during the business sessions of the Congress. 

The four fundamentals in the retail lumber busi- 
ness: |. Distribution. 2. Merchandising. 3. Hard 
work. 4. Dealer cooperation. 

The Federal Housing Act gave the greatest free 
advertising your business ever has or ever will re- 
ceive—capitalize “on it. 


Study and read more about your products; you 
can always learn more about your business. 


We are going to make this an era of better 
feeling and harmony between all branches of the 
lumber industry. 

Lumber is out of the demand class, and has be- 
come a product that has to be sold. 


Colored pictures are important, but they mean 


advertising the completed home in an attractive 
way to create desire in the woman's heart. 

Manufacturers have reduced the cost of manu- 
facturing, builders have not reduced the cost of 
putting materials into place. 


Lumber dealers should take an interest in the 








CARL BLACKSTOCK, 
Seattle. Wash.: 
Elected President 











farm boy; that is the surest way to attract the in- 
terest of the farmer. 


We manufacturers want you retailers to tell us 
what we have to do to help you sell our products. 


The last few years have seen tremendous im- 
provement in lumber products: Certified label 
shingles and elimination of misleading shingle 
grade names. Kiln dried framing lumber, eased 
edge dimension, smooth end trimming, end- 
matched yard lumber, and many other important 
improvements too numerous to mention. 


Run-down homes are worse than run-over heels. 


Rugged individualism is nothing but selfishness 
carried to the extreme. 


Ninety-eight percent of chiselers are purveyors 
of sub-standard products, or short quantity. 


Perhaps one thing that brought about the 
spirit of mutual helpfulness existing in the 
Western Retail Lumbermen’s territory between 
manufacturer and retailer was the splendid 
exhibits made at retail conventions. This year 
they occupied the roof garden of the Winthrop 
Hotel. These exhibits were 100 percent lumber 
products, and it is probably true that no group 
of exhibits at any Western Retail convention 
ever attracted as much attention as did these 
at the 1935 show. 


Asks and Is Told What Retailer Wants 


Rod Titcomb, representing West Coast Lum- 
bermen’s Association, asked the retailers to 
tell the lumber manufacturer what the retailer 
wants to help him sell their product. It is 
doubtful if he anticipated such a thoroughly 
comprehensive reply to his question as he re- 
ceived. Perhaps he had not counted on Capt. 
Al Collier, who issued a questionnaire and took 


a vote of the retailers and then tabulated the 
return. 

These returns showed, among other things, 
that about 98 percent of the dealers want the 
manufacturer to regard the retailer as a fyl| 
partner in the duties, responsibilities and profits 
of the lumber business, and particularly in the 
field of distribution. They want the manufac. 
turer to realize that lumber is moving out of 
the class of demand merchandise into the class 
of merchandise that must be sold, and that the 
responsibility of the manufacturer in the final 
sales to consumer is increasing. They want 
the manufacturer to get in closer touch with 
retail problems, and to actively work with re- 
tailers to iron out non-legitimate practices jn 
either branch of the industry, particularly with 
respect to distribution. 


For Fair Distribution, Promotional Work 

They are very emphatic in their demand that 
the manufacturer withdraw entirely from the 
retail field, and refuse to sell lumber to anyone 
who intends to violate the Denver distribution 
statement. 

All but one of those voting stated that his 
firm would actively and continuously support in- 
dividual manufacturers who publicly state that 
they will adhere to the Denver distribution 
statement. 

The same ratio affirmed that their organiza- 
tion would pay more money for the same article 
to the manufacturer who actively promotes the 
sale of lumber, even though they could buy the 
same article for less from a manufacturer who 
spends nothing on promotion. 


Other Important Conferences Held 

In addition to the regular business sessions 
for the membership, there were meetings on 
Wednesday of the officers and directors of the 
association, and a meeting of Division No. 26, 
Retail Lumber & Building Material Code Av- 
thority. On Friday there was a breakfast con- 
ference, where farm building discussions were 
conducted by L. J. Smith, head of the depart- 
ment of agricultural engineering at State Col- 
lege of Washington. Saturday morning there 
was a breakfast conference of district merchan- 
dising committees conducted by W. C. Bell, 
managing director of the association. Saturday 
afternoon there was held a meeting of outgoing 
and incoming officers and directors of the as- 
sociation. 


Important Resolutions Are Passed 


The resolutions expressed the association's 
appreciation of the entertainment given by the 
Tacoma Lumbermen’s Club, and the assistance 
of the Tacoma Chamber of Commerce. They 
voiced thanks to the West Coast association for 
attendance prizes, and to the exhibitors for the 
educational nature of their displays. The speak- 
ers on the program were thanked, and the press. 
The National Retail association was commended 
for its work, and the Roofing Code Authority 
for valuable co-operation. President Trask, the 
officers and directors, and the members of the 
Division Code Authority were praised for theit 
efforts on behalf of the association. Sympathy 
was extended to the families of members who 
have passed away. 

Score Mass Housing, Government 
Competition 

Two important resolutions concern housing, 
one asking extension of Title II and the other 
protesting mass production of homes, while @ 
third protests against Government competition 
with private industry : 

WHEREAS, Secretary Ickes has announced # 
plan of slum clearance and subsistence homestead. 
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ion With Manufacturers in Merchandising 


calling for mass production, supposedly of low- 
cost housing by the Government; be it 

RESOLVED, That we hereby register our protest 
against any plan of mass production of homes, 
or under the direction of the Federal Govern- 
ment, which disturbs the orderly distribution of 
merchandise and usurps the functions of private 
enterprise, and thereby defeats the very purpose 
of the Federal Government's Recovery Program. 





RESOLVED, That Congress be asked to enact 
such further legislation as is necessary to make 
Title Il of the National Housing Act effective and 
practical, and to extend its benefits to communities 
under 6,000 population. 





RESOLVED, That Federal, State and municipal 
governments be requested to “abandon policies of 
competing with private enterprise in lines of trade 
and industry for which facilities are available for 
the needs of such trades and industries. 


Promotion, Education, Fair Distribution 


Three other leading resolutions of the con- 
yention were directed toward improving the 
merchandising of lumber—one approving pro- 
motional efforts by manufacturers, another urg- 
ing educational institutions to inaugurate courses 
on the selling and uses of lumber, and a third 
endorsing the Denver distribution statement : 

WHEREAS, The West Coast Lumbermen's Asso- 
ciation and the Western Pine Association have 


recognized their increasing responsibility in the 
final sale of lumber to the consumer, and are pro- 
posing to appropriate monies for advertising and 
Promotional work; therefore, be it 


RESOLVED, That we express our appreciation 
for this very valuable co-operation, and our thanks 
to those individual manufacturers who have already 
adopted such a program. 





WHEREAS, A major portion of the population 
of the western area derives its support directly 
or indirectly from the lumber industry; be it 
RESOLVED, That we urge the executives of our 
gh schools and colleges to institute courses on 
the selling and uses of lumber. 





RESOLVED, That this association reaffirm the 





Denver distribution statement, and commend all 
those who gave of their time and money to make 
this forward movement a success. 


The first session Thursday morning was 
opened in the customary manner, with music, 
the invocation, addresses of welcome by George 
A. Smitley, mayor of Tacoma, and J. E. Mor- 
ris, vice president Tacofna Lumbermen’s Club, 
with response by Windsor J. Lloyd, of Lloyd 
Lumber Co., Nampa, Idaho. 


President Reviews Lessons of Code 


Then President’ Henry W. Trask delivered 
a short and pointed message in which he said 
in part as follows: _ 

“This looks like one of our very best and 
biggest conventions in the thirty-two years 
of our activities. It is indeed gratifying to 
know that after going through such a period 
of adversity as has been our lot in the past 
five years, we still come up smiling. We have 
shown to a remarkable degree that this in- 
dustry of ours can take it on the chin and 
still smile. We Know how to fight too, and 
if it were not for this ability of the retail 
lumbermen individually and through their 
association to stand up and declare them- 
selves for the things that are right and just, 
it is practically impossible to visualize where 
we might have been today. It is true that 
we have taken lots of lickings in the past 
year. We have been completely disillusioned 
as to the operation and effectiveness of our 
Code. We realize more fully than ever that 
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the millennium has not arrived, that human 
nature has not changed, and more particu- 
larly that we can not legislate or enforce 
honesty, righteousness or fair dealing.” 

Mr. Trask said further that no one should 
be blamed for the seeming failure of the Code, 
and if they had not achieved all that they ex- 
pected, they had at least some results for 
which they should be deeply grateful. He named 
as their principal and most far reaching ac- 
complishment the closer acquaintanceship and 
better understanding that now exists between 
the members of the industry by reason of the 
more frequent contact. He pointed out that 
the lumbermen have learned something under 
the Code. He said some had imagined in the 
past that the principal thing to accomplish was 


Extension of Benefits of Housing Act to Small Communities ls Asked—Federal Mass 
Production of Homes, and Government Competition With Business, Condemned 


to run their competitors out of business by 
process of price-cutting, but they had been 
taught that the object of their business was a 
profit to themselves. He said that it has been 
demonstrated that the success or failure of a 
plan so ambitious as the Code must depend on 
the individual, and that without the will to 
succeed no one can go far. Those outside the 
fold can be coaxed but they can not be driven. 


Asks Field Force, Local Organizations 


Here Mr. Trask brought out the following 
point: “This all brings us to the point where 
we must conclude that a strong association de- 
voted to the advancement and progress of our 
business is the best way that we know of to 
get all persons commonly interested together 
and working for their general good.” 

Mr. Trask also pointed to the effective use 
of field men under the Code administration as 
a suggestion for more intensive contact of 
members by the association, and proposed a 
system of such contact men should be set up 
to cover particular sections of the association’s 
territory, and establish regional sub-associa- 
tions, so that every retail lumberman in the 
district would have a voice in the things that 
concern him and his association. 


Don't Follow Lead of Price Cutter 


_ The retailers on Thursday afternoon dived 
into that all important topic, merchandising. 





These are examples of the beautifully constructed model homes and farm buildings that were proudly exhibited, principally by means of photographs, by the 
4H Builders’ Clubs at the convention of the Western Retail Lumbermen's Association. These boys have learned to use lumber, and "Those who know how, 
do," so naturally the association has urged extension of such educational efforts 


Carl Blackstock, Seattle, introduced Nathan 
Eckstein, wholesale grocer, of Seattle, as an 
outstanding business man—not a lumberman 
but ‘one of this State’s finest citizens. 


Mr. Eckstein said he didn’t know why they 
picked him to talk to lumbermen, except that 
he didn’t know anything about the lumber bus- 
iness, and for the past few years the people 
who don’t know anything about business have 
been telling business men how to conduct their 
affairs. Mr. Eckstein, however, blames busi- 
ness men for making it possible for these men 
to get into that position. He paid a tribute 
to the United States Chamber of Commerce 
for having warned business men that if they 
didn’t improve and emphasize their ethics, trou- 
ble would come. Mr. Eckstein pointed out that 
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the public is antagonistic toward the middle- 
man, and that the consumer thinks of the re- 
tailer as the middleman. He forgets that the 
manufacturer’s product is worthless without 
the service of the retailer in making it avail- 
able to the consumer. 

Mr. Eckstein brought out one thought that 
many lumbermen are carrying away with them. 
He stated that business men should conduct 
their business for profit, but instead they too 
often waste their time trying to beat the com- 
petition of the price cutters. He said: “The 
worst price cutter is the greatest business 
leader because the rest of you follow him.” 


Would Forbid Unprofitable Trading 


He said that the Government has now stepped 
in, and “I think it has stepped in rightly.” The 
Government says you must sell your goods at 
a profit large enough to enable you to pay a 
good wage. The Government didn’t go far 
enough. It should have said you must make 
enough profit to pay a good wage and also 
enough to pay taxes. I think the government 
should say, “If you don’t make a profit so 
you can pay taxes, we won't give you a license 
to do business.” 

Another point that Mr. Eckstein made was 
that the art of salesmanship was lost during 
boom times. He expressed the opinion that if 
we had as good salesmen as we once had, the 
depression would have been over long ago. Mr. 
Eckstein praised the FHA and its modernizing 
campaign. He said that if people have run 
down homes, it is worse than for them to have 
run-over heels. This Government program of 
better homes is the finest any Government ever 
organized. 

Mr. Eckstein got a good laugh from the re- 
tailers when he said as a wholesale grocer he 
would like to see the Government go further 
and influence the people to eat three good 
meals a day, and then with a good home and 
good meals the people would all be happy. He 
pointed out that every time the retailers sell 
lumber they create jobs, and when they get 
the men back to work they will quit listening 
to dangerous propaganda. 

Mr. Eckstein’s address brought the retailers 
to their feet in a rousing burst of applause. 
President Trask said, in appreciation of Mr. 
Eckstein, I think we have never heard such a 
fine merchandising address. 


Make People Desire Better Homes 


H. A. Colver, divisional director of the FHA, 
was to make an address on the subject “How 
Lumber Dealers Can Profitably Utilize the 
FHA program.” Mr. Colver, however, pre- 
ferred to give his time on the program to 
3ruce Wilson, of San Francisco, regional di- 
rector of the FHA for the entire twelfth dis- 
trict. Mr. Wilson sketched the history of vari- 
ous depressions in this country, and expressed 
the opinion that the Federal Housing Act and 
a building revival are the things most apt to 
bring business out of the present situation. He 
urged the lumbermen, as the ones closest to 
this movement, to go out and create in the 
minds of the people an emotional desire for 
good homes. 

W. J. Gilmore, farm representative of the 
FHA for Idaho, Oregon and Washington, told 
of the work in rural communities which he is 
carrying on. He described in no uncertain 
terms the great need for improvement of farm 
buildings, particularly farm homes. He had 
many facts taken from farm surveys, such as 
the showing that only 20 percent of farm women 
in the northwestern States have running hot 
water, and only one-half of the farm homes 
have kitchen sinks with drains. 


Making Customers for Tomorrow 


One very interesting feature of the program 
was an address by O. G. Hughson, field sec- 
retary of the Oregon State Building Congress 
at Portland, Ore. Mr. Hughson’s subject was 


“Four-H Builders Clubs—Tomorrow’s Cus- 
tomers.” 

Probably every lumberman knows about the 
Four-H Clubs among farm boys all over the 


United States. It remained for Oregon to start 
the movement of Four-H Builders Clubs. Mr. 
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Hughson has been very much interested in this 
work among farm boys who have a mechan- 
ical turn of mind. He graphically illustrated 
his talk with photographs of model farm build- 
ings that have been developed by boys in these 
building clubs, and had one model poultry house 
on display in the assembly room. The project 
on which these boys work consist of five farm 
buildings—a farm home, a dairy barn, poultry 
house, hog house and milk house—or, if some 
of the clubs prefer, they may vary this pro- 
gram by using buildings equally difficult to pro- 
duce. Architects in Portland draw the plans 
for these buildings, farm implement manufac- 
turing concerns turn these plans over to their 
engineering departments and have the list of 
specifications made up, the Oregon State Col- 
lege blueprints them, and some of the lumber- 
men have furnished short-length lumber which 
is used in making the model houses. Mr. 
Hughson pointed out that this is not only an 
interesting and worthwhile work trom _ the 
standpoint of people naturally interested in 
boys, but it is good business from the lumber 
dealer’s standpont, for whenever he shows an 
interest in the farmer’s boy he is sure to be 
bound more closely to the farmer. 


Mills Invite Co-operation in Merchandising 


At the opening of the Friday morning ses- 
sion, President Trask introduced a discussion 
of an adequate merchandising program. He 
explained that the manufacturers had been spe- 
cially invited to take part in discussion of 
such a program, and they hoped to have Col. 
W. B. Greeley present but, owing to an auto- 
mobile accident, he was unable to come. The 
West Coast Lumbermen’s Association was offi- 
cially represented by F. R. Titcomb, vice- 
president, who would lead the discussion. 

Mr. Titcomb smilingly faced his audience of 
retailers, very frankly told them what the 
manufacturers were doing and asked the sup- 
port of the retailers, and further asked that 
the retailers frankly tell the manufacturers 
what they intended to do to improve the mar- 
ket for lumber, and what they expected and 
wished the manufacturer to do to help them. 
He stated that the manufacturers have gone a 
long way in recent years in improving their 
products, and now they are going to further 
improve their marketing. He called attention 
to eased edged dimension, smooth-trimmed 
ends, protected ends, end-matched lumber, kiln 
dried common lumber and other improvements 
that have been brought about largely in the 
last few years. 


Discusses Price Fixing, Necessity for Tariff 


He explained why the West Coast lumber 
manufacturing industry deserted the price fix- 
ing part of the Code. He said it would not 
work because of the human element, although 
it was an ideal set-up. He explained that the 
West Coast industry had to throw it over to 
try and preserve its own existence. 

He stated that the West Coast industry is 
today going into another fight in its efforts to 
prevent the Government from letting down 
the tariff bars by the proposed trade agree- 
ment with Canada. He said Canada has no 
production control or minimum wage, and al- 
lowing Canadian lumber to come into the 
United States would mean bankruptcy for 
many units of the lumber industry of Wash- 
ington and Oregon. 

Mr. Titcomb announced to the retailers that 
West Coast manufacturers expected to realize 
about $300,000 per annum on their present as- 
sessment for trade promotion purposes. The 
field of modernization, Mr. Titcomb stated, 
has hardly been touched, and he advised the 
retailers that if they are not working closely 
with architects and bankers, they are missing 
a real bet. He voiced as his opinion that the 
architects can do more for the retail lumber 
business than probably any others. 


More Personal Contact Desirable 


Mr. Titcomb admitted that the lumber man- 
ufacturer is not a merchant, but he said he 
sometimes wondered if the retailer is a real 
merchant. 

He urged closer contact between manufac- 
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turer and retailer, with a more personal in. 
terest, and suggested that the retailer say to 
every salesman who calls on him that he js 
not going to buy any more lumber from his 
mill until one of his principals comes and Visits 
his yard. He said the manufacturer does no 
understand retailers’ problems, and the retailer 
does not understand the manufacturers’ prob- 
lems, and it would be a fine thing for the entire 
industry if its members got closer together, 

He lauded the Red Cedar Shingle Bureay 
for improving the product of its industry, aq. 
vertising and regaining much of the wood ship. 
gle market. 


Distribution ls Lumber's Main Problem 


Roy Dailey, secretary of the Pacific Coas 
department of the National-American Whole. 
sale Lumber Association, admitted the subject 
of merchandising had been well presented ahead 
of him. He advocated as a campaign for jn- 
creasing the sale of West Coast lumber and 
shingles, and the first step is to increase the 
harmony between the three branches of the 
industry—manufacturers, wholesalers and re- 
tailers. He declared that manufacturing was 
one of the important parts of the lumber ip- 
dustry, but today distribution is the part on 
which success depends. He stated that about 
two thousand wholesalers and their salesmen 
sell 65 percent of West Coast lumber products, 
The assistance given these salesmen in the form 
of promotional work and advertising has been 
woefully weak. Mr. Dailey criticized West 
Coast manufacturers because they sometimes 
sell line yards and big buyers at wholesalers’ 
prices direct, thereby influencing many whole- 
salers to put more effort into selling other 
woods, manufacturers of which protect the 
wholesaler’s profits. He criticized the Lumber 
Code attitude toward wholesalers. 

In closing, he pledged the wholehearted sup- 
port of the wholesalers to a campaign to bring 
back a greater market for wood. 


Retailer Claims Industry Partnership 

The retailers gave the manufacturers and 
wholesalers the first say, and then they called 
some of the shock troops among the retailers 
to the platform, and put them under command 
of Capt. Alfred D. Collier, of Klamath Falls, 
Ore. This was one of the stellar acts on the 
program—a primary objective of the retailers. 

Capt. Collier, tall, broad shouldered and smil- 
ing, at once accepted the manufacturers’ chal- 
lenge to tell them what retailers wanted them 
to do. Capt. Collier said, | am going to say 
what I want. The first thing I want from 
the manufacturers is an acknowledgment of our 
partnership. We are partners in this industry. 
The manufacturer makes lumber and we sell 
it. Too often the manufacturer considers the 
retailer a poor relation who horns in at meal 
time and doesn’t furnish any of the grub. He 
quoted Mr. Titcomb as having said that the 
manufacturer is interested in cutting down the 
margin between the tree and the consumer. 
Mr. Collier said the retailer is more interested 
in that than he is. He wants to be a partner in 
a forward looking industry. ; 

Mr. Titcomb spoke of the tariff as an issue 
vital to manufacturers. It is not so vital to 
retailers, but they want the manufacturer to 
prosper as partners, and should support them 
in this issue as well as others. 


Urges Educational and Sales Aids 


Capt. Collier was full of suggestions for 
manufacturers. He pointed out that lumber 
has gone out of the class of a demand product, 
and has become one that has to be sold. Among 
other things he suggested that the manufac- 
turers provide the retailers with a sales man- 
ual. He suggested that college and high school 
courses in selling lumber be sponsored by the 
manufacturer. He advocated increased research 
into uses, as well as improvement of the prod- 
uct. He told the difficulties he as a retailer had 
in learning how to use the ring joint connectors 
for timber construction. He introduced a cof- 
ner block, to fit in with the base-shoe in cof- 
ners, thereby rounding off the corner at the 
floor, making it a much simpler matter for the 
housekeeper to sweep the dust that accumt- 
lated in the corners. He spoke of national 
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advertising as colored pictures. He said that 
what we want is more colored pictures of com- 
pleted homes to arouse emotional desire for 
homes among women. He asked for plan serv- 
ices, for better plans, and for finance plans. 


Praises Manufacturers for Progressiveness 


Capt. Collier was followed by Bill Harmon, 
Hyack Lumber Co., Olympia, another retailer 
who spoke along a little different line. Mr. 
Harmon first said that building costs are too 
high; second, manufacturers are more pro- 
gressive than retailers. He pointed out that 
the price of two by fours has little to do with 
the cost of a building today. He declared 
that the manufacturers, in the face of rapidly 
increasing wages, have reduced their cost of 
production by more efficient methods and 
equipment. Planers that ran 60 feet in a minute 
twenty-five years ago, now run 600 feet. Man- 
uyfacturers have given retailers kiln dried com- 
mon lumber, eased edges, square end trim- 
ming and end-matched lumber. 


Retailer Should Help Reduce Costs 


“What have we done?” Carpenters’ wages 
have gone up double. Carpenters can’t do any 
more work on the job today than they could 
in 1900. There is not, then, an increased effi- 
ciency in assembling the material into form of 
a building on a job. Retailers should educate 
the men that use lumber to do more with it in 
an hour. They should be able to do three 
times as much an hour as they did in 1900. He 
didn’t believe there was value in panel con- 
struction of houses, but the real value of lum- 
ber is its possibilities for individual construc- 
tion. On the other hand, he thought there 
should be more standardization, the cutting of 
studs to the right length, and the use of end- 
matched lumber upon framing which was made 
from exact-cut lumber. Doors should be made 
so that they could be hung in 15 minutes in- 
stead of an hour at $1.12 per hour. 


Industry Should Unite on Distribution 


Carl Blackstock, Blackstock Lumber Co., Se- 
attle, newly elected president of the associa- 
tion, was the first to announce the theme of 
the convention as “Ethical Distribution.” He 
gave it as his opinion that the most important 
thing is that manufacturers, wholesalers and 
retailers all have a definite plan. He told them 
of attending recently a manufacturers’ meeting 
at the invitation of the manufacturers, when at 
the close of the meeting the chairman said: 
“It is the manufacturers’ job to make the lum- 
ber, and the retailers’ job is to sell it.’ He 
told of the Northwest Building Products Ex- 
hibit being sponsored in Seattle by the Cham- 
ber of Commerce, and the plan known as the 
“Honeymoon Trail,” wherein the city is divided 
into five districts and in each district the bride 
and groom who sell the most 25-cent tickets 
to the Northwest Building Products Exhibit 
will be presented with a homesite in their dis- 
trict. He also told how Seattle retail lumber- 
men had been very successful in getting Seattle 
bankers to make home loans. 


Spend Less Time Buying, More in Selling 


Corydon Wagner, treasurer of St. Paul & 
acoma Lumber Co., Tacoma, speaking of the 
relationship of the manufacturers and retailers, 
and the much over-worked word “Co-opera- 
tion,” decried the fact that there has been so 
much talk of co-operation but, after so many 
years, so little progress made. The retail yard 
looked to the mills for stock, but he pointed 
out that too often the retailers were prone to 
ook upon the whole group of mills as a unit, 
and to shop around a hundred or more mills 
too often, allowing an item of 25 or 50 cents 
per thousand to determine a sale, and suggested 
that it would be much better for a retailer to 
make his selection of a mill that can supply his 
needs, and build up a friendly relationship with 
the mill which will furnish quality products and 
desirable service, then the retailer could spend 
more time on selling and less time on pur- 
chasing. 

N. L. Cary, representing the Western Pine 
Association, of Portland, told the retailers that 
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the directors of the Western Pine Association 
had voted an increased fund for trade promo- 
tion work. He pointed out that the Western 
Pine Association membership extends over 
most of the western territory, and that it is 
very desirous of working in close relationship 
with the retailers. He described briefly sev- 
eral pamphlets and booklets published by the 
Western Pine Association to aid in selling 
western pine products, and particularly asked 
the retailers to give the western pine manu- 
facturers suggestions to help formulate their 
extended trade promotion program. 

F. Dean Prescott, of Fresno, Calif., touched 
a responsive chord when he pointed out that 
his company’s sales were 62 percent lumber 
but 70 percent of his profits come from lum- 
ber. He stated that: “Clever advertising has 
forced us to sell many other things than lum- 
ber, but I believe we are going to change this 
percentage to about 75 percent of sales for 
lumber.” 

W. C. Bell, managing director of the Retail 
Lumbermen’s Association, told of how the Den- 
ver statement was drawn up, and of the or- 
ganization of a Federation of Western Retail 
Lumber Associations. He stated that the di- 
rectors are going to carry this statement on, 
and make it effective, and that means: “We 
are going to get acquainted with the manufac- 
turers. We are good customers of theirs.” 

D. C. Essley, secretary of Division No. 2, 
Retail Lumber & Building Material Code Au- 
thority (Inc.), San Francisco, told of plans 
for enforcement of price filing. 

Near the close of the session, when Carl 
Blackstock, of Seattle, was unanimously elected 
president and was conducted to the chair and 
presented with the gavel, he said “No one could 
prepare a better platform than Ormie C. Lance 
has outlined for us, and that is my speech of 
acceptance. I might say that a thorough test 
of a better era of good feeling will be good 
for us. If the Code taught us anything, it 
taught us how to get together to do things. I 
want, however, to wind up this convention with 
the same theme that has run through it from 
the beginning, “Ethical Distribution,” I am 
not a pacifist. I want this to be an era of 
good feeling, but keep your powder dry.” 


Fine Entertainment Is Provided 


The Tacoma Lumbermen’s Club was _ host 
on this occasion, and lumbermen of the West 
know what that means. It is not necessary 
to say that the entertainment was lavish and 
that it was provided with every consideration 
for the guests. Lumbermen from the district 
provided a capital attendance prize of a car- 
load containing 30,650 feet of lumber and ply- 
wood, ten squares of shingles and 40 doors. 
This prize was awarded during the annual en- 
tertainment Saturday night to J. N. Shinn, of 
the John Dower Lumber Co., White Bluff, 
Wash. 

The ladies’ capital prize, consisting of $25 
in cash, was won by Mrs. William Moore of 
Billings, Mont. Mrs. Moore’s husband, the 
well known Billy Moore, is the Billings dis- 
trict representative of the St. Paul & Tacoma 
Lumber Co. 


Lumber Products Exhibit 


In the Roof Garden of the Winthrop Hotel 
was installed the most elaborate array of lum- 
ber products ever displayed at any convention. 
The exhibitors were: 

Buffelen Lumber & Manufacturing Co., 
Tacoma, Wash.; Coast Sash & Door Co., Ta- 
coma, Wash.; Douglas Fir Plywood Associa- 
tion, Seattle, Wash.; Leybold-Smith Shingle 
Co., Tacoma, Wash.; Lumber’ Promotion 
(Inc.), Tacoma, Wash.; Masonite Corporation, 
Chicago, Ill.; Mumby Lumber & Shingle Co., 
Bordeaux, Wash.; Red Cedar Shingle Bureau, 
Seattle, Wash.; St. Paul & Tacoma Lumber 
Co., Tacoma, Wash.; Seattle Cedar Lumber 
Manufacturing Co., Seattle, Wash.; Washing- 
ton Manufacturing Co., Tacoma, Wash.; 
Weyerhaeuser Sales Co., Tacoma, Wash.; 
West Coast Lumbermen’s Association, Seattle, 
Wash.; Wheeler-Osgood Sales Corporation, 
Tacoma, Wash.; White River Lumber Co., 
Enumclaw, Wash.; Wood Conversion Co., St. 
Paul, Minn. 
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@ count on prompt delivery 
every time you order Arrow 
Brand Cypress from the 
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We annually produce 40,000,000 feet of 


Louisiana Ked Cypress Lumber, 
wath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 
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AMERICAN 


Merchandising, lowa Keynote 


Hear Talks on Housing Program for City and 
Farm: Attracting Customers and Financing Them 


Des Moines, Iowa, Feb. 25.—Codes, the 
FHA, installment selling and consumer service 
were discussed at the second annual conyention 
of the lowa Association of Lumber & Building 
Material Dealers, held here Feb. 19-20. With 
a registration of 1,395 the convention was the 
largest of its kind ever held in the State. 

The convention was called to order by Wil- 
liam H. Badeaux, secretary of the association. 
Mayor Dwight N. Lewis welcomed the dele- 
gates. 

H. S. Mitchell, of Des Moines, president of 
the Iowa organization, spoke on “Rigid Co- 
ordination and Co-operation for a Stabilized 
industry.” He pointed out that the industry is 
now laying the foundation for future stabiliza- 
tion, through the codes and supplementary self- 
government. In order that this self-government 
may function efficiently, Mr. Mitchell urged 
continued co-operation among county and dis- 
trict groups, the State association and the 
Northwestern Lumbermen’s Association. 


Ormie C. Lance, secretary of the Northwest- 
ern association, and secretary of the northwest- 
ern division of the national lumber and building 
material Code authority, talked on “Back to 
Fundamentals.” He spoke along lines of other 
convention talks, made by him this season, 
which have been reported previously. 

S. P. Moore, of the Builders’ Material Co., 
Cedar Rapids, in a brief talk urged dealers 
to cultivate their competitors and together work 
for profits in the industry. 


Howard S. Davidson, Chicago, discussed 
modernization, naming as the three types oi 
homes which should be modernized: “The old- 


fashioned, the run-down, and those which are 
inadequate for the family. Installment selling 
is necessary to create this extra business, he 
declared. People do not like the word “loan,” 
but do not object to a “partial payment” or 
other “installment plan.” Mr. Davidson said 
emphatically that patriotic ballyhoo does not 
induce people to buy. It is necessary to appeal 
to their selfish motives—make them see how 
they will benefit from building or modernizing 
now. 

E. H. Townsend, of the Johnston Clay 
Works, Mankato, Minn., discussed the relation- 
ship between the lumber dealer and the clay 
products manufacturer. He said that every 


dealer should have a stock of up-to-date samples 
of clay products, and urged them to become 
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Clinton 
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Jefferson 


Trustees of the Association 





familiar enough with resale prices to be able 
to make their own estimates on contracts. 

L. B. Holland, of the Holland Lumber Co., 
Omaha, Code authority, asserted that unless 
Congress completely reverses its policy codes 
will exist for a long time. He said that the 
building supply Code authority had developed 
am organization which would enforce the Code 
if the dealers would give their united support. 

Roy Baxter, State director of the National 
Housing Administration, gave a brief talk en- 
couraging dealers to take advantage of the op- 
portunities to share in the profits afforded by 
the Housing Act. 

Harry T. Kendall, of the Weyerhaeuser Sales 
Co., pointed out that codes have resulted in 
a better understanding between the manufac- 
turers and dealers. Manufacturers now realize 
the problems of the retailer, and are making 
a sincere effort to protect him in the matter of 
distribution. Retailers are better aware of the 
manufacturer’s problems. Codes brought the 
units of the industry together and developed a 
better understanding among them of each other’s 
problems, the speaker declared. He emphasized 
the potential market opened to builders by the 
FHA, and pointed out that the industry needs 
to find a way to finance installment selling, 
through either the FHA or other agencies. 


Two Speakers Urge Salesmanship 


Consumer service and creative selling were 
emphasized by Arthur A. Hood, of Johns- 
Manville, New York. Creative selling means 
personally soliciting business and arousing a 
consciousness of need for better things. He 
estimated that a live dealer can get $20,000 
additional business per 6,000 population through 
creative selling. In order effectively to solicit 
this business,, the creative salesman must have 
leads; information about home building; sell- 
ing quarters to which he may bring prospects, 
illustrated home improvement books; applied 
price lists for estimates, and organized sales 
approach to meet opposition. Furthermore, he 
must know the principles of financing. In dis- 
cussing selling quarters, Mr. Hood emphasized 
the importance of definitely visualizing for the 
customer the finished product. Displays which 
give a definite idea of the completed job are 
invaluable in selling, and well worth the effort 
and expense, he declared. 

David P. Livingston, of Chicago, gave a talk 
on the theme, “You Can’t Substitute Laws for 
Salesmanship.” He pointed out the great dif- 
ference in the amount of money going into the 
insurance business and that which is going into 
the building industry. Private capital is not 
being invested in real property as it should be, 
because of the lien laws. He urged reformation 
of the lien laws so that loan companies will 
make private capital available for small home 
improvements. 

A. O. Eberhardt, of the Federal Housing Ad- 
ministration, followed with a discussion of the 
opportunities offered by the National Housing 
Act. The farm trade was mentioned as a great 
potential market under this Act. Migration 
from the farm can be prevented, he claimed, if 
farms are equipped with modern conveniences. 
He further pointed out that a great many homes 
need improvement in order that the children 
may be given the opportunity rightfully theirs. 
Poor housing conditions have been responsible 
for a good deal of vagrancy and crime. 

L. I. MacQueen, secretary Builders’ Supply 
Code Authority, Pittsburgh, attacked the price 
cutters and urged the industry to get control 
over them. He also urged the dealers to file 
their prices for mutual benefit. Two evils, pointed 
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out by the speaker, were direct selling by manu- 
facturers, and creation of dealers who do not 
consistently stock and merchandise their goods. 
Better selling methods are needed. “One buys 
lumber and building materials in spite of the 
dealer now,” he said, “not because he is doing 
a selling job which makes you want to build 
or repair.” 


Election of Officers and Trustees 

The following persons were elected to official 
positions : 

President—Glen Newton, Nevada. 

Vice presidents—L. A. Moore, Mason City; 
Peter Leonard, Chariton. 

Treasurer—H. M. Iltis, Valley Junction. 

Secretary—W. H. Badeaux, Des Moines. 

Trustees — F. J. Ward, Clinton; H. §&. 
Mitchell, Des Moines; H. T. Walensky, Sioux 
City. E. E. Clure, Greenfield; Cole Berry, 
Shenandoah; E. A. Milligan, Jefferson; L. A. 
Moore, Mason City; J. L. Daniels, Dubuque; 
A. L. Alcorn, Cedar Rapids; H. M. Iltis, Valley 
Junction; Russell Weir, Mount Pleasant; H. 
Leonard, Chariton, 


Banquet and Dance 


The convention closed with a banquet, show 
and dance in the Hotel Fort Des Moines din- 
ing room. During the dinner hour the Grin- 
nell College Glee Club gave several selections. 
They were joined in the last piece, the col- 
lege alumni song, by three former members of 
the club who are now engaged in the building 
industry, Leland Dalbey, of Mount Ayr; Bart 
Shoeneman, of Hawarden, retail lumbermen; 
and Carl V. Johnson, Des Moines, architect. 


Form Women's Auxiliary 


The women attending the convention’ were 
active too. Numbering 217, this group organ- 
ized a women’s auxiliary and elected as officers: 
Mrs. I. J. Dalbey, Mount Ayr, president; Mrs. 
Ernest Moehl, Des Moines, vice-president; Mrs. 
Ray Mulhern, Des Moines, secretary; Mrs. Fred 
Deutsche, Des Moines, treasurer. 





Ontario to Use Own Timber 
for Highways 


MonTreat, P. Q., Feb. 25.—The plant of the 
Canadian Creoscting Co., Copper Cliff road, 
near Sudbury, Ont., will begin work immedi- 
ately on an order for 9,000,000 board feet of 
creosoted timber from the Ontario Department 
of Northern Development. The order will keep 
a hundred employees busy for at least a year. 
It is possible the company’s Sioux Lookout 
creosoting plant may be put to work on Gov- 
ernment orders. Experiments have satisfied de- 
partment engineers that creosoted Ontario tim- 
ber may be used for highway purposes instea 
of British Columbia timber. 
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STAN LEY shows you the way 


to sell 4th ualily hardware 
—— es, 


ad e 


The GOVERNMENT says to the prospective home builder — 


new home.”’ 






you make your last payment? 


“ Build now —you can have 20 years to pay for your 


STANLEY says to the same prospective homebuilder — 


“It will be yours in 20 years. What will it be like when 


It will be either an 


attractive, permanent, livable home or it will be in pieces. 


Your choice of materials vow will determine the answer.”’ 


The most powerful selling story ever told to help you sell better quality 


hardware— better quality building materials in general 





A powerful selling booklet: 
‘Decide NOW what it will be like’ 
The keynote of the whole pro- 








Forceful advertisements to hun- gram. Every copy that we dis- 
dreds of thousands of individuals tribute or that you distribute 
who are planning to build a new means another prospect for bet- 
home or modernize an old one. ter grade materials. 





Striking Display for window or 
inside your store. Puts over in 
a compelling manner the story 
you would like to lay before 
every home builder. 


Fill out this coupon and secure for yourself the material which will permit you to 
take full advantage of this broad constructive program 


THE STANLEY WORKS 


New Britain, Conn. 





: THE STANLEY WORKS AL3 
New Britain, Conn. 


Please send material checked. We want 
to tie up with your constructive program. 
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=- : ' Many of the annual conventions of the as. 
Ce a ( MOMeY. NAC eemirans' Pe sociations of retail lumber and building ma. 

ss on ey terial dealers this year have been characterized 
a a ere. ; to an exceptional degree by the number and the 
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a i oe . Ee attractiveness of the exhibits of their products 

a . made by lumber and building material manufac. 
turers. Dealers have shown more than usual jp- 
terest in these exhibits, all of which have com. 
manded close attention. While fewer in numbers 
than those of other materials—except at the 
convention of the Western Retail Lumbermen’s 
Association, where only lumber and wood prod- 
ucts were shown—the lumber exhibits haye 
been especially attractive and attention-compel- 
ling. Pictures of some of these exhibits have 
been sent to the AMERICAN LUMBERMAN and 
are reproduced here. These exhibits, in order, 
are as follows: 

AT LEFT—Top, Mumby Lumber & Shingle Co, 
Bordeaux, Wash., shown at convention of Western 
retailers at Tacoma, Wash.; center, St. Paul & 
Tacoma Lumber Co., Tacoma, Wash., shown at 
Michigan retailers’ convention, Grand Rapids; bot. 
tom, Wheeler-Osgood Sales Corporation, Tacoma, 
Wash., shown at Western retailers’ convention, Ta- 
coma; Kinzua Pine Mills Co., Kinzua, Ore., whose 
big "K' was a center of attraction at convention 
of Northeastern retailers, New York. 


AT RIGHT—Top, Frost Lumber Industries, (Inc). 
Shreveport, La., at convention of Illinois retailers, 
Chicago; center, a panel showing 28 samples of 
26 woods produced at one mill of Frost Lumber 
Industries; bottom, varied products distributed by 
Weyerhaeuser Sales Co., shown at convention of 
Western retailers, Tacoma, Wash. 
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and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain ‘“‘Korrect Brand” reputa- 
tion guarantees this superiority. 


Try a car now and always be 
a “Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. 
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LOORIN G- 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 
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After a vigorous 
three-day conference on 
the statesmanship and 
technique of lumber re- 
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tailing, the Illinois Lumber & Material Dealers’ 
Association brought its forty-fifth annual con- 
vention to a close on Feb. 14. The first two 
days of the meeting were reported in the Feb. 
16 issue of the AMERICAN LUMBERMAN; and 
the high quality of the program was maintained 
to the end. The 1935 slogan, “Agressive Sell- 
ing—Quality Merchandise,” was present in the 
tone and spirit of every address; and, as one 
visitor remarked at the close of the final ses- 
sion, “If anybody thinks the lumber retailers 
are licked, he’s crazy.” 


Dealers Can Control Distribution 


After the reading and approval of the treas- 
urer’s report at the beginning of the Thursday 
morning session, W. G. Joyce, secretary of the 
association’s merchandising council, described 
briefly the work of this group in dealing with 
the current problem of distribution. This com- 
mittee was created when it became apparent 
that something must be done about the problem 
of direct selling. Mr. Joyce stated that several 
Codes, having to do with materials handled by 
lumber retailers, took no account of the retail 
lumber distributor at all. He went over a par- 
tial list, indicating the attitude and practice of 
producers in each group. He added that, while 
much remained to be done, dealers were in an 
appreciably better position than they were a 
year ago; and he stated that much of the re- 
mainder of the task must be performed by in- 
dividual dealers, exercising their lawful right to 
buy stock of manufacturers and wholesalers 
whose trade policies fit the recognized standards 
and needs of the industry. Dealers can correct 
the distribution situation at any time they wish; 
for departures from sound practice will stop 
the moment it is apparent the retailing division 
of the business is in earnest. 


"Organized Friendship" in Wisconsin 


George W. LaPointe, Jr., of the O. & N. 
Lumber Co., Menomonie, Wis., and vice presi- 
dent of the National Retail association, began 
his address on “The Future of Trade Associa- 
tions” by recalling some of the history of such 
organizations from the time of the passage of 
the anti-trust laws to the present. The inves- 
tigation under the anti-trust laws seemed to 
many lumbermen a joke; an effort which failed 
to prove the charges brought. But it proved not 
to be a joke, and a number of “cease and de- 
sist” orders were issued. Some associations 
were placed under permanent injunctions. 

This turn of affairs seemed to Mr. LaPointe 
at the time to spell the end of lumber associa- 
tions. But he said that, in his State, Hawley 
W. Wilbur and Secretary Don Montgomery 
began a new association effort, centered about 
the establishment of “organized friendship.” Lo- 
cal groups were established within the associa- 
tion where local problems were discussed; and 
in addition to these immediate matters there 
was constantly developed the idea that dealers 
had much in common which could be furthered 
ethically by the understanding that this com- 
mon interest was even more important than in- 
dividual advantage. 
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Illinois Dealers Study Distribution 


Told of Possibilities of Individual and Cooperative Efforts 
to Control It by Purchasing Policy; of Need for Protecting Their 
Position Against Direct Mass Buying and for Industry Salesmanship 


Ethical Distribution by Dealer Effort 


In time Mr. LaPointe was elected a director 
of the National association; and in this capac- 
ity he met many earnest and able men. But 
they were largely city dealers with little under- 
standing of the small-town merchant’s point of 
view. It soon became apparent, however, that 
when the problems were fully understood they 
were essentially the same in big towns and 
small. For a time the National Retail was not 
truly national in character, since not all re- 
gional groups were affliated. This was being 
corrected when the depression came along and 
hampered the program. 

The National had met and solved the prob- 
lem of distribution by writing a statement ac- 
ceptable to all branches of the industry. The 
depression, however, so hampered its work that 
for a time it looked as if the effort must be 
given up. But such men as L. P. Lewin and 
Spencer Baldwin refused to be licked. A skele- 





W. G. JOYCE, G. W. LaPOINTE, 

Menomonie, Wis.: 
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ton organization was perfected, the offices were 
moved to Washington, Frank Carnahan was se- 
cured as secretary, and the work continued. 
The NRA appeared upon the scene; and, what- 
ever else it accomplished, it brought the indus- 
try together. Lumbermen tried to get a distri- 
bution statement written into the Codes but 
failed to do so. It became plain that it was not 
possible, even if it were desirable, to freeze the 
channels of distribution through Government 
action. But the objective of ethical distribution 
can be reached within the law by dealers work- 
ing individually. There is no thought of boy- 
cott; but sound policies that are fair to all con- 
cerned, including the public, are within the 
reach of dealers, if each independently will fol- 
low those practices which make for sound poli- 
cies. It will be a gigantic task to get some 
certain wholesalers to return to their own back 
yards, but it can be done. Mr. LaPointe mem- 
tioned certain specific instances. 


Dealer Must Protect His Position 


Association work is highly important. The 
organizations have done much and can do still 
more. The National Retail association wrote 
the Code. Some dealers did not want a Code; 
but they had no choice, since such a document 
was provided for by law and would have been 
written by persons with no knowledge of the 
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industry, had the association not undertaken the 
task. The National Retail was largely instry. 
mental in getting the NHA; a piece of ma. 
chinery that is of great potential value and 
that would now be functioning except for the 
fact that Title III, creating an outlet for dis 
counting mortgages, has been slow in being set 
up. The National Retail acts as a watch dog 
in Washington. An instance of the need of 
such guardianship is the project of low-cost 
Government housing. If this becomes an ac. 
complished practice, dealers will not sell build- 
ing materials; and the mortgage structure of 
the country will be destroyed by public loans 
bearing trifling interest rates. 

The future of associations involves the op- 
portunity for self-government under the lay, 
It may become necessary for dealers to fight 
for their industry; for there is a determined 
effort to write the middleman out of the pic- 
ture. The association is the dealer’s opportunity 
to bring his power to bear in such a contest. 


Would Adapt Title | of FHA to Farm 


At this point it was announced that the as- 
sociation has been incorporated under the Illi- 
nois law. To make this effective, a new set of 
bylaws, reported by a committee, was duly 
adopted. 

At the afternoon session the committee on 
resolutions reported the approval of the policies 
of the merchandising council, and the lumber 
distribution statement of the National Retail 
association. It petitioned Congress for addi- 
tional legislation to make Title I of the FHA 
applicable to farmers’ needs. It extended the 
thanks of the association to the dealers who had 
aided in the administration of the Code, and to 
those who had made the convention a success. 


Creative Selling Is Pressing Need 


Arthur A. Hood, of Johns-Manville, New 
York, in the final address of the convention 
stated that many changes and much progress 
have appeared in the retail business. Dealers 
are carrying more lines, are making more cash 
sales and more small sales, have improved the 
handling of credits, are doing better merchan- 
dising and are thinking in modern terms. The 
two pillars in association work are stabilization 
of prices and the protection of distribution 
While the chiseler is still at work, it is becom- 
ing clear that the method of dealing with him 
is through customer satisfaction. This means 
that there is no way of separating the policies 
of the manufacturer, the retailer and the con- 
tractor. While changes are slow, there 1s a 
shift from the impera- 
tive to the co-operative ; 
from the punitive to the | 
preventive. | 

The most serious fac- | 
tor of the situation is 
the lack of a creative 
selling organization. 


——, 
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The Housing Adminis- 
tration has done highly 
valuable work. If the 
industry had paid for 
the promotion work 
done by the Adminis- 
tration, it would take 
lumbermen 100 years at ° 
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the present volume to justify the expenditure. 
But the Government can not do all the work; 
and the task of creative selling is a problem 
of the industry. 


Make Buyers Conscious of Needs 


Creative selling begins where order taking 
ends. It is plus-business; the maximum volume 
of profitable sales to those who need our goods. 
It is said that 80 percent of insurance is sold 
after the prospect has refused to buy; and it 
is reasonable to think that a similar. basic prob- 
lem is to be found in the lumber field. To dis- 
cover whether such creative selling will add to 
the dealer’s volume, Mr. Hood made an inten- 
sive study of 1,000 houses and discovered that 
these houses had 7,000 needs of which only 
1,400 were immediately admitted by the own- 
ers. He found that 40 percent of these owners 
were Class A credit risks, and only 10 per- 
cent were void as risks. He found that these needs 
amounted to $500 a house. He estimated that 
the conscious wants of the country’s home own- 
ers amount to two billion dollars, and the real 
needs to ten billions. This difference represents 
the field of creative selling. 


Urges Co-operative Effort by Industry 


Two obstacles stand in the way of this selling. 
One is the too-great emphasis upon the 80-per- 
cent financing before it is ready to function, and 
the other is the senseless propaganda about 
pre-fabricated houses. Basing his statement up- 
on exhaustive investigation, Mr. Hood said 
with every emphasis that not in this generation 
will pre-fabrication reduce the cost of houses. 

Creative selling will be the joint responsibil- 
ity of manufacturers, retailers and contractors. 
Each, working alone, has a task which places 
selling in a secondary position. Mr. Hood out- 
lined ways of joint action; of training and 
equipping salesmen and creating the conditions 
in which they can function efficiently. A thou- 
sand home-owning families will support one 
salesman. There should be a vertical organiza- 
tion of the three departments of the industry 
—manufacturing, retailing and contracting—to 
add this fourth function upon which all the 
other three depend. It is a great opportunity 
which must be developed before Governmental 
activity is withdrawn. 

The final feature of the convention was a 
film shown through the courtesy of the Amer- 
ican Steel & Wire Co.; a film with no adver- 
tising but which turned upon the gifts of na- 
ture to mankind. It included pictures of the 
International Stock Show, the development of 
agriculture and the operations of a number of 
industries such as butter and cheese making, 
candy manufacture and the like; a picture 
watched with lively appreciation by the con- 
vention. 

The report of the nominating committee was 
adopted, re-electing President F. W. Weinel, 
of Columbia; Vice President Russell F. Hun- 
ter of Chillicothe, and Director-at-Large James 
P. Flannery, of East St. Louis. 

The Women’s Auxiliary also re-elected its 
officers whose terms were expiring. 

The roster of officers now is as follows: 

President—Mrs. W. V. Ruhle, Springfield. 

Vice president—Mrs. Parker Bennett, Sidell. 


Recording secretary—Mrs. Pamilla Mad- 
den, Bloomington. 


Corresponding secretary—Mrs. F. W. Wei- 
nel, Columbia. 


Treasurer—Mrs. A. C. Gauen, Collinsville. 





Wisconsin Farmers Hauling 
More Logs 


Antico, Wis., Feb. 25.—Receipts of logs at 
the local plant of Tie Plugs (Inc.) are con- 
siderably larger than a year ago, according to 
C. T. Venable, manager. Thus far the local 
Plant has received about 400,000 feet of logs, 
all of them hauled in by local farmers and 
aulers, some coming from as far away as the 
vicinities of Lily and Pickeral Lake. More 
08s are being received this year via the sleigh 
route, he reports, and many farmers are hauling 
this winter who had not a year ago. 





right through a wallt 


le YOU could always see the building paper—you’d be 
as insistent on lasting quality in this material as you 


are in doors, floors or fixtures. 


__ While poor building paper is hidden and its rips or 
cracks are seldom exposed, the owner pays the penalty 
of having imperfect protection—and he knows something 


is wrong, even if he can’t see it. 


‘Out of sight, out of mind”? may have applied to build- 
ing paper in the past, but the success of Sisalkraft in 
recent years proves that contractors and dealers can and 
do think straight about the necessity for delivering sound 


and lasting building paper protection. 


Any material which fails to do the job for which it is 
bought is expensive at any price—whether you can see 


it or not. Sisalkraft does its job and does it well. 


THE SISALKRAFT CO. 


205 W. Wacker Drive Chieago, Ill. 





REG. U. S. PATENT OFFICE 


Soundly Merehandized for Sound Uses 
Sold, EXCLUSIVELY through retail dealers 
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ntario Dealers Approve Trade Code 


Want Fair Trade Board Established—Urge Dominion Government 
Aid for Home Building—Show Appreciation of Shingle Promotion Plan 


Toronto, Ont., Feb. 23.—The eighteenth an- 
nual convention of the Ontario Retail Lumber 
Dealers’ Association, held in the Royal York 
Hotel, Toronto, on Feb. 20, 21 and 22, easily 
surpassed, in interest, importance and success, 
any previous convention held by the association. 
The attendance was nearly double that of a year 


~ ‘Slew Officers and Directors Elected 


President C. P. Mahoney, Ottawa, presided. 
of officers for the current year 
was held on the morning of the second day, 
id resulted as follows: 

President—A. R. 


— 


ihe election 


Ss. F. Stinson & 


Stinson, 


Vice president—C. F. Richards, Geo. H. 
Belton Lumber Co., Ltd., London. 

I lia past president—C. P. Mahoney, 

Independent Coal & Lumber Co. (Ltd.), 

He r irectors—D. Kemp Edwards, D. 


Kemp Edwaré 





(Ltd.), Ottawa; M. R. Bogart, 

hatham (Ltd.), Chatham. 
Directors—W. G. Thom, Thom Lumber Co. 

(Ltd.), Smiths Falls; R. P. White, Belleville; 


L. Hill. Hill-Clark-Francis (Ltd.), New Lis- 
keard: G. T. Reid, Reid & Co., Lumber (Ltd.), 
Toront V. E. Boake, Boake Manufacturing 
e (Ltd.), Toronto; C. C. Lawson, Alliance 
Lumber Co. (Ltd.), Hamilton; O. Houck, 
Kitchener Lumber Co. (Ltd.), Kitchener; E. A. 
Naylor, Naylor Lumber Co. (Ltd.), Wheatley. 


Se iry-manager—H. soultbee, Toronto. 


New Yorker Made Life Member 


One of the interesting events was an address 
by R. B. Chapman, Syracuse, N. Y., after 
luncheon on Feb. 20. Mr. Chapman gave a 


splendid story of successful results secured from 
co-operation by retail lumber dealers in Syra- 
At the conclusion of Mr. Chapman’s ad- 
he was presented with a small maple 
leaf emblem to be worn in the lapel of his 


cuse. 


dress, 


coat, with his name engraved upon it and show- 
ing that he is an honorary life member of the 
Go 2. bk. A 


[he opening business session opened at 2 p. m. 
on February 20. An official welcome from the 
city of Toronto was extended by Mayor James 
Simpson, Toronto’s new Labor mayor, and a 
vote of thanks was extended to him on motion 
of C. C. Lawson, of Hamilton 

The remainder of the opening session was 
devoted to reports by President C. P. Mahoney, 
Secretary-manager H. Boultbee, Toronto, and 
the chairmen of the various standing commit- 
tees. These reports reflected a year of great 
activity, and exceptionally favorable results, in 
connection with a great variety of work carried 
on by the association. 


Urges Government to Revive Building 


On the evening of the first day, Feb. 20, over 
six hundred people attended a special banquet, 
which was followed by several entertainment 
features, and an address by Hon. H. H. Stevens, 
former minister of trade and commerce for 
Canada, member of the Canadian Government 
and member of the Royal Commission on Price 
Spreads and Mass Buying. Mr. Stevens deliv- 
ered a keen analysis of industrial and economic 
conditions in Canada, and devoted the last half 
of his address to a stirring appeal to the Do- 
minion Government to take immediate steps to 
revive building activity throughout Canada. He 
did not specify the way in which the Govern- 
ment should accomplish this result, but de- 
clared that it was in its power to take care 
of the problem in several ways, by setting up 
a department and providing funds, or by ar- 
ranging to guarantee the funds that might be 


furnished by loan, insurance or trust com- 
panies. Mr. Stevens’ address proved of great 
interest to the lumbermen, as they have been 
campaigning for several years in order to in- 
duce the Canadian Government to adopt such 
a policy. The address given by Mr. Stevens 
was put upon the air by a local broadcasting 
station and was widely advertised in advance. 


Tells of Lecture Course for Lumbermen 


The second day of the convention opened 
with the election of officers, and was followed 
by several interesting addresses and open forum 
discussions. 

Russell T. Kelley, Hamilton, gave a prac- 
tical and entertaining address on “Extra Prof- 
its.” 

Theo. A. Sparks, Winnipeg, Man., spoke on 
“Plan Service and Other Aids to Trade Ex- 
tension.” 

W. J. LeClair, of the Forest Products Labo- 
ratories, Ottawa, gave an illustrated address 
on “Brown Stains in White Pine Lumber.” 

T. A. McElhanney, superintendent of the 


Forest Products Laboratories, Ottawa, gave a 
short address on the “Lecture Course for Lum- 











H. BOULTBEE, Cc. P. MAHONEY, 
Toronto; Ottawa; 
Secretary Retiring President 


bermen,” which will shortly be inaugurated by 
the Laboratories. 

Geo. S. Hougham, secretary of the Retail 
Merchants Association of Canada, gave an 
address on the efforts being made by his asso- 
ciation, and the Nation! Retail Trade Federation 
of Canada, to induce the Dominion Govern- 
ment to establish a Fair Trade Board. 

During the afternoon session, a conference 
took place between representatives of lumber 
manufacturers, wholesalers, and retailers. A 
number of matters previously discussed at a 
conference of special committees of the Cana- 
dian Lumbermen’s Association, the White Pine 
3ureau and the Ontario Retail Lumber Deal- 
ers Association, were reported upon to the con- 
vention by J. L. Crane, chairman of the White 
Pine Bureau. A discussion followed, which 
was chiefly interesting for an exchange of opin- 
ions and experiences in connection with coffee 
stain, crosser burn and brown stain in white 
pine lumber. 

E. I. Gill, Toronto, submitted a Code of 
Ethics for the lumber trade, recently adopted 
in Toronto, central Ontario and eastern Ontario, 


and approved by branches of the O. R. L. D, A 
in these districts, as well as by a committee 
of the Wholesale Lumber Dealers’ Association 
The Code was gone over carefully by the meet. 
ing, thoroughly discussed and formally ap- 
proved by a unanimous vote. The Code is as 
follows: 

For the purpose of establishing principles 
of fair trade practice in connection with the 
lumber trade in Ontario whereby wholesalers, 
manufacturers and the Ontario Retail Lum. 
ber Dealers will be enabled to understang 
and protect one another's interests, the fol. 
lowing are set forth as reasonable practices 
which will be recognized by all parties: 

Manufacturers and wholesalers should con- 
fine their sales to: 

(1) Retailers maintaining adequate and per. 
manent storage and handling facilities, q 
sales organization for the consumer trade 
and carrying a well-assorted stock of new 
lumber only. 

(2) Contractors, but only when and as 
approved by the established retail trade. 

(3) Industrials, including wood fabrica- 
tors, box and crating manufacturers and 
users of lumber products in their manufac- 
turing and shipping processes, but not for 
construction or re-sale; in carload lots only, 

(4) Dominion and Provincial Governments 
and Government contractors on Government 
contracts; in carload lots only. In localities 
where it is the established custom for retail 
lumber dealers to take care of this class of 
trade, manufacturers and wholesalers are to 
respect the local custom. 

(5) Steamship lines, steam railways and 
contractors on railway construction; in car- 
load lots only. 


At a subsequent session of the new board of 
directors, a motion was carried, in accordance 
with a resolution of the general meeting, ex- 
tending the application of the above Code of 
Ethics to include the hardwood flooring bus- 
ness. 

The balance of the afternoon session on the 
second day, and part of the morning session on 
the third day, were devoted to brief addresses 
by representatives of the various firms conduct- 
ing exhibits of lumber and building materials 
at the convention. 


Enthusiastically Approve Shingle Promotion 


A specially interesting address on Thursday 
afternoon, followed by a discussion and a res- 
olution on Friday morning, was delivered by 
W. W. Woodbridge. Seattle, Wash., manager 
of the Red Cedar Shingle Bureau. The chief 
point in Mr. Woodbridge’s address was that 
the Shingle Bureau was prepared to spend a 
substantial sum of money in promoting the 
sale of red cedar shingles in the Ontario mar- 
ket, and that it earnestly desired the approval 
of this policy on the part of the Ontario Retail 
Lumber Dealers’ Association. Mr. Woo4- 
bridge’s anriouncement was enthusiastically re- 
ceived and approved by the convention, and a 
strong resolution was at once passed unaii- 
mously, to be forwarded to the Red Cedar 
Shingle Bureau, asking it to lose no time 
putting its policy into effect. The resolution also 
emphasized the necessity for immediate steps 
on the part of the Bureau to stabilize the price 
of red cedar shingles in Ontario. In comnnet- 
tion with the promotional work of the Bureat 
in Ontario, the resolution also strongly urged 
the reappointment of G. H. McKenzie, former 
Bureau representative in eastern Canada, or 4 
man of equal ability. 


Desire Creation of Fair Trade Board 


A motion was carried, instructing the d- 
rectors to appoint a committee to co-operate 
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with the National Retail Trade Federation in 
ts efforts to secure the creation of a Fair 


Trade Board by the Dominion. Government. 
The directors subsequently appointed for this /\ 
purpose a committee oe eg by rr; M. Bar- 
rett, Ottawa, chairman; . N. Cummings, c —, 
Westboro; C. P. Mahoney, Ottawa; and D. 

Kemp Edwards, Ottawa. SPRUCE. LADDERS 


In connection with the above committee, a 
second committee was appointed, ig - ‘ . 
J. D. Branch, Walkerville, chairman; E. M. 

Barrett, Ottawa; and D. Kemp Edwards, Ot- prin ime 
tawa, to consider and make representations re- 
specting the regulations and operations of a 


——— in connection with the lum- Is Aways Ladder Time 


Ask Dominion Funds for Home Building 




































































After a lengthy discussion relating to hous- Lots of ladders are needed every Spring—more than ever will be required this year for the 
ing schemes and the revival of building activity, countless jobs of cleaning, painting, repairing, decorating, refinishing stimulated by the 
a resolution, introduced by E. M. Barrett, Ot- many renovizing and modernizing campaigns. 
tawa, and seconded by M. N. Cummings, West- 
yoro, was passed calling for the appointment One enterprising dealer last year increased his ladder 


of a committee to interview the different mem- 


t of the Dominion Government who will sales more than 100% simply by querying his customers 
"TS O 


have charge of the proposed building program, about their ladder needs—and showing his complete 
with the idea of having them devote at least a stock of Babcock's Genuine Air Dried Spruce Ladders. 
portion of the available money for the purpose ; 

of building individual homes. The directors How's your stock? A lot of people are going to buy 
subsequently appointed for this purpose a com- ladders soon. Don't miss any of this profitable business 


mittee consisting of J. D. Branch, Walkerville, 
and E. M. Barrett, Ottawa, with power to add 
to their numbers. 


by being caught short. Babcock ladders are so safe and 
strong, yet so light and easy to raise—they sell them- 


The discussion of housing schemes and build- selves—and it's nice, clean business for you're doing a 
ing activity was followed by a consideration of man a real service when you sell him a Babcock ladder. 
the Farmers Creditors Arrangement Act. The 
operation of this Act was explained by some Send TODAY for a Babcock catalog and 
of the members who had already become ac- latest prices so you can round out your stock 





and share in this profitable business. 





quainted with its details. It met with approval 
from the dealers, and a resolution was car- 


ried instructing the directors to request that T 
its operation be extended also to other owners he W. W. Babcock Co. 


of homes as well as farmers. 
BATH, N. Y. 





























Past Presidents Honored at Dinner-Dance 





On the night of Feb. 21, the annual dinner- 
dance was held. Over two hundred were pres- 
ent at the dinner, and it was featured by a num- 
ber of interesting presentations. The first pres- 
entation was to eleven of the past presidents of 
the O. R. L. D. A., all of whom had been spe- 
cially invited to attend. Each of the past presi- 
dents was given an attractive emblem in the 
form of an enamel maple leaf in colors, with 
the past president’s name engraved upon it and 
the year in which he held office. 

The W. C. Edwards membership challenge 
shield was presented by W. G. Barron, Ottawa, 
to the Toronto district of the O. R. L. D. A, 
the winners for 1934, who showed a percentage 







How old are 


TERMITES? 


HE termite is not a by-product of the 
depression or even of the machine age. 
While it has been observed recently in new 
territory and been charged with greater dam- 


of 61.70 dealers as members of the O. R. L. Vulnerable age am coven baleen te tim long esis a 
D. A., the percentage being figured upon the points for famili . M4 iacilie 
total list of dealers in the district. A. R. Stin- termite amiliar insect to entomologists. 


sor. Toronto, the new president of the O. R. L. 
D. \., received the shield on behalf of the 
district. 

P. L. Canfield, Woodstock, and Jack Grace, 
Ottawa, were in charge of entertainment and 
musical features during the dinner. Following 
the dinner, Jack Wachter and his orchestra 
provided music and the guests danced until an 
early hour in the morning. 

A committee of wholesale lumber dealers who = 
assisted greatly in making a success of the 
convention was composed of L. D. Barclay, L. 
M. Stark, and A. E. Read, all of Toronto. 

A ladies reception committee looked after 


damage The effectiveness of impregnating lumber 


with creosote or zine chloride to stop ter- 
mites from consuming the wood has also been 
known for a long time. Generations of expe- 
rience are behind this knowledge. Every 
government and scientific research in this 
field confirms this experience. 








1. Plates and 


corner posts. 





This organization has for many years pro- 
duced treated timber capable of resisting 




















the reception and entertainment of the visit- attacks of termites as well as of decay-pro- 
Hh _— The committee was ——— of ducing fungi. Such lumber can be recom- 
Mrs. J. C. Irvin, Weston; Mrs. A. R. Stinson, 2 : 

Toronto; Mrs. Geo. W. Coyles, Toronto; Mrs. es au mended with full assurance that the treat- 
K. M. Brown, Toronto; and Mrs. H. Boultbee, ed ment will justify the claims. 


Toronto. In addition to the dinner-dance, the S Perch 
visiting ladies were entertained at a compli- 
mentary luncheon and an afternoon theater 
party. 


columns. 





AMERICAN CREOSOTING COMPANY 


INCORPORATED ~ 

















1 COLONIAL GEORGIA 

: THE FEDERAL HOUSING ADMINISTRATION €eS- CREOSOTING CREOSOTING 
tmates that the modernization drive has created COMPANY COMPANY 
more than $200,000,000 worth of work, much of mmconronarep imcomponaten 


Which repres ash expenditures. 4. Sheathing. 
presems cash expend! . LOUISVILLE — KENTUCKY aes 





48 


AMERICAN LUMBERMAN 


Nebraskans Ask Maximum Retail 
Yard Distribution 


Omana, Nes., Feb. 25.—The forty-fifth an- 
nual convention of the Nebraska Lumber Mer- 
chants’ Association, held in the Rome Hotel 
here, closed Feb. 15 after three days of ses- 
sions, 

{[Nore: A report of the opening day’s session 
appeared on page 40 of the Feb. 16 issue. — 
EpiTor. } 

The registration was one of the largest in 
the history of the organization. Held jointly 
with the lumbermen’s meeting was the second 
annual convention of the Nebraska Retail Coal 
Merchants’ Association—most Nebraska lum- 
bermen being also coal dealers. The Federal 
Housing Act, distribution problems, Codes, and 
the value of a strong association, were the four 
main topics of discussion. 

Jay Cottingham, Hastings, was elected presi- 
dent and Guy L. Harrison, Grand Island, vice 
president. I. G. Chapin, Lincoln, is treasurer 
for the twelfth successive term. Secretary Phil 
Runion, Lincoln, and Assistant Secretary W. A. 
Keitges, Crete, were both re-elected. 

The Thursday morning session began with a 
brief insurance program under the direction of 
Guy L. Harrison, Grand Island. F. C. Krotter, 
of Palisade, gave the report of the auditing 
committee, which told of the strong financial 
condition of the Midwest Lumbermen’s Inter- 
Insurance Exchange, there having been no 
losses in invested securities. 


The Coal Program 


W. Edgar Gates, president of the Nebraska 
Retail Coal Merchants’ Association, took charge 
of the coal program, introducing the first 
speaker, H. J. Dane of Iowa City, past presi- 
dent of the Northwestern Retail Coal Merchants’ 
Association and present member of the Na- 
tional Code Authority, who said in part: 

The Code is a vehicle of opportunity, and 
not an end in itself. Code authorities have 
no power to compel compliance; no power to 
legislate; no power to adjudicate. They are 
set up for one purpose only and that is as 
far as they can go; namely, administration 
of the Code as it is written today. 

The opportunities which lie under the Code 
are those giving the industry a chance to get 
its own house in order. 

Today men can meet, discuss and agree 
upon the details of working out code fea- 
tures. They may, through certain procedure, 
even set up floor levels of cost below which 
coal may not be sold. Through co-ordinating 
committees they may agree with producers 
on certain policies of distribution. In fact, 





W. A. KEITGES, CRETE: 
Assistant Secretary 


if you will read your Code carefully you will 
find in it opportunities to accomplish ends 
worth the cost. 

Without the Code you will have the labor 
provisions insisted upon anyway and with no 
sections on marketing and fair trade prac- 
tices to give you an offset. 

Administration of the codes is costing too 
much money and both NRA and the National 
Authority are determined to cut the cost this 
coming year. Part of this cut will come from 
some consolidation of divisions, and you may 
well put some thought on this fact. 

Codes can not take the place of a trade 
association to protect your interests. 

Charles Gardner, of Omaha, related some of 
the problems of the coal customer. He com- 
pared present-day coal dealers with those of 
twenty-five years ago, and told of his early 
experiences as a coal salesman. “Deliver us 
the coal with which you know we are satis- 
fied,” said Mr. Gardner. “Keep in touch with 
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us, help us solve our furnace problems, and 
you will keep us on coal longer.” 

Cullen Wright, of Scottsbluff, known as 
“Nebraska’s Will Rogers,” gave a humorous, 
philosophical discourse on “America at the 
Cross Roads,” illustrating many of his points 
with humorous stories and anecdotes. 


Tells of Club's Activities 


E. A. Levitt, of York, president of the 
B&Btr Club of that vicinity, was introduced 
by Rex Davies, of Utica. Levitt told of the 
formation of the club, which has a membership 
of thirty-seven lumbermen, and reviewed its 
progress during the first year of its existence. 

We soon began to find that our monthly 
meetings were very helpful to us, said Mr. 
Levitt. We discovered that our competition 
was not within the industry but without, and 
as we were breaking bread month after 
month and rubbing shoulders with each 
other, we found that we had common prob- 
lems; our members began to express them- 
selves more freely, benefitting each other; 
suggestions were made to overcome our dif- 
ficulties. 

Our program committee got busy and pro- 
vided us with speakers qualified to discuss 
intelligently the products which we handle. 
Our trade relations committee provided us 
with reliable information on the wholesalers, 


jobbers and commission men who are in favor. 


of 100 percent dealer distribution, and those 
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who are not. Our fair practice committee got 
busy and actually produced results, straight- 
ening out difficulties that would come up in 
any large family. 

Another valuable feature was the exchange 
of items on which one yard may be long and 
another be short. 

As an evidence of loyalty to our associa- 
tion I am proud to report that we have 95 
percent attendance at this convention. 


Modified Codes Likely to Last 


L. B. Holland, of Omaha, member of divi- 
sional Code Authority No. 14, spoke on “Codes 
—Past, Present and Future,” saying in part: 

Our Code proper, as originally approved, is 
still the law of the land, with three approved 
amendments. One amendment has to do with 
incorporation of the divisional Code Author- 
ity, and is not of general interest. Another 
clarifies the assessment obligations, makes 
the payment of dues mandatory, and their 
collection supposedly enforceable. The third 
amendment makes the filing of prices and 
terms mandatory, instead of leaving it to the 
discretion of the divisional Code Authority. 
Your Lumber Code Authority has, for good 
reasons, delayed issuing a new order for price 
filing. 

The Modal order requiring a minimum 
price with a fixed mark-up, is still in effect 
and probably will be until March 1st, when 
the present order expires. There is a possi- 
bility the order may be extended but, in my 
opinion, not a probability. 

There is much speculation about the future 
of the codes and their enforcement. There is 
every indication that the codes will be con- 
tinued, strengthened, and enforced, and that 
the many conflicts and duplications will be 
reconciled. Whether we can retain our pres- 
ent price protection set up no one can say. 

The codes in modified form will undoubted- 
ly be with us for some time. We will probably 
be forced to respect their provisions relating 
to wages and hours and labor; we will prob- 
ably be forced to make reports from time to 
time to the administration; we may be forced 
to file prices and terms; we will probably be 
required to observe certain basic rules of 
fair competition, and we will probably be 
forced to contribute something to Code ad- 
ministration. Therefore, since we will un- 
doubtedly be obliged to accept the disadvan- 
tages and pay the penalties, it becomes 
clearer with each day, that if we are to re- 
ceive any of the expected benefits we must 
rely more on our own efforts and initiative 
and intelligence, and less on the Government. 

In spite of all the grumbling, criticisms 
and objections, I firmly believe that the re- 
tail lumber fraternity would be loath to sur- 
render its codes. Dealers individually, whet 
expressing their honest convictions, invari- 
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ably declare themselves for their continuance. 


A. T. Hansen of Omaha, discussed some of 
the problems of distribution which are confront- 
ing lumbermen, stating that most of these came 
about because of a reduction in the volume of 
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sales, both of the retailer and of his source of 
supply. He stressed the importance of the re- 
ailer dealing only with manufacturers and 
wholesalers adhering to clear-cut distribution 
policies. 

Discusses National Housing Act 


Hon. A. O. Eberhart, of Evanston, IIl., for- 
mer governor of Minnesota, discussed the Na- 
tional Housing Act and described its purposes 
and possibilities, saying in part: 

Under Title I over 150,000 loans have been 
made by about 3,900 banks and the total 
amount contributed to repair and moderniza- 
tion work, stimulated by this Act, is already 
over $225,000,000. In other words, more than 
390,000 workers have been taken out of the 
pread line and given employment during 
these few months of operation, and the total 
amount of work under Title I alone will re- 
store employment for over one million work- 
ers through the use of local, now frozen, 
capital. ‘* 

Title II will enable us to build in the next 
ten years at least 300,000 homes per year and 
give employment to at least two million 
workers, so this Act will actually provide 
for about one third of the entire unemployed 
population and do it with no cost to tax- 
payers except the small proportion provided 
for insurance under Title I. 

At the present time, there is a greater field 
for repair and modernization work than there 
has ever been before. Very little has been 
done during the past few years, and there 
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are literally millions of homes and other 
buildings now demanding this work in order 
to save them from deterioration and destruc- 
tion. 

The net results under Title II are ex- 
tremely important. They enable the average 
worker, or salaried person, to buy or build 
a home with about one-half of the initial 
cost heretofore required. He can pay up his 
entire mortgage in monthly installments over 
a period not to exceed twenty years, and 
never has to worry about second mortgages 
or renewals and their excessive cost. He can 
invest a minimum of only 20 percent and 
the bank advancing the 80 percent is fully 
protected by 100 percent insurance, paid for 
by the borrower. 

A noon luncheon for the ladies, at the Hotel 
Fontenelle, had two hundred and fifty guests. 
This was followed by bridge and a theater 
party. The evening entertainment consisted of 
a dance and floor show in the Rome Hotel ball- 
room, and a midnight buffet supper. 

At the Friday morning session, C. E. Alter, 
Alma, took charge of the question box, in 
which about thirty questions had been placed. 
These, with a like number from the floor, made 
a most interesting session. 

The convention went on record in favor of 
maximum distribution of all building materials 
through the regular retail material dealers. 

The final session was brought to a close by 
brief talks from President-elect Jay Cottingham 
and Secretary Phil Runion. 


Northern Wholesale Hardwood 


Reports Improvement 


MILWAUKEE, WIs., Feb. 19.—E. H. Ruhmer, 
of Park Falls., Wis., was re-elected president, 
and all other officers and directors retained for 
another term, at the annual meeting of the 
Northern Wholesale Hardwood Lumber Asso- 
ciation in the English room of the Milwaukee 
Athletic Club today. They are as follows: 

Vice president—Robert G. Maislein, She- 
boygan, Wis. 

Secretary—John F. Hayden, Minneapolis. 

Treasurer—A,. H. Ruth, Chicago. 

Directors—T. T. Jones, Minneapolis; Wil- 
liam Kelley, Milwaukee; W. D. Wheeler, 
Marshfield, Wis. 

Holdover directors are: G. A. Vangsness, 
Chicago, and L. H. Levisee, Oshkosh, Wis. 

The meeting was timed to fall on the opening 
day of the annual convention of the Wisconsin 
Retail Lumbermen’s Association in Milwaukee, 
so the wholesalers had an excellent opportu- 
nity to meet customers and prospective custom- 
ers in a most convenient and time-saving way. 

A considerable part of the meeting was de- 
voted to a thorough discussion of wholesale 
market conditions, as reported by representa- 
tive members, in the principal markets of the 
region, such as Chicago, Minneapolis and Mil- 
waukee. While volume is still restricted, there 
has been a noticeable improvement since the 
end of November, and the opinion was generally 
expressed and supported that 1935 should turn 
out to be the best in at least five years. A 
revival of new dwelling construction and mod- 
ernizing, and other rehabilitation work contem- 
plated by the Federal Housing Administration 
and now actually getting under way, were hailed 
with considerable enthusiasm. Demand from 
the sash and door industry and the furniture 
factories is showing some signs of a revival 
after a long period of dullness. Some disap- 
pointment was expressed over the recent in- 
crease in the price of birch. The increase, it 
was held, made it more difficult than ever to 
sell birch in competition with sap gum, even 
in the natural market for birch—near the pro- 
ducing section, 

Pinions concerning the Code were generally 
favorable and its extension favored, and a de- 
mand was made for a better definition of the 
term “wholesaler.” 

A strong resolution of protest against the 
opening of Federal income tax figures to the 


public was adopted by the association. This 
was declared to be an imposition on the Amer- 
ican public, inquisitorial to a wholly unwar- 
ranted degree, legitimizing a “racket,” and mak- 
ing a “sucker list” of American business and 
professional men. The resolution also calls 
upon other industrial and commercial groups to 
voice their protests, and urges an early end of 
the affair. 

Neither President Ruhmer nor Vice Presi- 
dent Maislein were able to reach Milwaukee 
in time for the meeting, so that it was con- 
ducted under the chairmanship of Harry E. 
Christiansen, General Lumber Co., Milwaukee. 
He is a former president of the association, and 
recently was appointed a member of the trade 
relations committee of the National Association 
of Hardwood Wholesalers at its annual con- 
vention in Chicago. 


Wooden Street Light Standards 


Are Success 


Tacoma, WasH., Feb. 23.—Wooden light 
standards are being manufactured with consid- 
erable success by the Washington Manufactur- 
ing Co., of this city. The standards are being 
used in Boston and in several other eastern 
cities, according to Thomas L. Manley, secre- 
tary and manager of the Washington Manufac- 
turing Company. 

The company began its experiments with the 
wooden standards about three years ago, after 
receiving a request for manufacture of such 
posts from a large eastern electrical company. 
The standards are made from Washington fir, 
which is treated in such a way that it will with- 
stand the weather indefinitely. That they will 
stand almost any kind of weather was demon- 
strated last October, when a number of the 
poles, in use at the Mueller-Harkins airport 
here, were undamaged during an 80-mile wind- 
storm. 

The poles cost approximately $6 each, de- 
livered in Boston. They are sand-painted and 
are difficult to distinguish from cement ones. 
The base of each standard is set in either con- 
crete or cast iron, 18 inches off the ground, 
and wood, set 18 inches off the ground will, 
according to Mr. Manley, last indefinitely. 
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How Much Profit 
MUST You Earn? 


That’s a vital 
question today 
for all lumber 
manufacturers 
and dealers to 
consider. 


Here’s a 


New Book 


“Pricing 
for Profit’’ 


By 
ie W. L. Churchill 


This book is truly A Guide to Profitable Busi- 
ness because it clearly and _ specifically 
answers such important questions as: 
Where should your profits come from? 
How must you determine right prices? 
How shall you get the right prices? 
What is the correct ratio of selling cost 
to profit? 
e How do you synchronize your sales and 
production? 
e Where should 
begin? 
Every Lumberman Needs 


This Book--Order Today! 
315 Pages — $3.00, Postpaid 
For Sale by 
American Lumberman “45. 7e"tineele” 
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Co_umsus, Ou1o, Feb. 26.—The Ohio retail- 
ers today began their annual convention with 
a massive and carefully drawn program of 
business, seasoned with entertainment. It is 
the fifty-fourth annual meeting of the Ohio 
Association of Retail Lumber Dealers that is 
assembled in the Deshler Wallick Hotel; and 
in keeping with this long record of construc- 
tive merchandising study, the Buckeye lumber- 
men are centering this convention about the 
paramount question of salesmanship in its broad 
aspect. Four sessions deal successively with 
starting, making, financing and protecting sales. 

President W. G. Smith, of Akron, who is 
an excellent presiding officer with a friendly 
and informal manner and a gift for keeping 
discussions on the main track, presented his of- 
ficial address, in which he made a rapid survey 
of the year, both in terms of individual yard 
business and in terms of association efforts. He 
paid special tributes to the work of Secretary 
Findley M. Torrence and that of Arch Klumph, 
chairman of the association committee on dis- 
tribution. 


Code Aids Association Efforts 


Secretary Torrence then presented his report, 
“In Praise of ‘Rugged Individualists.’” For 
some time, he stated, there has been a tendency 
to deprecate the Code and to praise the associa- 
tion. While he appreciated the tribute to the 
record of association management, he stated 
that this attitude is not entirely fair to the Code. 
There is, to be sure, something less than per- 
fect about a program which enables dealers with 
a record of unsuccessful management to blossom 
suddenly into big operators; and the secretary 
then analyzed the situation to discover the rea- 
sons for such a result. 

The distinction between Code and association 
work is largely a matter of names, since the 
same staff works in both fields; and it is neces- 
sary to strike a balance to appraise the results. 
The reports so far, received from three hundred 
yards, show that business is larger in volume 
and more productive of profits. If Ohio: deal- 
ers had been content with the minimum modal 
mark-up, and if they had received 100 percent 
compliance, the record would not have been so 
good as it was. As a matter of fact, compli- 
ance was nearly 95 percent, and the mark-up 
was nearer 50 percent than the minimum of 34. 
This may be credited to association work; but 
none the less the Codes supplied the adminis- 
trative staff without which these results could 
not have been attained. 


Errors in Code Administration 


Among the mistakes of Code administration 
was that of over-selling the Code. It could not 
achieve all that was expected. Too much atten- 
tion was given to writing, and not enough to 
administering, the Code. Administration had 
to be improvised, and resulted in trouble-shoot- 
ing. Work was burdened with red tape. The 
Blue Eagle insignia was interpreted as an ap- 
peal to the purchaser to be patriotic; and the 
result was a feeling on the part of the buyer 
that the Blue Eagle meant high prices to pay 
for high wages and short hours. Mail-order 
houses and others selling on price appeal should 
have been required to abandon misleading ad- 
vertising and should have been given a modal 
mark-up based exactly on their peculiar eco- 
nomics. The Government was slow in confin- 
ing its purchases to Code compliers. Too much 
emphasis was laid upon criminal law and not 
enough upon civil; and provision should have 
been made for restitution of profits made by 
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SALESMANSHIP 


Takes First Place at 
Ohio Convention 


Note: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 





violations. Provision also should have been 
made to relax the Code in places where viola- 
tions were flagrant. A chiseler is amenable to 
a few strong doses of his own medicine. 

The chief error was the assumption that the 
man refusing to comply with rules is a “rugged 
individualist.” This is an absurd assumption. 
The pioneer business men were the inventors 
of association co-operation. They were too 
smart to hunt alone when more game was to 
be had by hunting in packs. There are 880 
dealers in the State complying with the rules, 
and twenty or less who are not. The latter 
trail the former, but don’t get far away. The 
non-compliers would be sick if the Code folded 
up; for without it the chiselers would be back 
where they were, failing in business. 


Preventing Trouble Before It Appears 


But Code compliance on a voluntary basis has 
been large. The Code has shown thoughtful 
dealers that they can build sales on a basis other 
than the low dollar. 
Dealers have realized 
their interdependence, 
and have learned that 
one non-complier can 
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Akron; 
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disorganize prices in a 
whole district. And 
they have learned that 
a dealer can get busi- 
ness by superior .mer- 
chandising as well as 
by price cutting. 

The association is moving from trouble-shoot- 
ing to the gathering of statistical facts about 
competitive practices, and upon these facts it is 
basing its efforts to prevent trouble before it 
appears. Statistics prove that business has been 
larger in volume in 1934 than in 1933; and, by 
making all allowances and setting up a highly 
conservative estimate, it appears that Ohio 
dealers have gotten in return more than $30 
for every dollar invested in Code and associa- 
tion administration. The secretary stated can- 
didly that this administration is not yet cor- 
recting all abuses. But he added that experi- 
ence has given administrators an insight into 
basic difficulties that promises to make a better 
record. This further advance involves keep- 
ing the administrative staff in the field. 
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Secretary 


Association’s Own Efforts, 

Assisted by the Code, Have 

Laid Foundation for Prof- 
itable Merchandising 
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Field Staff Reports Its Findings 


Following the secretary’s report and the re. 
port of Treasurer W. G. Anderson, members 
of the field staff made brief statements. R. ¢ 
Kuhlman, of Cincinnati, called attention to the 
difference between Code administration and 
Code enforcement. A number of important 
enforcement efforts have been buried in the |e. 
gal department of the NRA. J. C. Hoffman, 
of Cleveland; J. Gardner Leach, of Toledo: 
and Mark Hudson made brief statements about 
the co-operation which dealers have learned 
from the Codes. F. D. Holmes said much trov- 
ble starts as a type of hysteria; a suspicion that 
prices have been cut when they have not 
been. Mistakes in figuring, substitutions of 
grades or species, or mere customer rumors of 
cut prices, explain many charges of violations, 
Mr. Holmes stated that figures prove a mark- 
up of 25 percent on costs is necessary to recover 
the yard’s payroll. The average mark-up for 
the State is 46.7 percent. Kenneth King told 
of the valuable co-operation of the regional 
adjuster of the NRA, in Dayton. E. G. Dil. 
low mentioned the importance of proper forms 
of bookkeeping in revealing necessary informa- 
tion. R. Marston called attention to the fact 
that the field staff is actually accomplishing 
the results desired by progressive dealers. 
John Hillenbrand stated that some of the trou- 
bles arising issue from old grudges rather than 
from new violations. He added that it is often 
necessary for dealers to take the field man’s 
word that no violations have occurred. If a 
dealer were told that his competitor had got- 
ten a higher rather than a cut price, and had 
done it by superior merchandising, the com- 
plainant might rush to the customer with the 
information that the latter was being cheated. 

The morning session closed with a brief 
greeting from L. R. Putman, of the FHA staff 
of Illinois. 


lf You Like Code, Say So 


C. L. Webb spoke, at the beginning of the 
afternoon session, on the “Future of Code Reg- 
ulations.” He began by expressing gratitude 
to Ohio for the loan of Homer Ballinger to 
head the national Code authority. He urged 
dealers, if they believe there must always be 
public regulation of business, to make their 
opinions known. Those who have objections 
to such regulations make their opinions known; 
and many complaints and few supporting state- 
ments create the impression that no one is in 
favor of continuing constructive regulation. The 
NRA is the only regulatory machine in exist- 
ence; and those who want it continued should 
make themselves heard. 

The Codes have demonstrated the usefulness 
of associations. They are working to 90 per- 
cent efficiency in 80 percent of the area of 
the country. They offer the tools for building 
a structure of fair competition. Through the 
Government contracts branch it is possible to 
secure rejection of bids for public works if 
failure to comply with the Codes can be shown. 
By employing this division, it has been possi 
ble to bring a number of non-compliers into 
line. Without making a positive statement, 
Mr. Webb expressed the guess that the modal 
mark-up will be omitted from the new Code; 
and in that event the earlier method of opet 
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price filing will be substituted. The new Code 
probably will give more latitude for adapta 
tions in different areas. The chief reason for 
continuing NRA is the memory of price cut- 
ting, foreclosures and bank failures which 0¢- 
curred before the new control was tried. 
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Mr. Webb answered many questions. He 
stated that an effort is being made to get the 
modal mark-up extended beyond its expiration 
date. Open price filing has some advantages ; 
as is proved in Ohio, where prices are sub- 
stantially above that level. The removal of 
the Blue Eagle has been more effective in 
setting compliance than is generally realized. 


Industry Must Rely on Friendship 


0. O. Axley, of the Southern Pine Associa- 
tion, then made the genial speech on the sub- 
ject, “Our Retail Friends—Code or no Code,” 
which he has delivered at a number of conven- 
tions and which has been fully reported in 
previous issues. He recalled the friendship of 
retailers for the Southern Pine Association and 
their help in establishing grades and in getting 
rail rates adjusted; and he mentioned the ef- 
fort of manufacturers to get the distribution 
statements, written into the retailers’ Code. He 
stated that while laws and regulations are use- 
ful, the industry will be saved by friendship 
and will be based upon honesty of operation. 


Selling to the Man Who Says “No” 


David P. Livingston, of Chicago, then made 
qa rapid-fire speech on the subject, “You Can’t 
Substitute Laws for Salesmanship.” Dealers, 
with or without Codes, are always looking for 
new business. His message was to put effort 
into sales; to talk of qualities and values rather 
than prices. Too many business men give all 
their effort to buying and to management. 
People love to be sold goods. They like the 
salesman who sells them the most. They are 
not interested in lumber, but they are inter- 
ested in the satisfaction they can get from 
things built of lumber. The seller’s task is to 
apply what he has to the prospect’s need. This 
calls for organization; for prospect lists and 
for persistent effort to turn these prospects 
into buyers. If a salesman doesn’t make calls, 
he'll not make sales. Most sales are made to 
persons who first say no. Most talk about 
chiseling is an alibi for poor salesmanship. 

W. W. Woodbridge, of the Red Cedar Shin- 
gle Bureau, described the history of shingle 
manufacture and the development of standards 
under which shingles could be graded and 
guaranteed. He described the field work of 
the bureau, the laboratory work and the pro- 
motion efforts. 


! . 
The "Exclusive (One Way) 
" 
Agent 

Wasuincton, D. C., Feb. 25.—“Exclusive” 
export agents that are careful to work the 
“exclusive” principle in strictly one-way 
trafic are causing American lumber ex- 
porters considerable harm by helping to de- 
press the market that, instead, they should 
help maintain, declares Axel H. Oxholm, 
chief of the forest products division of the 
Department of Commerce, who has ways 
and means of discovering what is going on 
in business offices on both sides of the briny 
deep. 

Theoretically, for an American lumber 
manufacturer to designate an _ exclusive 
agent in an export territory means that he 
has no other agent in that territory, and 
must confine his sales efforts to and through 
this one concern; again theoretically, this 
agent guards the exporter’s interests just as 
though he were on the payroll, only he is 
paid by commission and not by salary. This 
sounds, and is, very fine indeed, Mr. Ox- 
holm admits, but he diplomatically sug- 
8ests that the lumber manufacturer on this 
side of the water be a little less naive and 
trustful, and ask “What does ‘exclusive’ 
mean to the agent?” If he does, he may 
find that his exclusive agent and the exclu- 
Sive agents of sundry of his competitors 
may all be one and the same concern. Mr. 
Oxholm then became a bit more specific: 


In one particular branch of the lumber ex- 
Port industry it was recently found that four 
exporters had the same “exclusive agent” 





and that this agent was able to play one ex- 
Porter 


against another. “Certainly” this 
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agent said to exporter No. 1, “you can have 
no objection to my placing an inquiry before 
some other exporter, if the price is too low 
for you to accept it.” This particular “ex- 
clusive agent” was at least open and above- 
board, and may not be accused of keeping 
the exporter in the dark. On the other hand, 
one may question that exporter’s business 
acumen in permitting his “exclusive agent” 
to use his position for the purpose of de- 
pressing prices, instead of helping the ex- 
porter to take advantage of the market. 

This system has been brought about by the 
American exporters’ own fault. For some 
inexplicable reason, certain exporters are 
jealously guarding the names of their agents, 
and, as a result of this needless secrecy, it 
is possible for one agent to “load up” with 
American connections in the same line, which 
policy in turn has had an unfavorable effect 
on the American export business. 

American exporters might follow the ex- 
ample of exporters in other countries, who 
sometimes list their foreign agents in a pub- 
lished trade directory. There can be no ob- 
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jection to one agent having more than one 
American export contact in some lines, of 
which lumber is one, so long as he plays the 
game fairly and can take care of the trade, 
but he should not use his position to depress 
the market. Each case must be judged on its 
merit, and no exporter should appoint any 
firm its “exclusive agent” unless full par- 
ticulars in regard to the agent’s arrange- 
ments with competing concerns are made 
clear. 

Best of all, “exclusive” should work both 
ways. 





Sells Birdseye Maple Veneer for 
New Ship 


EscanaBa, Micn., Feb. 25.—The Birdseye 
Veneer Co. has received an order for 100,000 
square feet of birdseye maple veneer for the 
interior finishing of the new Cunard White Star 
liner Queen Mary, which was only recently 
launched. 











To All Manufacturers of Hardwood 
Lumber and Timber Products 


IMPORTANT 


Notice of Production Allotment forthe Month of 
April, 1935. 


OFFICIAL NOTICE IS HEREBY GIVEN TO ALL MANUFACTURERS OF HARD- 
WOOD LUMBER AND FOREST PRODUCTS 
CEDAR, WHITE AND YELLOW CYPRESS, AND APPALACHIAN HEMLOCK, 
SPRUCE, AND WHITE PINE, IN THE APPALACHIAN AND SOUTHERN REGIONS 
THAT THE HARDWOOD MANUFACTURERS INSTITUTE, INC., THE AGENCY 
OF THE LUMBER CODE AUTHORITY IN THIS HARDWOOD SUB-DIVISION, 
WILL ON OR ABOUT MARCH 21, 1935, MAKE AN ALLOCATION OF PRO- 
DUCTION QUOTAS TO BE PRODUCED DURING THE MONTH OF APRIL, 
1935, TO ALL “ELIGIBLE PERSONS," AS DEFINED BY THE CODE OF FAIR COM- 
PETITION OPERATING UNDER THE JURISDICTION OF THE INSTITUTE. 


ANY PERSON DESIRING TO OPERATE DURING THE MONTH OF APRIL, 
1935, SHALL GIVE THIS AGENCY WRITTEN NOTICE ON OR BEFORE MARCH 
21, 1935, AND PRESENT ACCEPTABLE EVIDENCE OF ABILITY TO OPERATE, 
AND SUCH SUPPORTING DATA AS WILL BE NECESSARY FOR THE DETERMIN- 
ING AND ASSIGNING OF THIS PRODUCTION ALLOTMENT. APPLICATION 
FORMS ON WHICH TO REQUEST APRIL ALLOTMENT HAVE BEEN SENT 
ALL REGISTERED MILLS. STATISTICAL INFORMATION CALLED FOR ON APPLI- 
CATION FORM MUST BE FURNISHED. 


NO ALLOTMENT SHOULD BE REQUESTED FOR A MILL THAT WILL NOT 
OPERATE, BECAUSE IN SO DOING, YOU REDUCE THE ALLOTMENT THAT WILL 
BE GIVEN THE MILLS THAT WILL OPERATE. 


IF THE INFORMATION REQUESTED OF THE INDIVIDUAL MANUFACTURER 
AND HIS APPLICATION FOR AN ALLOTMENT FOR OPERATING DURING 
APRIL, 1935, ARE NOT RECEIVED BY MARCH 21, 1935, ANY OPERATION BY 
SAID MANUFACTURER DURING APRIL, 1935, WILL BE CONSIDERED IN VIOLA- 
TION OF THE LUMBER CODE AND SUBJECT TO THE PENALTIES PROVIDED 
IN THE NATIONAL RECOVERY ACT AND IN THE CODE ITSELF. 


HARDWOOD MANUFACTURERS INSTITUTE, Inc. 
MEMPHIS, TENNESSEE 


J. H. Townshend, Secretary-Manager 


INCLUDING RED AND WHITE 
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W. A. SEAGLE, 
Chattanooga; 
Elected President 





NASHVILLE, TENN., 
Feb. 18—With two 
hundred in attendance, 
the Tennessee Lumber, 
Supply Dealers Association 





Millwork 
(Inc.), in session here Thursday and Friday, 
Feb. 14 and 15, framed business policies for 
the new year. 

It elected W. A. Seagle, of Chattanooga, 


and 


Tenn., president. Other officers elected were 
Alpha Doak, Greeneville, vice president for 
eastern Tennessee; R. P. Paxton, Columbia, 
vice president for middle Tennessee; W. W. 
McFadden, Covington, vice president for west- 
ern Tennessee; Fred Scheidegger, Chatta- 
nooga, treasurer; and J. Tyree Fain, Nash- 
ville, secretary. This will be Mr. Fain’s fifth 
successive year in that office. 

The association opened its sessions Thursday 
by adopting a “declaration of business policy,” 
presented by Henry Wurzburg, of Memphis, au- 
thority for the Builders’ Supply Code. On Fri- 
day the association voted approval on the pass- 
age of a State recovery act, and adopted a 
resolution opposing the pending Tennessee sales 
tax, unless it carried the amendments sug- 
gested by the association. 

The following legislative committee was ap- 
pointed by President Seagle: Paul B. Carr, 
Johnson City, chairman; Richard Norvell, 
Nashville; J. P. Jordan, Memphis; A. L. Gold- 
berg, jr., Nashville; Earl Witt, Knoxville, and 
C. E. Brooks, Kingsport. 


A Declaration of Business Policy 


The declaration of business policy follows: 

WHEREAS, We believe it to be our right 
and privilege to utilize all proper and lawful 
means to protect and preserve the business 
enterprises to which we have devoted our 
time, efforts and money; 


Therefore, Solely for the purpose of securing 
and retaining, insofar as we may be able, the 
opportunity to sell or offer for sale builders’ 
supplies to those purchasers whom we have 
heretofore served and should serve in the fu- 
ture, we hereby set forth our belief and pur- 
pose: 

WE BELIEVE in the essential unity of that in- 
dustry to which we belong, and we are con- 
vinced that we can not long enjoy any privi- 
leges or opportunities not generally accorded 
to all others similarly engaged; nor may we 
obtain benefits which are not open to other 
legitimate dealers in builders’ supplies 
wheresoever they may be located. 

WE BELIEVE that we have rendered and should 
continue to render a necessary and efficient 
service to those engaged in construction ac- 
tivity, as well as to the community at large, 
and that we and all others rendering such 
service are entitled to fair and reasonable 
compensation for said service. 

WE BELIEVE that the preservation of our busi- 
ness demands of us wholehearted and unre- 
served co-operation with all dealers in, and 
producers of, builders’ supplies whose poli- 
cies and purposes are in accord with those 
advocated by us. 

We resolve, therefore, that, whenever pos- 
sible, we will hereafter purchase builders’ 
supplies from those manufacturers or pro- 
ducers of builders’ supplies who merchandise 
their products to dealers in builders’ sup- 
plies, when sold for use within a recognized 
marketing area which is constantly and reg- 
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Tennessee Declares Policy 


Will Favor Sellers That Distribute Through Dealer 
—Told That Hard Knocks of Experience Will De- 
velop Individual and Association Strength—Urge 
State Recovery and Amended Sales Tax Law 


ularly served by dealers, or from those man- 
ufacturers who comply with the provisions 
of the Code of Fair Competition for the 
Builders Supply Trade. 


The resolution urging enactment of a State 
recovery act pointed out that “it is our belief 
that such legislation is of vital importance to 
full and speedy recovery,” and cited the fact 
that the President has requested the governors 
of the various States to have such an act passed 
by the legislatures. 


South Must Upbuild Associations 


C. L. Marshall, of Johnson City, retiring 
president of the association, declared in his an- 
nual address Thursday that 


I want to stress the importance of 
strengthening the trade association. We are 
on an uncharted sea in so far as business is 
concerned, but there is one thing certain: If 
we hold together, we will be much stronger 
in the millwork and supply trade. There is 
no law that will cure all our troubles—and it 
is a good thing for us. It takes the hard 
knocks to make us strong. None of us knows 
just where we are in so far as the Code is 
concerned, but we are law-abiding men and 
should obey it. There are provoking situa- 
tions, but there isn’t a town in Tennessee 


that can not be persuaded to comply with 
I want to appeal to you 


the dealers’ code. 











Cc. L. MARSHALL, 
Johnson City; 
Retiring President 


F. SCHEIDEGGER, 
Chattanooga; 
Re-elected Treasurer 


to get into association work. Unfortunately 
for us in the South, it was not necessary for 
us to get into association work, because we 
had such a large area of wooded land. That 
was not so in the West and, as a result, as- 
sociations there are larger and stronger than 
ours. 

Secretary Fain’s report showed that at the 
beginning of 1934 there were thirty-eight asso- 
ciation members, and that today there are an 
even hundred. He pointed out that the organi- 
zation had been incorporated since the last 
meeting. 


Dealers Can Enforce Codes 


Mr. Wurzburg told the association that prices 
of builders’ supplies must not tend toward cre- 
ating monopoly under the Code. He urged 
dealers to buy only from those manufacturers 
whose business policies were such as to allow 
dealers to comply with the Code. 

Joe G. Rowell, secretary of the Alabama 
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J. TYREE FAIN, 
Nashville; 
Re-elected Secretary 





Lumber & Millwork 
Association, and Code 
authority for Alabama, 
said 


“We are not fixing a minimum price leve] 
above which dealers can not go to make a 
profit. But we are fixing a price level under 
which dealers can not go without violating 
code regulations.”” He stressed the import- 
ance of cost accounting in connection with 
establishing a minimum high enough to al- 
low dealers a profit. “We must admit the 
Code has put money in our pockets. NRA can 
not enforce its laws when dealers violate 
price regulations, but you dealers can en- 
force them. By doing so you will put more 
money in your pockets. Section 7-A is un- 
fair. It should be thrown out altogether. 
We've always had labor troubles. We al- 
ways will have labor troubles, and we 
needn’t expect to legislate ourselves to a 
state of affairs where we won’t have them.” 
He urged members of the association to ask 
passage of State recovery and compliance 
laws, pointing out that they would have to 
be altered to suit the needs of the various 
States. It was suggested that an act simi- 
lar to Wisconsin’s would almost fit the needs 
of Tennessee. 





Promises Enforcement of the Codes 


“Business is likely to be very much better in 
the lumber, millwork and supply dealers’ trade 
in the immediate months to follow,” Henry 
Megill, acting State NRA compliance director, 
told the group. 


By observance of the maximum-hour limit 
of the Code, 5,000,000 have returned to em- 
ployment. More can be returned if strict 
observance is continued. The extent of gov- 
ernment in your business is limited to dis- 
covering what you want and acting as an 
umpire to bring about those desires. NRA 
has proceeded on the very sound basis of 
friendly adjustment under the Code. NRA 
recognized that it would take time for busi- 
ness to understand just what it stood for, 
and to adjust itself to these standards. But 
now we believe that the time has passed for 
a continuance of an attitude of lenience and 
conciliation. Consistent and flagrant violat- 
ors of the Code will be punished. So far 
93.3 percent of the Code violation cases have 
been found to be punishable by judges. 


FHA Needs Support in Small Towns 


Sam Gordon, of Memphis, representing the 
FHA, said that campaigns for modernization 
work have been confined to larger cities, but 
that plans were being made to go into- 
smaller communities within the next sixty days. 
He pointed out that the Union Planters Bank, 
in Memphis, had loaned $170,000 for moderniza- 
tion, and that the loans had averaged $400. 
“Banks in the smaller towns have not become 
interested in the FHA and its possibilities,” he 
said, “but they will with a better understand- 
ing.” 


Directors and Committee Members 


Directors elected by the association were 
Fred J. Stair, Knoxville; W. F. Lee, Sparta; 
Mr. Seagle and Albert Taylor. Mr. Stair was 
named a director of the National Retail Lum- 
bermen’s Association, and W. J. Wallace, sf. 
of Nashville, was elected to represent the State 
association on the lumberman’s committee 0 
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the Chamber of Commerce of the United States. 


Committees appointed for the convention 
were: 
Bylaws: Fred Scheidegger, Chattanooga; 


Flem Smith, Nashville; and Austin A. Baker, 
Boliver. 

Distribution: Fred Stair, Knoxville; Ro- 
pert Renfro, Erwin, and James Threadgill, 
Lexington. 

Resolutions: W. J. Sanders, jr., Tullahoma; 
Randolph Ryan, Newport, and C. E. Marsh, 
Memphis. 


AMERICAN LUMBERMAN 


Federal Housing: Mr. Stair; Vernon For- 
cum, Dyersburg, and R. P. Paxton, Columbia. 

Membership: W. J. Willingham, Chatta- 
nooga; E. G. Butler, Memphis, and Mr. Smith, 
Nashville. 





A CONSTANT-ORIENTATION MAP BOARD permits 
a permanently mounted map to be shifted a lim- 
ited distance to permit making alidade sights; 
the inventor, L. H. Leineke, of Northeastern 
Forest Experiment Station, dedicated it to the 
public. 


Agree on FHA Schools for Dealers 


Jacxson, Miss., Feb. 18—The annual_con- 
yention of the Mississippi Retail Lumber Deal- 
ers’ Association, held in the Edwards Hotel, 
this city, ended Feb. 13, with election of J. R. 
Perry, of Vicksburg, as president. 

{Nore: Election of Mr. Perry was re- 
ported in a telegraphic story on page 48 of 
the Feb. 15 issue of the AMERICAN LUMBERMAN, 
a full story of the opening day of the conven- 
tion also appearing on same page.—EpiTor.] 

Other officers and directors elected were as 
follows : 

Vice president—B. S. Enochs, Natchez. 

Treasurer—John M. Evans, Jackson. 

Directors—William Baylor, Jr., Gulfport; 
H. S. Prosser, McComb; J. C. McDermott, 
Vicksburg; Clark Watkins, Meridian; Med- 
ford Leake, Tupelo; Miss Susie Taylor, Como; 
Joseph L. Virden, Greenville. 

Executive and arbitration committee—B. M. 
Fulton, Jackson; J. R. Perry, Vicksburg; B. 
W. Norris, West Point; P. F. P. Herring, 
Indianola; E. M. Hooke, Lexington. 

The property and credit standards required 
for loans under the Federal Housing Act were 
outlined by William Huey, of the FHA, Wash- 
ington, D. C., and State FHA officials. 

“The National Housing Act has put a pre- 
mium on thrift,” said Mr. Huey. “Now you 
can remodel and improve your home, making 
it more livable and attractive, and do it with 
the best credit financing that has ever been 
offered.” 


Both Mr. Huey and W. P. Bridges, State 
FHA director, told the convention that the 
greatest building market in the world awaits 
material dealers who will avail themselves of 
the opportunity offered through the National 
Housing Act, which, Mr. Bridges said, offers 
the greatest selling tool ever given an indus- 
try. He added that loans insured under Title 
II of the Housing Act are the soundest in- 
vestments available today, for they have the 
security of a first mortgage on a scientifically 
appraised dwelling property, plus the Federal 
insurance guaranty. 

Workings of the FHA underwriting depart- 
ment were explained by W. W. Baltaer, chief 
underwriter for Mississippi, who placed special 
emphasis on price, cost and value as three sepa- 
rate items to be considered. He also outlined 
the policies for subdivision and neighborhood 
developments, and the relation of property to 
the neighborhood in which it is located. 

W. F. Bonnett, chief mortgage examiner, and 
Frank Fort—the latter architectural supervisor 
for the FHA in Mississippi—explained the func- 
tions of their departments and answered ques- 
tions. 

In the open forum which followed, Mr. 
Bridges agreed to conduct “schools” through 
the State, in connection with community meet- 
ings of lumber dealers, to acquaint them with 
the benefits of the National Housing Act as 
applied to their areas. 


Hardwood Exports Face Stiff Fight 


MemPHIs, TENN., Feb. 25.—Claude Sears, of 
the Sears Lumber Co., Mobile, Ala., was elected 
president of the National Lumber Exporters’ 
Association at the thirty-fifth annual meeting 
held here on Feb. 15. He succeeds Emmett 
Ford, of the Mengel Co., New Orleans, La., 
who has been president for the past two years. 
D. C. Johnson, of the Tendal Lumber Co., Ten- 
dal, La, and Edward Barber, of London, 
England, were elected first and second vice 
presidents respectively. Mr. Barber is the for- 
eign representative of the association. Joseph 
Thompson, of the Thompson-Katz Lumber Co., 
was elected treasurer, and Douglas F. Heuer, 
was re-elected secretary by the board of di- 
rectors, 

Directors elected at the meeting were C. C. 
Dickinson, Tallulah, La.; J. L. Fetterman, 
Jackson, Miss., George Miziner, Chicago; W. 
A. Ransom, Grenada, Miss., and W. J. Sowers, 
New Orleans, La. The first four were elected 
for two-year terms, while the last-named was 
elected to fill the vacancy created by the resig- 
nation of Ben Johnson, Shereport, La. 

The feature of the annual meeting was the 
report of Edward Barber, foreign representa- 
tive, read by Secretary Heuer, which showed 
that more than 200 claims had been filed and 
settled by Mr. Barber during 1934. The best 
leature of the report was that there were fewer 
claims on account of beetles during 1934 than 
in 1933, although there were more claims filed. 

€ most interesting part of the report was 
that showing the use of foreign as compared 
with American hardwoods. It showed that in 
1933 that there were 6% percent more Amer- 
ican hardwoods used than in 1932, but that there 





Was a gain of 10 percent in hardwoods im- 


ported into the United Kingdom from other 
countries. The figures for 1934 showed that 
American hardwoods imported into the United 
Kingdom increased 11.21 percent, but that for- 
eign hardwoods increased 35.62 percent. This 
increase from countries other than the United 
States was most alarming, Mr. Barber’s report 
said, showing the need for closer co-operation 
on the part of the American exporters of hard- 
wood lumber. It further showed the importance 
of the United Kingdom as a market for hard- 
woods, for it indicated that practically 70 per- 
cent of the American hardwood exported was 
taken by the United Kingdom, yet foreign 
woods are rapidly gaining on those of the 
United States. 

The report further explained that the spread 
of prices in American hardwoods was hurting 
business, for foreign woods prices do not fluc- 
tuate as rapidly as American, therefore ex- 
porters and buyers are more nearly able to 
tell what prices will do on competitive woods 
than on those imported from the United States. 

One of the main subjects discussed was the 
classification of cabinet ash. A cablegram was 
received from England asking the association 
to give its classification, and the answer merely 
stated that it was felt that cabinet ash, as a 
grade, should be wood that did not include 
“corky or punky stock.” Any other provision 
should be placed in individual contracts. 

The association decided to send Secretary 
Heuer to Washington to meet with representa- 
tives of western woods and southern pine, to 
help the Department of Commerce work out 
satisfactory treaties with Holland, Belgium, 
Spain and Italy. These are to be considered 
during the early part of March. 


The strength and endurance 
of our Longleaf assures sturdy, 
long-lived homes and buildings - 
for your customers — and 
staunch friends for your yard. 


It’s the sort of stock you can 
recommend with confidence — 
carefully manufactured with 

- modern equipment from choice 
Mississippi Longleaf timber. 


We'll appreciate your  in- 
quiries and orders for all house 
bill items. 


You'll like our careful load- 
ing and prompt service. 
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Mississippi Original 
old-growth Shortleaf. A 
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Associations’ Plans and Activities 


March 4-6—Kentucky Retail Lumber Dealers’ As- 
sociation, Brown Hotel, Louisville, Ky. An- 
nual. 

March 5-6—Southwestern Iowa Retail Lumbermen’s 
Association, Hotel Chieftain, Council Bluffs, 
Iowa. Annual, 

March 8-9—Utah Lumber Dealers’ Association, 
Chamber of Commerce, Salt Lake City, Utah. 
Annual, 

March 12-13—Hardwood Manufacturers’ 
Hotel Roosevelt, New Orleans, La. 

March 13-14—Southern Pine Association, 
Roosevelt, New Orleans, La. Annual. 


March 13-14 South Dakota Retail Lumbermen’s 
Association, Alonzo Ward Hotel, Aberdeen, 
8S. D. Annual. 

March 15-16—Florida Lumber & Millwork Associa- 
tion, San Juan Hotel, Orlando, Fla. Annual. 
March 21-22—New Jersey Lumbermen’s Association, 
Berkeley-Carteret Hotel, Asbury Park, N. J. 

Annual, 


Institute, 
Annual. 


Hotel 


March 21-22—Southeastern Iowa Retail Lumber- 
men’s Association, Ottumwa Hotel, Ottumwa, 
Iowa. Annual. 

April 9-1l—Lumbermen’s Association of Texas. 


Rice Hotel, Houston, Tex. Annual. 
April 16—National! Retail Lumber Dealers’ Associa- 


tion, Shoreham Hotel, Washington, D. C. 
Annual. 

May 15-16—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 





Plans for Meeting of Hardwood 
Institute Announced 


MemPHis, TENN., Feb. 25.—Plans have been 
completed for the annual meeting of the Hard- 
wood Manufacturers’ Institute, to be held at 
the Hotel Roosevelt, in New Orleans, La, 
March 12 and 13, in connection with the 
meeting of the National Control Committee. It 
is expected that 250 or more hardwood opera- 
tors will attend. The meeting will be strictly 
business. President Ben Johnson, of Shreve- 
port, will preside. A large delegation from 
Memphis will go to New Orleans for the meet- 
ing, at which decisions will be made as to the 
future of the organization and whether Mem- 
phis will continue to be headquarters. 

At a meeting of hardwood men of _ this 
district held in Memphis on Feb. 18 the follow- 
ing were recommended as members of the 
board of directors of the Institute: 

P. P. Joyes, Louisville, Ky.; T. L. Shannon, 
Memphis; Fred W. Schatz, Helena, Ark.; M. 
E. Leming, Jr., Cape Gireardeau, Mo. 

Alternates named were Walter R. Jones, 
Mengel Co., Louisville, Ky.; J. W. Welsh, 
Memphis; Ralph McFadden, Memphis; How- 
ard Walker of McMinville, Tenn. 

K. M. Spurrier presided at the meeting. 

F. W. Shatz was named as a member of the 
executive committee, with P. P. Joyes as alter- 
nate. 

The names will be voted on at the annual 
meeting of the Institute. 





South Dakota Plans Are Completed 


WatertTowN, S. D., Feb. 25.—W. F. Miller, 
president of the South Dakota Retail Lumber- 
men’s Association stated today that practically 
all plans had been completed for the annual 
convention to be held in Aberdeen on March 
13-14, 

Speakers will include Walter Conway, at- 
torney general; C. L. Chase, rural credits di- 
rector; Secretary Ormie C. Lance (North- 
western Lumbermen’s Association), and G. B. 
Bauder, Minneapolis; and a representative of 
the Federal Housing Administration. 

Every indication points to one of the most 
successful conventions ever held by the associa- 
tion and it is believed that the attendance will 
come close to the one-thousand mark. 

Word has come from Ray Kennedy, presi- 
dent of the Salesmen’s association, that, “All 
plans have been completed for the dance and 
for the buffet lunch, and the complete list of 
acts for the big salesmen’s show has been 
signed up. Without question, the entertainment 
features in connection with the convention will 
be well cared for.” 


Three "Red-Letter" Dates for 
Philadelphians 


PHILADELPHIA, Pa., Feb. 25.—The annual 
meeting of the Lumbermen’s Exchange of 
Philadelphia will be held Thursday, March 7, 
at Kugler’s Restaurant. The yearly business 
meeting and election of officers will take place 
after the banquet. Brief talks will be made by 
a number of invited guests, according to Presi- 
dent George C. Adams, who will preside. 

The quarterly meeting of the Philadelphia 
Wholesale Lumber Dealers’ Association will be 
held Thursday, April 11, also at Kugler’s with 
an important business program planned and a 
merry entertainment aiterwards. The latter 
will be under the direction of Chairman’ Wil- 
liam M. Rankin, of the Rankin Lumber Co. 
The Monday luncheons of the wholesalers have 
been well attended and everyone seems to be 
more optimistic as real spring days approach. 

The annual meeting of the Eastern Lumber 
Salesmen’s Association will be held Friday, 
April 5, at Kugler’s. A dinner will precede 
the reports of the various committees and the 
election of the officers and directors for the 
ensuing year. 





Utah Dealers to Discuss Housing 
and Code Matters 


Satt Lake City, Utan, Feb. 25.—The 10th 
annual convention of the Utah Lumber Deal- 
ers’ Association will be held at the Salt Lake 
Chamber of Commerce, March 8-9. Secretary 
Ralph W. Todd said that one of the four ses- 
sions would be given over to a discussion of 
the Federal Housing Act; that there would be 
discussions on the Code; and that the program 
will provide for a general discussion of mat- 
ters dealt with by the speakers. 

On Friday night, March 9, the delegates will 
be guests of the members of the Wholesale 
Lumber Association of Utah at a dinner and 
entertainment, and on Saturday evening the 
annual banquet and dance will be held 


Florida Institute Meeting Fruitful of 
Good Results 


OrLANDO, FLA., Feb. 25.—It was stated by one 
of the officers that the meeting of the Florida 
Building Institute held here on Feb. 19 and 20 
resulted in a better understanding than ever 





before existed among dealers, wholesalers, 
manufacturers and jobbers. 
Spencer Lainhart, of West Palm Beach, 


president of the Institute, presided, with Sec- 
retary Frank Williams in charge of arrange- 
ments. 

The lumber manufacturers designated a spe- 
cial committee to meet with the executive com- 
mittee of the Institute to establish a mutual 
distribution policy in keeping with the retail 
lumber and lumber and timber products Codes. 
A policy of distribution was agreed upon be- 
tween the retailers, as represented by the Insti- 
tute, and the manufacturers, as represented by 
their committee, in which observance of the 
Code affecting either group will be recognized 
by the other group. 

The jobbers and dealers in roofing got to- 
gether on a three-point program of distribution 
which they feel is fair to all concerned, and 
which they are urging all dealers and jobbers 
to adopt. Differences of opinion heretofore 
existing between lime and plaster retailers and 
manufacturers, as well as brick and tile dealers 
and manufacturers, were discussed and equitable 
remedies determined upon. 

Three months ago the retail dealers, know- 
ing there was no uniform policy of distribu- 
tion in Florida, got together in the Institute, 
and evolved a policy which they considered fair 
to all concerned. After three months of opera- 
tion thereunder the retailers felt that it had had 


sufficient trial to reveal any serious defects, 
They therefore called the recent meeting oj 
all interested, and in effect said: “We have 
established this policy. It is not perfect. Wha 
suggestions have you to make in order thy 
a unified policy of distribution may be declare 
that will operate fairly to all branches of th 
industry?” The results were perhaps more gen- 
erally satisfactory than in any other effort eye 
made in the State. All lines agreed on a better 
and closer working agreement, including the 
items set out above, and the feeling is tha 
there is a sentiment for a continuous program 
of strengthening the agreements and making 
them more and more effective. ‘ 


Wire Bound Vote for Open Pricing 


New Orveans, La., Feb. 25.—Establishment 
of the open-price filing plan for the industry 
was voted by the Wire Bound Box Mannfac. 
turers’ Association in its annual meeting here 
today and yesterday, in which F. J. Martin, Jr, 
of Martin Bros. Box Co., Toledo, Ohio, was 
elected president. The action of the group in 
agreeing to the establishment of the open price 
listing plan is subject to the approval of Lum. 
ber Code Authority and the National Recovery 
Administration. The association officers were 
directed to file application for such approval, 

A reduction in the number of directors of the 
association from the previous total of twelve, 
to seven, was effected through amendment of 
the bylaws, this step being taken to conform 
with Lumber Code requirements. The board 
for the coming year will be composed of the 
president, vice president and five elected mem- 
bers. 

John R. Miller, of T. R. Miller Mill Co, 
Brewton, Ala., was elected vice president, and 
the following named directors: N. W. Embry, 
General Box Co., Chicago; D. W. Brown, In- 
dianapolis Wire Bound Box Co., Indianapolis, 
Ind.; Shelly Schuster, Great Southern Wire 
3ound Box Co., New Orleans; E. F. Gallivan, 
National Box Co., Chicago; and D. R. Gooding, 
Wisconsin Box Co., Wausau, Wis. The asso- 
ciation’s official personnel is completed with 
Richard M. McClure, Chicago, secretary-treas- 
urer. 

The association went on record as favoring 
the continuation of the cost work now being 
carried on, and also for the continuation of 
compilation of information on prices, as in the 
past. 

The new president and directors pledged 
themselves to contribute vigorously to the en- 
forcement of the Lumber Code, and to promptly 
report any violation of wage or hour provisions. 

The meeting was attended by W. Logan 
Bruns, New Orleans, district NRA Lumber 
Code official. 











Organize for Wood Promotion 
Mempuis, TENN., Feb. 25.—Stimulation of 
the use of wood and wood products by various 
manufacturing companies was the basic reason 
for organization of the Wood Promotion Asso- 
ciation by a group of hardwood manufacturers 
at the Hotel Peabody, Feb. 14, and its forma- 
tion was in line with the suggestions made pre- 
viously by the Lumbermen’s Club of Memphis. 
The organization was given a_ tentative 
launching with Frank A. Conkling, president o! 
the Lumbermen’s Club, presiding. Around 
twenty-five hardwood men signed as charter 
members. A later meeting will perfect the asso 
ciation plans, and arrangements will be made 
to hold a joint meeting with a committee from 
the Hardwood Manufacturers’ Institute. 


wood promotion campaign is part of the pro 
gram to be voted upon at the annual meeting 
of the Institute at its New Orleans meeting, 
Mar. 12 and 13, at Hotel Roosevelt. ; 

The local Wood Promotion Association will 
include in its membership any operator, whole: 
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saler, retailer or fabricator of forest products. 
It also plans to remain an independent organiza- 
tion, promoting only the one issue. 

The need for the association arose from the 
declining consumption of forest products 
through the ever-increasing use of substitutes. 

It was impressed upon the membership that 
only through its loyalty and co-operation could 
any benefits be realized. The ten basic points 
of the association were stressed. 

The first six points impressed upon the mem- 
hers the need for them, their employees and 
friends being as “wood conscious” as possible ; 
to keep wood’s merits before them at all times, 
and to be constantly on the alert as to possi- 
bilities for the use of wood, as well as display- 
ing statements in regard to the advantages of 
wood in placard form around their premises 
whenever possible. 

The seyenth point explains that resignation 
can only be effective 90 days after the organiza- 
tion has received proper notice. Dues are to be 
5 cents a thousand to each member, based on 
the lumber or rough dimension shipped by it 
each month. Dues are payable on or before the 
fifth of each month, based on the previous 
month’s shipments. 

The organization, according to point 9, is to 
be kept in liquid, solvent condition at all times. 
The last feature of the plan is that the organi- 
zation shall be at all times under control of its 
hoard of 5 directors, and its officers—president, 
vice president, and treasurer. The secretary- 
manager will be the only salaried official. 


Rotary Cut Studies Code. Promotion 


New Orteans, La., Feb. 21—Naming of a 
special committee to meet with David T. Mason, 
executive officer of Lumber Code Authority, 
and Arthur Bevan (LCA), for the purpose of 
ironing out past difficulties relative to represen- 
tation, jurisdiction, and geographical territory, 
was effected at a meeting here today of the 
Rotary Cut Lumber Manufacturers’ Association. 
A meeting with the Lumber Code Authority 
executives will be sought prior to the meeting 
here March 12 of the National Control Com- 
mittee. 

Members named by the Rotary Cut group to 
confer as a committee include D. W. Winn, 
Eastman-Gardiner Co., Laurel, Miss.; D. B. 
Hayes, Neal Lumber Co., Blountstown, Fla. ; 
J. H. Switzer, J. H. Switzer Co, Bogalusa, 
La.; and (alternate member) T. W. Rhymes, 
of McComb Box Co., Fernwood, Miss. 

E. V. Martin, of Ponchatoula, La., associa- 
tion president, presided over the meeting. 

In a meeting held jointly with representatives 
of the Wire Bound Box Manufacturers’ Asso- 
ciation, it was decided to defer drafting of plans 
for a promotional campaign for plain and wire- 
bound wooden boxes until the situation is clari- 
fed by the handing down of a decision by the 
U. S. Supreme Court in the Belcher case. The 
annual meeting of Rotary Cut Association will 
be held in March, the day not being set. 





Missouri Retailers Form State 


. . 
Association 

_Jerrerson City, Mo., Feb. 18.—E. A. Duen- 
sing, Jefferson City, was elected president at 
the organization meeting here today of the Mis- 
souri Retail Lumbermen’s Association, and in 
the same session this city was selected as per- 
manent headquarters of the group. 

_Seventy-five lumber dealers from every sec- 
tion of the State attended the meeting, held at 
the Junior College here. The entire day was 
spent in perfecting the organization, adopting 
by-laws and disposing of other details. 

In addition to Mr. Duensing, as president, 
the organization elected C. C. Bowling, Colum- 
bia, first vice-president; Harry Smith, St. 
Joseph, second vice-president; Fred Robinson, 
St. Louis, treasurer. 

A secretary, who will live in Jefferson City 
and maintain the association’s permanent offices, 
is to be named later by the board of directors. 
It is expected that this post will be filled with- 
in the next few weeks. 

The board of directors is made up principally 
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of presidents of the district organizations of the 
State. They include W. L. Henry, Louisiana, 
Mo.; Leland Brown, Maysville; W. H. Powell, 
St. James; A. C. Keifner, Perryville; Fred 
ee St. Louis; John Showalter, Mar- 
shall. 

Several meetings have been held by these rep- 
resentatives from the five district associations 
in the past few months relative to the establish- 
ment of a State organization. The meeting was 
called here for the transaction of final details 
incident to organization of the body. 

All State conventions of the association are 
expected to be held in Jefferson City. There 
are approximately 650 retail lumber dealers in 
Missouri. A State convention is expected to 
draw between 300 and 400 after the association 
is firmly established. 





Important Dates for Southern 
Pine and Hardwood 
Manufacturers 


New Or-eAns, La., Feb. 25.—The 20th 
annual meeting of the Southern Pine Associa- 
tion and division Code conferences to be held 
in New Orleans March 13-14 take on added 
significance because the National Control Com- 
mittee of the Lumber Code Authority also will 
hold sessions here March 12-15, and the Hard- 
wood Manufacturers’ Institute will hold its an- 
nual meeting here March 11 and 12, when it 
is expected important decisions on proposed 
reorganization, future policy and_ possible 
change in headquarters of the Institute will 
be made. 

The meetings of the three lumber organiza- 
tions are expected to bring a record number 
of lumber manufacturers to New Orleans for 
the week beginning March 11, and sessions of 
each body will be arranged so that mixed pine 
and hardwood operators may attend sessions of 
both organizations and also the open meetings 
of the National Control Committee without 
missing any important sessions of the respec- 
tive groups. 

Secretary H. C. Berckes states that the board 
of directors of the Southern Pine Association 
will hold a meeting on Tuesday, March 12, at 
2 p. m. preliminary to the general sessions of 
the association. The meeting of association 
stockholders to elect directors and officers for 
the ensuing year is scheduled for noon on 
March 14. Designation of members of Code 
committees to represent various sections of the 
division also will take place on March 14. 

Among the speakers scheduled for general 
sessions of the Southern Pine Manufacturers 
will be Dr. Gus W. Dyer of Vanderbilt Uni- 
versity, Nashville, Tenn.; Arthur T. Upson, 
Washington, D. C., manager of trade promo- 
tion of the National Lumber Manufacturers 
Association: Spencer D. Baldwin, Jersey City, 
N. J., president National Retail Lumber Deal- 
ers Association, and others prominent in 
lumber, industrial and business fields. 

Ample opportunity will be given for consid- 
eration of the industry’s problems, including 
pending federal legislation. the new NRA set- 
up, matters connected with Code administra- 
tion, and plans for future advertising and trade 
promotion, traffic, statistical. inspection and 
legislative activities of the Association as an 
industrial trade organization. 





Watches Reciprocal Treaties 
for West Coast 


Wasnuinoton, D. C., Feb. 25.—Clarence C. 
Dill, former Senator from Washington, has 
been retained by the West Coast lumber and 
shingle interests to represent them at the hear- 
ing on March 18 in connection with the pro- 
posed trade treaty with Canada. Senator Dill 
for many years has been in touch with West 
Coast lumber interests, both as a member of 
the Senate and prior to that as a member of the 
House of Representatives. 














BESTO is an extremely adhesive com- 
pound and is very effective when used 
in cementing the layers of felt to- 

gether in the construction of new roofs. It 
is cheaper and more easily applied than hot 
applications. Simply brush it on cold. 


When Abesto is used as a roof covering, 
it cures naturally on the roof without cracks 
and retains its elasticity indefinitely. Abesto 
will close leaks absolutely sealing the pores. 
It is fire-resisting; a. thoroughly economical 
and long-lasting covering. 


We have received many letters from our 
dealers praising Abesto highly. Find out 
what these dealers say. We will gladly fur- 
nish full particulars and descriptive litera- 
ture. We will also send you a free sample 
of Abesto. 


Write for same today without obligation. 


ce Abesto Mfg.Co.. 


MICHIGAN CITY, INDIANA. 


















when you sell wallboard 
QC 


You might sell more insulating 
wallboard if your customers 
weren’t afraid of high painting 
costs. CASCO Wall SEALER is 
the answer. It saves one or even 
two coats of paint on fibreboard. 
Save money for your customers 
and create more sales for yourself 
by selling CASCO Wall SEALER. 


ASK YOUR JOBBER 


or write us for complete information 
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WALL SEALER 


THE CASEIN MFG. CO. OF AMERICA, Inc. 
350 Madison Ave., Dept. 32-K, New York, N. Y. 













Idaho— 


Ponderosa— 
California White 
and Sugar Pine 


Cedar and 
West Coast Products 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 


New York 


Office—220 5th Ave. PITTSBURGH, PA. 














Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
bes ~<alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Virginians Protest Price Competition 
Award Prize in Contest Among Boys for Best Merchandising Display 


RICHMOND, VA., Feb. 25.—Praise of the Na- 
tional Housing Act, pledges to support its 
program, condemnation of Code violations, 
approval of proposed interstate regulation of 
trucking on highways, appeal for a uniform 
mechanics’ lien law, warning against the use 
of bad paint, and predictions as to greatly in- 
creased construction in 1935—all these matters 
figured in the Virginia Lumber & Building 
Supply Dealers’ Association’s ninth annual con- 
vention, held here on Feb. 21-23. 

Craig Ruffin, of Richmond, one of the young- 
est men in the lumber business in the State, 
was elected to succeed George W. Herring, 
member of the Virginia house of delegates, as 
president of the association. 

Mr. Ruffin a few months ago claimed as his 
bride Miss Marjorie Belvin, of Richmond. He 
is a son of the late Thomas C. Ruffin, one of 
the founders of the firm of Ruffin & Payne 
(Inc.), Richmond retail lumber concern. 

Although retiring from the presidency of the 
association, Mr. Herring let it be known that 
he expects to be re-elected to the Virginia 
legislature, as no opposition has developed thus 
far. He was the recipient of a silver loving 
cup upon his retirement from the presidency. 

Harris Mitchell, of Richmond, was highly 
complimented following his re-election as secre- 
tary and general manager. 

Other officers chosen are: 


Ist Vice President—H. E. 
noke. 


2nd Vice President—D. W. Mason, Narrows. 

3rd Vice President—Euclid M. 
Portsmouth. 

Treasurer—S. T. Massey, Charlottesville. 

Directors—W. P. Ames, Rosslyn; John S. 
Christian, Richmond; M. A. Hassinger, Bris- 
tol; Harry D. Catt, Staunton; J. Gordon 
Payne, Lynchburg; D. C. Laughon, Pulaski; 
S. T. Massey, Charlottesville; B. T. Taylor, 
Jr., Farmville; G. R. Thompson, Marshall; 
Christian Weaver, Newport News; E. M. 
Young, Fredericksburg; C. T. Riddell, Bridge- 
water; W. C. Arrington, Norfolk. 

Director, National Federation of Builders’ 
Supply Associations—J. A. Hagan. 

Director, National Retail Lumber Dealers’ 
Association—A. T. M. Rust. 

Representative, United States Chamber of 
Commerce—Frederick R. Glaize, Jr. 

Members Advisory Council—John H. Rosen- 
berger, Weldon W. Berry, George W. Herring. 

Bennett H. Barnes, Jr., 17 years old, was 
credited with having designed the exhibit which 
caused a silver loving cup to be presented to 
the Barnes Lumber Corporation, of Charlottes- 
ville, Va. B. H. Barnes, member of the Cor- 
poration, is the father of the designer of the 
prize display of Appalachian oak flooring. 

Mr. Ruffin, the new president of the asso- 
ciation, made the presentation speech. He said 
the displays were so fine he regretted there 
were not enough prizes for all exhibitors. 

Alvin M. Smith, president of the Chamber 
of Commerce, made the address of welcome. 
He said the shadows of depression are rapidly 
being dispelled in the construction industry as 
well as in other lines of business in Virginia. 
Conditions during the last year were bette 
than at any time since 1930, he said. 

Retiring President Herring, in his annual 
message, urged continued support of the NRA 
codes, in the interest of fair competition. 

Harris Mitchell, secretary-manager, reported 
on the association’s financial status, in the ab- 
sence of S. T. Massey, treasurer, who appeared 
later in the day. 

Mr. Mitchell also read his own report which 
showed that increasing interest is being mani- 
fested in the work of the association. 

“Practical Benefits of Correct Accounting,” 


Kennedy, Roa- 


Hanbury, 


by T. Coleman Andrews, formerly State audi- 
tor, was instructive and helpful. “It is fair and 
possible to suggest that unless business works 
out its own problem, the government is going 
to do it for us,” the speaker asserted. “I be- 
lieve if you gentlemen do not find a way you 
will force Congress to require observance of 
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business standards.” Discussing unsound judg- 
ment in expenditures, the speaker said he has 
discovered that a majority of men who make 
money have little idea how to spend it properly. 

Frank Carnahan, of Washington, D. C., sec- 
retary of the National Retail Lumber Dealers’ 
Association, spoke on “Industry Co-ordination.” 

A national uniform mechanics’ lien law was 
urged by Horace H. Edwards, member of the 
Virginia house of delegates. He said, “For the 
industry in which you are engaged, nothing is 
more interesting nor more difficult than the 
problems surrounding mechanics’ liens and con- 
tractors’ bonds.” 

Hawley W. Wilbur, of the Wilbur Lumber 
Co., West Allis, Wis., and vice-chairman of the 
Code Authority in Wisconsin, predicted the 
success of the Code. 

Don Critchfield, of the Lead Industries As- 
sociation, New York, delivered an illustrated 
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address on the subject, “More Lumber Sale 
with Better Paint.” Always put enough lin. 
seed oil in the first coat, he urged. Mr. Critch. 
field said that good paint should not be put op 
over an old coating of poor paint. 

Maj. Charles C. Anthony, of the Federal 
Housing Administration, said: “As this propo. 
sition (FHA) stands, you are using money that 
has been frozen in the banks.” 

“Sunshine in the Lumber Business” was the 
subject of Spencer D. Baldwin, of Jersey City, 
N. J., president of the National Retail Lumber 
Dealers’ Association. “On my recent trip 
through the West I found everybody smiling” 
he said. 

W. Frank Williams, manager of the Florida 
Building Material Institute, Orlando, Fila, 
talked about distribution and the retail lumber 
Code in his State. “I like to look on this 
matter of distribution as a business—and it can 
be likened to a partnership,” he said. 

“Economic Observations Abroad,” was the 
subject of an address by Mrs. Janet Stuart 
Durham, who told of a trip to Russia. 


Lively Discussion in Open Forum 


Chiseling in the matter of prices in the 
lumber business caused some startling state- 
ments to be made by several prominent Vir- 
ginia dealers at the open forum session, many 
questions being asked about Code violations, 
including underselling, low wages and the re- 
sults of certain cases in courts. “We have all 
benefited by the NRA, but we should like to 
know why we have failed to get contracts,” said 
one of the dealers. It developed that the State 
figured in the purchase of lumber from a man 
whose price was less than half that of a member 
of the association. 

Dr. J. J. Corson, State NRA _ compliance 
director, said one employer who had violated 
the wage scale readily agreed to pay $2,000 
to make up the difference in funds due workers. 
The speaker contended that if there was any- 
body who had felt the depression it was the 
lumber dealer. He regarded the matter of sell- 
ing at less than Code prices an easy thing to 
settle. 

One dealer said no increased amount of lum- 
ber has been sold by association members since 
the Code became effective. 

W. P. Ames, of Arlington county; John S. 
Christian, of Richmond, and several others took 
part in the discussion as to chiseling in prices. 
Much of the underselling was attributed to the 
“neckerwood” mills. 

“Violations have been reported in Lynch 
burg, but nothing has been done about it,” 
said a dealer from that city. 

“I think there is a lack of co-operation be- 
tween State officials and the NRA,” said 
another dealer. : 

“We would not want to go back to condi- 
tions which prevailed in 1933,” declared still 
another. 

Arthur A. Hood, of Johns-Manville, New 
York, spoke at the closing session, his topic 
being “Organized Creative Selling.” 

Lee S. Trainor, of Washington, D. C.., chief 
engineer of the National Lime Association, 
gave helpful suggestions as to the proper mix- 
ture of mortar in speaking on the subject, “Ma- 
sonry Construction.” 

Charles French, of Washington, D. C., mer- 
chandising counsel of the National Lumber 
Manufacturers’ Association, spoke on the sub- 
ject, “Retail Merchandising Service.” ; 

S. F. Binswanger, president of the Builders 
Exchange of Richmond, spoke on “Successful 
Modernization Campaigns,” stressing present: 
a needs and opportunities along building 
ines. 
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(Continued from Page 35) 
speaker discussed briefly the roofing situation 
He stated that the mail-order situation was 
dificult but appreciably improved. A few manu- 
facturers who persist in allowing unfair price 
jiferentials are making some trouble, and it 
may be necessary to make an appeal to the 
Federal Trade Commission. The spread’ be- 
tween 1. c. 1. and straight-car shipment has 
heen reduced from 15 to 8 percent; a change 
which he —o* would be of advantage to 
rage retailer. 
ee. Ackermann, speaking of the Bet- 
ter Housing Program, stated that the impor- 
tant thing for retailers to do is to urge local 
hankers to study and to co-operate in the 


program. 
Urges Limitation on Real Estate Taxation 


A representative of the Property Tax Limi- 
tation League stated that the country had never 
had a planned system of taxation. The present 
haphazard system, which bears heavily upon 
real property, is a hold-over from the days 
when most wealth was in real property. At 
the present time, real estate represents 30 per- 
cent of the country’s wealth, and bears 66 per- 
cent of the taxes. The league is proposing a 
hill to limit taxation on homes to 15 mills or 
one and a half percent of assessed value, and 
taxation on homesteads to 10 mills or one per- 
cent of the assessed value. Such a bill would 
encourage construction; and it is impossible to 
get idle men back to work so long as home 
owners carry such a disproportionate tax bur- 


en. ; 
S. S. Solie offered a resolution supporting 
the league and its program; and this resolution 
was carried unanimously. 


Producers Offer Selling Aids 


George W. Dulany, jr., vice president of 
the National Lumber Manufacturers’ Associa- 
tion, described the progress made in co-opera- 
tion between retailers and manufacturers. He 
described two important technical books, of- 
fered by the manufacturers’ association at less 
than cost; Lumber Grade Use Guide, and 
Wood Structural Design Data. He also de- 
scribed the metal or ring connectors, devised 
in Europe and offered in this country by the 
Timber Engineering Corporation, a concern 
subsidiary to the National manufacturers. He 
referred to the Better-Paint Campaign, and to 
the building code service available through 
the National manufacturers. 

Arthur A. Hood, of Johns-Manville, spoke 
briefly on “Consumer Satisfaction” and outlined 
the joint problems of manufacturers, retailers 
and contractors. He believes that co-operation, 
especially in creative selling, will serve to pre- 
vent chiseling. He outlined briefly his well- 
known program for joint efforts in creative 
selling, 


A Different Idea on Roofing Prices 


E. W. Dobson, of Minneapolis, protested 
against the statement of a former speaker 
about the reduction of the spread between 1. c. 1. 
and straight-car purchases of roofing. He stated 
the belief that retailers’ interest calls rather for 
widening of this spread; one practical reason 
being that retail mark-up is or should be based 
upon l.c.l. prices, and, if these are reduced, 
then retail prices are reduced. He stated he did 
not worry about mail-order sales of roofing, 
since statistics show their percentage of total 
roofing sales is small. Rather than take this 
problem to the Federal Trade Commission, he 
would attempt to get mail-order concerns to 
raise their prices. This has already been at- 
tempted with some success. 

Marshall Whaling, the labor representative 
of the State Code Authority, discussed the prob- 
ems and attitudes of labor. Other questions 
were taken up briefly and rapidly. 

he social events, as usual, were many and 
varied. They included bridge luncheons for 
the ladies, the famous Hoo-Hoo Stag Party 
and Dance, and the Convention dinner dance. 
Cash attendance prizes of $25 a session were 
drawn at the conclusion of each of the three 
Principal sessions. 
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Famous Central Mississippi Shortleaf 


A complete service in Dense Shortleaf Pine, specializing in “Eased Edge'’ Dimen- 
sion and Mouldings—also Ceiling, Flooring, Siding, Finish and small Timbers— 
specified lengths if desired—all No. | and Better kiln dried—No. 2 and No. 3 
Dowicide dipped. Mixed Cars—Prompt Shipments. 


We've been delivering Shortleaf satisfaction for more than 20 years. 








.... homes, garages and other buildings! They are prospects for Micklin 
Dual Corners—the easy way to make right angle joints. (Micklin Single Corners 
are used to repair sagging and wobbly screens, tables, shelves, doors, etc.) 


Micklin Dual Corners save time, money and labor! User simply inserts ends 
of lumber into the strong metal corners and drives the nails. They brace and 
firmly clamp the wood together—without mitering or mortising! 


Everyone who buys Micklin Corners is a prospect for lumber, screening, 
paint and other accessories. Take advantage of this fast selling specialty. At- 
tractive sales helps furnished without charge. Ask your jobber TODAY and 
mail coupon for FREE sample and details. 


MICKLIN DUAL COR: seit aaiieni aaa 

NERS ARE BOUGHT BY: yee ee tt 

Corpensere Sion Men p tion and FREE 
sample! 


Wood Workers Theatres 
Display Men Etc. 


MAIL THIS TODAY’ 


Micklin | Micklin Manufacturing Co. 
Omaha, Nebraska. 


Corners Please send details and FREE sample of the 
Du-All | Micklin Corner. 
Work 


@ CHEAPER 
@ EASIER | Address 
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North Dakotans Back FHA 


Housing Is the Chief Topic of Annual—Ask 








Farco, N. D., Feb. 18.—Election of J. L. 
Odette, Minot, as president, culminated the an- 
nual convention ot the North Dakota Ketail 
Lumbermen’s Association, held here Feb. 13 
and 14, with more than 200 dealers and guests 
attending. 

Jack Grant, Fargo, is vice president; Ward 
Briggs, West Fargo, treasurer, and Floyd La- 
velle, Fargo (re-elected) secretary. 

_ Directors are O. N. Dunham, Bismarck; Ben 
Grotte, Valley City; Rufus Heald, Larimore, 
and C. O. Bystrom, Fargo, retiring president. 

The 1936 convention will be held in Bismarck. 

The delegates were welcomed to Fargo by 
Mayor F. O. Olsen, with Retiring President 
C. O. Bystrom making the response. 

[Nore: A telegraphic report of the opening 
session appeared on page 42 of the Feb. 16 issue. 
—EpIror. | 

Among the resolutions adopted was one op- 
posing any change in the law which requires 
State institutions to use North Dakota lignite 
or other native fuel. The association also 
pledged its co-operation to the Federal Housing 
Administration. 

In the discussion centering about house con- 
struction prospects, the excellent opportunity for 
the building trades and supply dealers to de- 
velop business was stressed, and details of the 
Federal Housing program were explained. 

Prediction that the financing system of the 
Federal Housing Administration will become 
permanent, and that much of the home con- 
struction work of the future will be financed by 
some such method, was made by FHA repre- 
sentatives. 

Thomas M. Sweeney, Lincoln, Neb., declared 
that in the past much of the distress of the 
home owner in striving to meet mortgage pay- 
ments, interest, insurance and taxes had been 
because somewhere along the line payments be- 
came too heavy. Under the FHA plan it is 
expected 70 to 80 percent of home construction 
may be financed without recourse to a second 
mortgage, with monthly payments taking care 
of installments on principal, as well as taxes, 
interest and insurance. 

“Somewhere, in his endeavor to meet all 
these obligations, the borrower sooner or later 
came to grief under the system we have had,” 
Mr. Sweeney said. “The one vital point to 
make certain of is that the monthly payment, 
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Continued Use of Native Lignite by State 








which will care for all of these various obliga- 
tions, shall not be more than the borrower can 
handle.” 

Declaring a sustained drive, with everyone 
playing his part, would restore the building 
trades to a degree “of which none of us here 
can conceive, rrank L. Gilotzbach, associate 
FHA director for North Dakota, urged ium- 
bermen to “sell themselves” on the idea that the 
industry is going torward to greater heights 
than it has known. 

He said England, with a population of 40,- 
000,000, constructed 300,000 homes in 1932, 
whereas the United States, with 120,000,000, 
built only 30,000 homes. 


Speaks on “Fundamentals” 


Ormie C. Lance, secretary of the Northwest- 
ern Lumbermen’s Association, with headquar- 
ters at Minneapolis, in his talk entitled “Back 
to Fundamentals,” told the lumbermen that des- 
pite the Code program and other helpful in- 
tiuences which have grown out of the New Deal 
at Washington, the greatest responsibility for 
success in the retail lumber and building ma- 
terial business is now where it always was— 
squarely upon the shoulders of the men within 
the industry. He stated most emphatically that 
the customer is always the boss, and that any 
dealer who does not recognize the fact that his 
greatest obligation is to his customer is over- 
looking the factor most essential to his business 
success. 

Referring to the Federal Housing Act, Mr. 
Lance reminded the dealers that never in the 
history of the retail lumber and building ma- 
terial business has public attention been so defi- 
nitely focused upon the building industry as 
during the past year. If the lumber industry 
were to spend a million dollars in advertising 
it could not accomplish half the results which 
have been accomplished in less than a year 
through the Federal Housing Administration. 

Speaking particularly of the field for insula- 
tion, Mr. Lance expressed the opinion that not 
one home in ten is properly insulated, and said 
that lumber dealers can render a valuable serv- 
ice by pointing out to their customers the econ- 
omy of properly insulated homes. 

He went on to say that there has been a ma- 
terial improvement in the condition of farmers 
during the past year, excepting in localities 
where the drought has been severe, and told the 
dealers that they can be of great service to their 
farmer customers by assisting them in their 
building problems, helping them make their 
farms more modern, while at the same time 
cutting down the cost of farm operation. 


"Speaks Out'’ Regarding Taxation 


Edward F. Flynn, of St. Paul, assistant to 
the general counsel, Great Northern Railway, 
discussed the tax situation, saying among other 
things : 


You realize, of course, that the area of for- 
est lands in the United States is greater than 
the area of improved farm lands; that over 
one-fourth of our national area is forest 
land. Timber is our most extensive and our 
only reproducible natural resource. Nearly 
one-tenth of our people ordinarily are de- 
pendent for their livelihood on the forest or 


upon the diversified industries using forest 
products. The timber, lumber and pulp in- 
dustries are the principal source of liveli- 


hood in nine States, a large factor in fifteen 
more, and a substantial activity ‘in twelve 
other States. 

Why should taxing bodies show such ab- 
sence of good old common equine sense as to 
tax such an industry to the edge of the 
grave, if not actually to death? Yet they have 
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done it! In 1924 the lumber and timber prod. 
ucts interests paid in taxes the almost unbe. 
lievable amount of 22 percent of net profits: 
but more unbelievable in 1925, 32 percent, 
and in 1928, nearly one-half, or 45 percent. 
In one western State 40 percent of the tim. 
berland taxes is delinquent. 

Ten years ago out of seventeen leading in- 
dustry groups the timber industries stood 
eleventh in percentage of total taxes to total 
net profits; today it stands second. That 
tells the story of why many lumber mills are 
idle; why the sound of the ax of old Pau 
Bunyan no longer from mountain 
range to mountain range. It is a pitiful 
story—a sad commentary on the judgment of 
those whom we elect to office. 
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Peter Garberg, Fargo attorney, in an infor- 
mal talk entertained convention delegates and 
visitors with “Some Observations on Current 
Events.” 

The annual frolic on the first night, and a 
banquet on the closing night, with salesmen for 
various lumber concerns as the hosts, were so- 
cial features of the convention. Nearly 300 at- 
tended. P. L. E. Godwin, Fargo, was. toast- 
master. 











Lumbermen Borrow From RFC 


WASHINGTON, D. C., Feb. 25.—In a state- 
ment showing that $34,222,535 in loans to 599 
industrial concerns was authorized by the Re- 
construction Finance Corporation between June 
19 and Dec. 31, 1934, the RFC discloses that 
“lumber products,” with 97, or 16.2 percent 
of the borrowers, received $5,517,250, or 16.1 
percent of the total amount loaned. 

This places lumber products at the head oi 
the list both in point of number of borrowers 
and amount of accommodation. The classi- 
fication “lumber products” includes sawmills, 
planing mills, sash and door factories, coopert- 
age, furniture plants etc.; and while the RFC 
has published no figures as to the amounts 
loaned in each of these sub-classifications, it is 
generally understood that the bulk of the loans 
went to sawmill operators. This class also fur- 
nished the greatest number of applicants for 
loans. 














RFC Loan Permits Increase in 
Operations 


SPOKANE, WasH., Feb. 23.—The Spokane 
office of the Reconstruction Finance Corpora 
tion was recently instructed to begin disburse- 
ment of a $100,000 loan to the Rogers Lumber 
Co., of St. Maries, Idaho. G. A. Rogers 3 
president of the lumber company, which has 
been operating its sawmill part time. Logging 
operations will be started late in March 
throughout this territory, it is expected, and the 
Rogers’ mill run continuously. 
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-DOUGLAS FIR & SITKA SPRUCE 








Ready ? 


A vast number of repair, modernizing and new con- 
struction jobs will soon be under way this Spring. To 
share in this activity, you'll need stock and we have it— 
dependable quality, old-growth yellow Douglas Fir and 
virgin Sitka Spruce from one of the finest stands in the 
Northwest—with 50 to 60 years’ cutting ahead of us. 


Our carefully manufactured Fir meets the demand 
for better and more lasting construction—it is strong, 
durable and resists weathering and decay to a marked 
degree. It is light and easy to handle in your yard or 
»n the job—cuts cleanly and holds nails. 


Our Sitka Spruce has the advantages of old fash- 





MILL CAPACITY—47M PER HOUR—LARGEST ALLOCATED PRO- 
DUCTION UNDER CODE OF ANY RAIL MILL IN OREGON 


ioned White Pine—ease of working and painting— 
long life and low upkeep. 


C. D. Johnson lumber brings to your customers, all 
the modern refinements—'‘eased edges" on dimension 
and double-end trimming—uniform kiln drying of all 
common lumber—testing of all Sitka Spruce refrigera- 
tor stock for low moisture content, etc. 


With our big capacity, our large stocks and thorough 
understanding of dealer and industrial requirements, 
as a result of our many years’ experience, we are in 
position to fill your needs promptly at all times, and 
to your complete satisfaction. 


C. D. Johnson Lumber and Service will aid you in building up your 
business. We've been delivering real satisfaction to our customers for 
many years and are anxious to acquaint you with all we have to offer. Just 
tell us what you need to balance your stocks—and we'll please you. 


C. D. JOHNSON LUMBER CO. 


1330 American Bank Building, PORTLAND, OREGON 
MILLS: TOLEDO, OREGON 


"To increase our service to our customers we have installed 
teletype service. Our Portland Number is 173." 


"Reliable wholesale and commission representation wanted 
in territories not now represented." 
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National Production, Shipments and Orders 


Wasuincton, D. C., Feb. 25.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Feb. 16, and for 
seven weeks ended the date, covering mills whose statistics for both 1935 and 1934 are available, also percentage comparison with statistics of 
identical mills for the corresponding period of 1934: 





TWO WEEKS: Av. No 
Softwoods: Mills 
Southern Pine Association........-.+eeeeeee% 166 
West Coast Lumbermen’s Association........ 4238 
Western Pine Association............e-eeee+:- 120 
California Redwood Association........... 15 
PS, cccnceeeteeed sede eueetceseoe 17 
DE Pe stkbrieescenndeasenssseeaencss 8 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 20 
cL eteceeeseeneseheaneeeasenes 4 
BORE GOEC WOON 6c cece vccssecesoesvoesece 788 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 138 
Northern Hemlock & Hardwood Mfrs. Assn 20 
Eee ee eer epee 4 
ER ain oc ect een tees ewhese wets 162 
I lite ae aaa ard ace heated weve braun dic 926 
SEVEN WEEKS: 
Softwoods: 
Southern Pine Association................... 151 
West Coast Lumbermen’s Association........ 438 
Western Pine Association. ......cccccccccocs 118 
California Redwood Association............. 15 
Dt CS ccvcectenneeavdebeee-decdo na 17 
I I cat a re 8 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 
IEE oopaiceeosindaea ar earenesceKs os . 
PC ee ae 773 
Hardwoods: ‘ 
Hardwood Manufacturers’ Institute......... 167 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 2 
PEED os Ub Saeedesesendetontadeeéncen 4 
I a ia a 193 
SE SE. is dea weed ae eied adbhGieeehweeenen 940 


Predestion Percent 


935 of 1934 
53,002,000 104 
178,424,000 107 
42,145,000 93 
13,306,000 99 
2,734,000 103 
471,000 122 
1,776,000 96 
235,000 57 
292,093,000 103 
20,466,000 89 
5,264,000 139 
1,155,000 138 
26,885,000 97 
318,978,000 103 
178,046,000 105 
521,759,000 101 
113,005,000 88 
38,909,000 97 
8,588,000 107 
1,222,000 153 
5,986,000 107 
1,761,000 57 
871,701,000 100 
79,276,000 102 
20,484,000 141 
4,186,000 192 
101,521,000 107 
973,222,000 101 


Shipments Percent 
1935 


of 1934 

49,292,000 122 
171,141,000 124, 
84,449,000 143 
10,764,000 88 
3,924,000 106 
2,764,000 123 
1,643,000 95 
20,000 89 
324,697,000 126 
21,363,000 119 
4,175,000 155 
430,000 95 
25,968,000 123 
350,665,000 125 
180,948,000 130 
542,164,000 135 
268,619,000 153 
39,542,000 98 
14,579,000 118 
8,465,000 105 
5,280,000 76 
2,532,000 97 
1,062,129,000 135 
84,509,000 122 
13,584,000 146 
1,134,000 97 
99,227,000 124 
1,161,356,000 134 


Orders 
1935 

51,763,000 
177,762,000 
88,102,000 
13,993,000 
3,775,000 
2,623,000 
2,639,000 
655,000 


341,312,000 


25,321,000 
5,160,000 
92,000 


31,173,000 


372,485,000 


187,486,000 
618,389,000 
325,707,000 
50,098,000 
13,494,000 
8,815,000 
7,980,000 
2,416,000 


1,214,385,000 


93,472,000 
19,125,000 
1,502,000 


114,099,000 


1,328,484,000 


Percent 
of 1934 





Western Pine Summary 


[Special telegram to American LumMBERMAN] 
PorTLAND, Ore., Feb. 27.—The Western Pine 
Association reports as follows on operations of 
member mills during the two weeks ended 
Feb. 23: 
Weekly average of identical ill y 
number, 114%: a se 
Production (weekly average for 
three previous years) 30,601,500 
Average per week 
during two weeks ended 
Feb. 23,1935 Feb. 24, 1934 


Production ......... 23,352,000 23,141,500 
Shipments eoceeeeees 40,980,000 31,727,500 
Orders received ..... 44,651,500 33,516,000 

On Feb. 23, On Feb. 24, 
For 111 mill 9 


193 
94,755,000 


West Coast Review 


[Special telegram to American LumBeRMAN] 
SEATTLE, WasH., Feb. 27.—The 548 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended Feb. 23 reported: 
Production 181,896,000 
Shipments 174,133,000 4.27% under production 
Orders 167,715,000 7.80% under production 
A group of 540 mills, whose production re- 
ports for 1934 to date are complete, reported 
as follows: 
Average weekly cut for eight weeks: 
1934 77,265,000 
77,614,000 
90,951,000 
A group of 538 mills, whose production for 
the two weeks ended Feb. 23 was 181,896,000 
feet, reported distribution as follows: Unfillea 


st 1935 
Unfilled order total.. 169,962,000 








t Shipments Orders Orders 
Rail ..... 58,232,000 64,533,000 111,905,000 
Domestic , 

cargo .. 63,451,000 66,420,000 180,773,000 
Export -. 35,771,000 20,083,000 115,969,000 
Local 16,679,000 SORTS 0 ha vesoes 

174,133,000 167,715,000 408,647,000 

A group of 438 identical mills, whose re- 

ports of production, shipments and orders are 


complete for 1934 and 1935 to date, reported as 
follows: 

Aver. for two 

weeks ended Aver. Ses 8 weeks ended 


Feb. 23, Fe Feb. 22, 
935 1935 1934 
Production 90,067,000 76,854,000 75,775,000 
Shipments 86,546,000  795220:000 60,355,000 
Orders 83,484,000 86,336,000 ~ 72,748,000 





Bookings Continue Above Output 


[Special telegram to American LuMBERMAN] 
Wasunecton, D. C., Feb. 28.—Ten groups for the two weeks ended Feb. 23 reported as follows: 


Southern 


Western 


Northern Hemlock & Hardwood Manu- 
facturers’ Association 
California Redwood Association 


Southern Cypress Manufacturers’ As- 


sociation 


Northeastern Softwoods 


Totals, Softwood 


Northern Hardwood 


Northeastern Hardwoods 
North Central Hardwoods............ 


Totals, Hardwood 


Total Lumber 


Pine 


Pine 


Softwoods 
Association 

Carolina mills included) 
West Coast Lumbermen’s Association* 

(Washington and Oregon) 
Association 
Empire and California) 


Northern Pine Manufacturers* 


Hardwoods 
Appalachian and Southern Hardwoods 


*American mills. 


a ee ee 


(North 











Week No. of 
ended Mills Production Shipments Orders 
Feb. 16 165 24,510,000 22,750,000 21,277,000 
Feb. 23 120 26,137,000 26,390,000 26,984,000 
Feb. 16 538 89,934,000 85,502,000 86,377,000 
Feb. 23 540 91,968,000 88,634,000 81,386,000 
Feb. 16 118 21,756,000 41,507,000 41,626,000 
Feb. 23 111 24,948,000 40,453,000 47,677,000 
Feb. 16 11 243,000 1,222,000 1,674,000 
Feb. 23 11 322,000 1,038,000 1,531,000 
Feb. 16 17 640,000 45,000 825,000 
Feb. 23 19 627,000 632,000 2,520,000 
Feb. 16 16 6,816,000 4,609,000 5,949,000 
Feb. 23 16 6,212,000 3,666,000 5,803,000 
Feb. 16 23 1,418,000 2,113,000 2,010,000 
Feb. 23 22 1,848,00 2,109,000 2,019,000 
Feb. 16 11 199,000 81,000 454,000 
Feb. 23 11 232,000 480,000 583,000 
Feb. 16 899 145,516,000 158,829,000 160,192,000 
Feb 23 850 152,294,000 163,402,000 168,503,000 
b. 16 104 6,571,000 6,869,000 7,627,000 
rep. 23 101 7,462,000 9,513,000 7,028,000 
Feb. 16 17 2,354,000 1.978,000 2,254,000 
Feb. 23 19 2,767,000 1,853,000 2,106,000 
Feb. 16 11 74,000 425,000 969,000 
Feb. 23 11 663,000 291,000 148,000 
Feb. 16 71 542,000 724,000 535,000 
Feb. 23 73 438,000 601,000 472,000 
Feb. 16 203 10,141,000 9,996,000 11,385,000 
Feb. 23 204 11,330,000 12,258,0 9,754,000 
Feb. 16 1,074 155,657,000 168,825,000 171,577,000 
Feb. 23 1,054 163,624,000 175,660,000 178,257,000 





Wasuincton, D. C., Feb. 25.—Following is a statement for six 
flooring factories of the gross stock and unfilled order footages in t 


Relation of Unfilled Orders to Stocks 


Softwoods— 


Southern 


Southern 


habe ka bee eae we ae base 
West Coast 
Western Pine 
California Redwood 
po cwdwk bade a enwes 
Northern Pine 
Northern Hemlock 
Northeastern 


Total Softwoods 
Hardwoods— 


So. & 
Northern 


Northeastern 


Appal 


Total Hardwood 


Total Lumber 


Flooring— 
0 


Tere eee ee ee ee 


ee ee ee 


ee 


ee ee ee 


eee eesee reese eeseereseee 


ee 


ee 








No. of Gross Stocks U 

Mills 1935 934 1935 
156 480,508 455,703 55,423 
438 1,278,593 1,257,315 420,150 
118 1,107,663 1,128,884 169,544 
15 296,126 281,502 32,637 
17 197,696 259,803 6,263 
8 86,357 113,011 3,743 
12 57,636 55,611 2,427 
3 21,659 17,616 435 
767 3,526,238 3,467,735 690,622 
204 806,934 755,792 119,249 
13 97,181 103,854 8,047 
3 9,680 8,248 2,899 
220 913,795 867,894 130,195 
972 4,440,033 4,335,629 820,817 
56 63,448 66,220 8,633 
24 16,850 17,246 5,327 


groups of identical mills and 
housand board feet, Feb. 16: 
nfilled Order 


68,738 
362,588 
114,898 


—— 
586,096 


92,014 
5,790 
750 


— 
98,554 
684,650 


12,778 
634 
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1935 


112 


2,000 
13,000 
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California Redwood 


San Francisco, Cauir., Feb. 23.—The fol- 


lowing information is summarized from the 
reports of 28 mills to the California Redwood 
jation for January: 
Associatl J 7 —Redwood— White 
Percent of Wood 
Production Feet 


Nile cies 19,868,000 3,548,000 
oe... 16,549,000 } 4,118,000 
Slant 80 ..----- 1,245,000§ 95 3395000 
Orders— 

Seal aca 27,009,000 136 5,393,000 
ge ieee 24'621,000 ... _ 4,428,000 


stock on hand... 281,891,000 15,940,000 
Detailed Distribution of Redwood 





.., Shipments Onters, 
z n California*... 6, ’ , , 
Northern California*... 2,635,000 4,989,000 
BEY ceseresauoesss 148,000 152,000 
SEE ieee cvesccess 5,285,000 10,677,000 
SEE scacescosseneas 1,537,000 2,558,000 
BNI ccnichoineiaunl 16,549,000 27,009,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


;Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





(Continued from Page 21) 
suggest that he can give some of his own 
time for cleaning up or improving the ap- 
pearance of his property, so that, without 
expense, he may contribute to the improved 
appearance of his own community. 

The drive is publicized by a full page adver- 
tisement in the local newspaper urging citizens 
to modernize their homes now and pointing out 
how this may be done through the liberal 
financing provisions of the National Housing 
Act, in which local banks are co-operating. 

Besides the house-to-house canvass, an out- 
standing feature of the campaign is a house- 
planning contest, with first, second and third 
prizes of $15, $10 and $5, respectively, for the 
best plans for modernization of exterior, in- 
terior and grounds of a specified old house, 
familiar to all local residents. 


Training School for Salesmen of 


Modernization 


SPOKANE, WASH., Feb. 25.—The Spokane 
Home Modernization Bureau is conducting a 
training school for salesmen, estimators and 
credit men of building and supply dealers, 
which is proving unusually successful and well 
attended. It is believed here that this school 
is the first of its kind, and the Washington 
headquarters of the Federal Housing Adminis- 
tration is reported to have thought so highly 
of the idea that a sales manual is being pre- 
pared to tell other communities how to conduct 
similar schools and carry on special sales pro- 
motion work, 

R. P. Kelly, chairman of the construction 
and industry committee of the Spokane Cham- 
ber of Commerce, reports that modernizing and 
construction of new homes in the city is going 
on at an active rate, with $350,000 in con- 
tracts already signed, and $1,500,000 estimated 
worth of construction for the year. 


3ig Gain in Repair and Improve- 
ment Permits 


Wasuincton, D. C., Feb. 25.—The total 
number of repair and improvement permits 
issued during the year 1934 in more than 750 
tities having population of more than 10,000 
Was 24 percent greater than the total for the 
same cities in 1933. 

The amount of money involved in the 1934 
volume of permits was 51 percent over the pre- 
vious year’s total, according to information 
made available by the Bureau of Labor 
Statistics, 

Inasmuch as there are only 982 cities in the 
‘tire country having population of 10,000 or 
more, these gains noted may be taken as indi- 
Cations of the increase throughout the nation 
ast year. 
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Movement of Timber Products 


Wasuincron, D. C., Feb. 25.—Following is a comparative statement of identical plants to the 
Lumber Code Authority on the movement of timber products during December: 





No. Production Shipments Net Orders Dec. 31 Dec. 31 
Measure Mills 1934 1933 1934 1933 1934 1933 Unfilled Orders Gross Stocks 
Sawed Box 1934 1933 1934 1933 

ee M bd. ft. 17 9,785 8,893 8,306 9,666 7,617 8,875 3,439 3,932 21,110 22,379 

Inland Empire...Mbd.ft. 24 1,548 1,800 1,511 1,564 874 1,062 1,223 91 5,385 6,035 

N. W.(Wis. Minn.) M bd. ft. 13 1,936 2,093 1,949 2,147 2,212 2,042 873 1,026 382 317 

Comtrad ...cccee. Mbd.ft. 9 534 671 518 635 453 485 867 1,010 230 299 

§ E  cenitie wm acu M bd. ft 4 894 1,287 730 1,310 642 914 935 896 503 364 

Southeastern oonn We. 3. 8 3,198 3,088 3,194 4,131 3,112 1,753 238 6,799 2,807 4,954 
Dette Soscccces M bd.ft. 29 1,490 1,930 1,490 1,930 no data no data 
MEE caveeenes M bd. ft. 76 8,128 9,099 128 9,099 8,128 9,099 

Hdwd. Dim. Blkng.M bd. ft. 29 6,928 6,738 6,928 6,738 11,553 9,484 4,625 2,746 mome none 

Plywood Package...Msq.ft. 29 20,525 16,294 20,525 16,294 20,069 no data nodata mone none 

Mee Gees occcccces M cases 3 120 119 none 28 =none SB insces coves 324 412 

Face Veneer ...... Msq.ft. 73 16,575 19,208 18,678 17,491 modata nodata 19,912 17,859 31,695 31,921 

*So. Rotary Ct. Lbr.M bd. ft. 10 2,287 1,939 1,545 1,164 2,299 nodata 1,113 70k wbews “ewes 
Wooden Pail & Tub. Dozen 15 no data no data 18,189 16,045 no data no data 


*Compiled from weekly reports. 
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PROTECT ALL EXPOSED WOOD 


EASTMAN IOC). 2). KK wooo preseaver 


Log houses, foundation timbers, fences, ware- 
houses and all exposed woodwork should be 
protected from the attacks of decay and 
termites. NO-D-K furnishes this protection at 
low cost. Application is easy with either brush 
or spray. 


Write for our new free wood preservation guide 
entitled "Preservation with Eastman NO-D-K." 


TENNESSEE EASTMAN CORPORATION 


KINGSPORT, TENNESSEE j 
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OAK FLOORING A 


Pur your needs up to 
Tremont for Longleaf or Short- 
leaf Yellow Pine, Oak or Beech 
Flooring, Cypress or the Hard- 
woods — Oak, Gum, Tupelo, 
Elm, Beech and Hickory. Our 
wide assortment of items and 
dependable service make Tre- 
mont Mixed Cars especially 
attractive. 


TREMONT LUMBER CO. 
Rochelle, La. 



























samples and discounts. 


O'BRIEN VARNISH CO. 


SOUTH BEND, INDIANA 


ESTABLISHED 1875 


They’re new..different..the most unique 


line in America! A complete, high quality, fast 
selling line of paints, varnishes and enamels— 
backed by a sure-fire sales plan, including O’ Brien’s 
new Merchandising Wall Panel Display—an arrest- 
ing, visual presentation of all O’Brien finishes. The 
most powerful store salesman ever developed for 
paint products. Available to all O’Brien dealers. Ex- 
clusive franchises still open. Write for color cards, 





TUNG OIL 
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TIMBER SURVEY COMMITTEE FINDS 
MANY ITEMS IN SHORT SUPPLY 


“Well planned research and trade promotion 
are essential in the lumber industry both at 
home and, if American lumber is to continue a 
substantial export business, then in foreign mar- 
kets also,” says the Special Lumber Survey 
Committee of the U. S. Timber Conservation 
Board in its report on the lumber market during 
the last quarter of 1934 and the prospects for 
the first quarter of 1935. A distinct shortage 
exists in mill stocks of many items and grades, 
the committee emphasizes, for the item and 
grade assortments in producing regions are 
more unbalanced than since the Great War, and 
in many regions the excess is largely, and in 
some instances solely, in grades and items for 
which there is little demand. Only in aggre- 
gate mill stocks for the various regions is a 
reduction desirable, and the committee recom- 
mends that in reducing totals, improvement in 
the balance of grade and item assortments at 
the mills should be sought. An important offset 
to an increase in mill stocks during 1934 is 
noted—a considerable reduction in stocks of 
retail yards as they marketed the lumber they 
bought late in 1933 at pre-Code levels. The 
committee points out that although there was 
a reduction in mill stocks of 680 million feet 
during the last five months of 1934, the Jan. 1, 
1935, stocks were about 100 million feet above 
those of Jan. 1, 1934; it recommends, however, 
a reduction in total stocks of only 1,000 million 
feet—this recommendation being based on the 
desirability of maintaining a 35 percent larger 
ratio of stocks to consumption than was main- 
tained in 1929, because of many stock items 
being slow or “frozen,” and because hand-to- 
mouth buying by retailers makes necessary 
greater assortments at mills to permit them to 
give the speedy deliveries requested. 

Stocks at retail yards have been much re- 
duced during the last year, it being estimated 
that 4 to 5 percent of total 1934 consumption 
came from stocks accumulated during specula- 
tive buying in 1933, and orders at mills have 
been heavy recently, considering the severe 
weather in some producing and most consuming 
areas; but although building figures for Janu- 
ary of 1935 are encouraging, retailers who 
have been contacted are not very optimistic 
about spring prospects. It has not been pos- 
sible to determine what proportion of the in- 
crease in January volume was due to housing 
and modernization programs, and what to price 
adjustments. 


Stocks of Many Items Below Average 


Stocks in the southern pine region, it is es- 
timated, on Jan. 1, 1935, were 2 percent above 
what the mills considered adequate, but the 
surplus was wholly in yard lumber, stock of 
this being 13 percent above adequate, while 
total stocks of timbers and miscellaneous items 
were 2 percent below adequate, and total stocks 
of selects were 25 percent less than adequate. 

In the West Coast region, total stocks on 
Jan. 1, 1935, were 13 percent in surplus, but 
the bulk of this surplus was in selects, amount- 
ing to 28 percent, the surplus in yard lumber 
being only 11 percent, and that in total tim- 
bers and miscellaneous, 2 percent. 

In the western pine region, only selects and 
shop were reported in surplus, stocks of other 
items being nearly normal. 

Achievement of desirable objectives—bal- 
ance of stocks in relation to shipments, equaliz- 
ation of production and consumption, and bal- 
anced assortment of marketable grades and 
items, the committee believes, may be aided by 
exchange of stocks between mills, organization 
for distribution and sale, and agreements un- 
der the NRA. It believes also that suspen- 
sion of minimum prices has added to the de- 
sirability of achieving these objectives. While 
suspension of minima was followed by down- 
ward price readjustments in slow-moving items, 


it is significant, asserts the committee, that in- 
creases in prices of other items have been fol- 
lowed by an expansion in the volume of orders 
for them. 


Reviews 1934; Gauges 1935 Prospects 


Building during the first quarter of 1935, it 
is indicated, will be 12 to 20 percent greater in 
volume than in the same period of 1934. Resi- 
dential construction as measured in floor space 
during 1934 was less, and so was its total value, 
than in 1933, the last quarter failing to main- 
tain the increase over 1933 noted in the first 
three quarters. City rents are not yet high 
enough to encourage much speculative building. 
The unrecorded volume of small-town and farm 
building operations is large but indeterminable. 
Total furniture sales in 1934 were 5 percent 
greater in value than in 1933, and the outlook 
for the first quarter of 1935 is good. In the 
automobile industry, consumption per car is de- 
creasing, but it takes 8 to 9 percent of the total 
hardwood output. Farm equipment sales in 
1935 are expected to reach $200 million as com- 
pared with $115 million in 1933. Railroads in 
the first half of 1934 took nearly double the 
value of lumber products purchased the same 
period of 1933, but, as Government aid tapered 
off, their purchases showed a decline; total for 
1934, however, will be about 10 percent more 
in volume than for 1933. Nearly 25,000 freight 
cars were ordered in 1934, and many cars are 
scheduled for general repairs in 1935. Ship- 





OF VALUE IN DAILY 
WORK 


Our company is a subscriber to the 
AMERICAN LUMBERMAN, and our 
purchasing department advises me 
that it finds your publication of value 
in its daily work.—C. W. HAMIL- 


TON, sales promotion manager, 
Globe-Wernicke Co., Cincinnati, 
Ohio. 





yards continue to be occupied mainly with Gov- 
ernment work, and no major expansion in ship 
construction is expected. Exports of softwoods 
increased 7 percent in volume as compared with 
the third quarter, were 42 percent greater than 
in the last quarter of 1933, and the year’s 
total was 8 percent above 1933. Exports of 
hardwoods in the fourth quarter of 1934 were 
4 percent below those of the third quarter, 
and 1934 total was 4 percent less than 1933. 


Industry's Indifference to Opportunity 


The committee asserts that the lumber in- 
dustry should be a large beneficiary of in- 
creased public and private activity in housing, 
repair, modernizing and general construction. 
But, “In spite of the fact that the national 
housing program has opened up to the industry 
its best opportunity in many years to recover 
a fair share of the country’s building markets, 
its participation in the national housing pro- 
motion so far has been generally inadequate, 
and far less than that of many building ma- 
terial industries having only a relatively small 
interest in small building.” And, it asserts, 
“The lumber industry has been inattentive to 
the increasing public interest in, and opportu- 
nities for, fabricated types of small buildings. 
In this direction, under the stimulation of hous- 


ing and promotional activity of the Governmen 
appears to lie the lumber industry's largey 
new market opportunity.” 





Investigating New Type Factory. 
Built House 


New Or-eans, La., Feb. 25.—While in (hj. 
cago recently, John F. Carter, manager trade 
promotion for the Southern Pine Association 
took occasion to investigate the merits of a ney 
type of house to be placed on the market by 
the Factory Built Housing System, of which 
C. L. Michod is the directing head. In large 
centers this concern is .organizing local many. 
facturing units, utilizing, whenever practical, 
the local millwork and lumber interests, all on 
a definite basis of co-operative compensation, 
A feature of these houses is that they are built 
in irregular sections, to follow the lines of 
architecture, put up with non-emphasized joints, 
roofs being sheathed with thin copper, or other 
metals, and the walls also may be so sheathed, 
Any kind of wood may be used, and, when 
sheathed with metal, a lower grade can be 
used and at the same time give a well con- 
structed, long life house. Through this system, 
any building materials may be used. It is 
claimed that these metal-clad houses pass all 
building codes and are of a conservative modern 
architecture. They are termite proof and fire 
resistant and, walls being of two thicknesses of 
wood, are well insulated, but other insulation 
may be added if desired. Distribution of these 
houses to realtors or to individual owners is 
carried out in connection with certified local 
architects through responsible dealers. Any 
floor plan for any exposure or shape or lot, 
it is claimed, gains equally in economies 
through using the Factory Built Housing Sys- 
tem’s method of producing standard rooms, 
which the architect fits to suit conditions. 

It is the plan of the Factory Built Housing 
System to establish plants to produce excep 
tionally low-cost units at strategic points, from 
which the local licensed plants may draw to 
suit certain houses of lower cost requirements, 
utilizing the local plants to manufacture the 
larger houses. 

Mr. Carter is looking into the merits of this 
plan of producing factory built houses to be 
sold through the local retail lumber dealers 
as a means of creating a wider use of southern 
pine through meeting the growing demands for 
factory built houses at low cost, that will con- 
tain all of the necessary facilities for comfort 
and sanitation. 


Butt Fir Log Will Go on Show 


SHELTON, WaAsSH., Feb. 23.—Saved from cut- 
ting into lumber by sheer size, a 14-foot Douglas 
fir log, brought here by the Simpson Logging 
Co. from the upper Wynooche district will be 
cut into sections for exhibition in various parts 
of the country. Officials of the logging com- 
pany said that if the log were put through a 
sawmill, it would have to be blasted into smaller 
dimensions, as it was too large as it came 
from the forest to be handled by any mill in 
this section. 

The log measured 14 feet at the butt and 10 
feet at the top, and scaled 16,880 feet. David 
Adams, head scaler for the Simpson Logging 
Co., counted 608 rings from bark to heart, and 
placed the tree’s birth at between 1326 and 
1327 A. D. It is believed to be one of the 
largest Douglas fir trees ever logged. It was 
between 290 and 300 feet tall. Fallers worked 
two days felling the tree. Out of the tree were 
taken 256 lineal feet of logs, scaling almost 
60,000 feet. 








March 2, 19: 


EEE 


TH 


V 


Won't it be 
When ev'ry 
Says to anc 
As for hims 
When ev'ry 
Makes sure 
When peopl 
Won't that | 


Won't it be 
When ev'ry! 
No, not in ¢ 
With thoug] 


pay, 
When all re 
Is done for 
Their idle h 
Won't that 


Won't it be 
When we \ 
Who talk c 
Take on a 
Yes, think 
With some 
done, 
A better w 
Won't that 


WorRCEST 
the banque 
filled it wv 
ladies’ day 
crowd, th 
speak at 1 
fifty miles 
to do a Pz 
horse to 1 
cester’s we 


Fort W 
of lumber 
not a scho 
cipals and 
eastern In 
to addres: 
at what | 
made it, a 
some of tl 
hour? It 
would be 
would stil 
idea to t 
their cons 


PortTLA: 
in Maine 
State ma 
sembled i 
and 1,200 
us pour f 
and poerr 
week, It 
Maine T 
gret was 
of our 1 
US up. 


Port / 
mercial , 
hundred 
had thre 
tickets 





who adc 
doesn’t k 
Ing can 
means p 
only for 
the strar 
work fo 
Investor: 
ployed. 











: 193; 


iment, 
argest 


Ory- 


1 Chi- 
trade 
lation, 
a new 
et by 
which 
large 
many- 
Ctical, 
all on 
‘ation, 
built 
es of 
joints, 
other 
athed, 
when 
in be 
con- 
stem, 
It is 
3S all 
odern 
1 fire 
es of 
lation 
these 
TS is 
local 
Any 
r lot, 
omies 
Sys- 
OMS, 


using 
xcep- 
from 
w to 
ents, 
» the 


this 
o be 
alers 
Ahern 
s for 
con- 
nfort 








warch 2, 1985 


AMERICAN LUMBERMAN 





THE LUMBERMAN POET 








Won't It Be Great? 


Won't it be nice 

When ev'ry fellow takes his own advice ?— 
Says to another man, “You've had enough,” 
As for himself, well never tastes the stuff. 
When ev'ry girl who calls another “cat” 

Makes sure that she herself is not like that, 
When people speak of others, then think twice, 
Won't that be nice? 


Won't it be great 

When ev’rybody wants to serve the state ?— 
No, not in office, in some other way, 

With thoughts of service, not with thoughts of 


ay, 
When all relief, so costly it appears, 

Is done for nothing, and by volunteers, 
Their idle hours to others consecrate, 
Won't that be great? 


Won't it be fine 

When we who call man’s origin divine, 

Who talk of God, who made the land and sea, 

Take on a bit of His divinity? 

Yes, think our heaven something to be won 

With something prayed, yet also something 
done, 

A better worid this world of yours and mine, 

Won't that be fine? 


Between Trains 


Worcester, Mass.—The Rotary Club banked 
the banquet room with palms and ferns and 
filled it with flowers and ladies, this being 
ladies’ day—and what a day it was, with the 
crowd, the music, and everything. Due to 
speak at the State House in Boston, nearly 
fifty miles away, in an hour and a half, we had 
to do a Paul Revere, with a Chev instead of a 
horse to make it, but the warmth of Wor- 
cester’s welcome was worth it. 


Fort Wayne, Inp.—If you are an attender 
of lumber conventions, thank heaven you are 
not a schoolmaster or mistress. When the prin- 
cipals and superintendents’ group of the North- 
eastern Indiana Teachers’ Association asked us 
to address it here today, we wired certainly, 
at what hour please? Eight-thirty a. m. We 
made it, and it gave us an idea. Why not have 
some of the lumber association meetings at that 
hour? It would mean a crowd. The retailers 
would be glad to get up, and the salesmen 
would still be up. We respectfully submit the 
idea to the lumber association secretaries for 
their consideration. 


PoRTLAND, Me.—A lumberman feels at home 
in Maine, anyway, and the teachers of the 
State made us feel more so when they as- 
sembled in three great audiences of 2,500, 2,000 
and 1,200 in three different auditoriums and let 
us pour forth to them some of these paragraphs 
and poems that you fellows have to read every 
week, It was the annual convention of the 
Maine Teachers’ Association, and our only re- 
gret was that we had no time to look up some 
és our lumber friends, or they time to look 
up. 


Port ArtHuR, TeEx.—The Port Arthur Com- 
mercial Association thought it might have two 
hundred at its membership meeting tonight. It 
had three hundred, and had to stop the sale of 
tickets many hours before the dinner. Anybody 
who adopts a defeatist attitude in these days 
4oesn't know the American business man. Noth- 
ing can lick him, not even himself. Progress 
means profits, and profits mean prosperity—not 
only for business but for everybody. One of 
the strangest mistakes made by us fellows who 
work for a living is forgetting that we are all 
investors in the concern by which we are em- 
ployed. The other man invests his money and 


his management, we invest our time and our 
labor, and we share the profits in more em- 
ployment and better wages and bigger divi- 
dends. Every employee is a partner, and the 
more he recognizes that relationship, the more 
he participates in the profits of the concern, 
not only the money profits, but the joy of a 
job well done. The employee who wants to do 
less for more will soon be doing more for less. 


GALVESTON, TEX.—It is difficult to call him 
“Governor” when we used to call him “Jim- 
mie,’ and probably some of us never shall. It 
was pleasing to arrive in Lexas and discover 
that, wnile we had been busy in other parts ot 
the country, an old triend had gone and got 
himselt elected governor of the great State of 
‘lexas. Jimmie Allred is anotner proof of the 
fact that the United States was, is, and always 
will be, the land ot opportunity. He started at 
the very bottom in ‘lexas, and has gone to the 
very top. We met him first when he was on 
his way, a young attorney in Wichita Falls. 
Next tning we knew he was attorney general, 
and now he is governor, at 32. The only one 
likely to regret it is the ‘Texas criminal. We 
have a hunch there will be few pardons from 
now on. 

Gov. Allred, of Texas, Gov. McNutt, of In- 
diana, and we, who can't even govern ourself, 
furnished the oratorical fireworks for 5,000 
Texas teachers at the municipal auditorium to- 
night. The high spot was reached in Gov. Mc- 
Nutt’s remark, ““Lhe roads and buildings can 
wait, but the school children can't.” 


Snow-Covered Ice 


Snow-covered ice is treacherous, 
And aren’t many matters thus ‘— 
The laws that lawyers oft provide 
That only judges can decide, 

The public speeches, private acts, 
Not to reveal but hide the facts, 
The criticism that obscures 

More than it ever helps or cures— 
Yes, there are lots of things I know 
Like skating ice beneath the snow. 


We See b’ the Papers 


Well, we can still say that Uncle Sam’s 
word is as good as his bond. 

Now Chambers of Commerce realize that, to 
bring money to a town, there are few industries 
that equal a good murder. 

English royal newlyweds are hunting sharks 
in Jamaica. Generally it’s the other way 
around. 

Hauptmann is said to be a model prisoner. 
That’s the worst of all of us—we become 
models too late. 

The $4,800,000,000 bill has gone back to the 
committee. Good idea. Let the committee 
pay it. 

Coal strike gunmen in Chicago shot a driver 
in the legs. Sounds more like a Western Union 
strike. 


Milder 


The times have changed, what once was good 
We would not have, if have we could. 

The snow that helped us move the logs 

Now blocks the railroad, freezes frogs, 

And now the prospect of a thaw 

Looks different to your son-in-law. 


We want things milder in this day, 
Weather, and toil, and every way. 
And we old fellows, like the rest, 
Think ease and luxury are best. 
The world is now a milder place— 
And peopled by a softer race. 
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Egg prices are up....Live poultry 
prices are climbing.... The demand 
for baby chicks has shown a marked 
increase .... All of which means more 
Poultry Netting Sales for you in 1935. 


New fences must be erected; old ones 
replaced. The first signs of spring will 
bring customers for poultry netting 
into your store. 


Be prepared to meet this demand with 
ample stocks of U. S. HEXLOK--the 
perfect hexagon mesh netting--and 
U. S. STRAITLOK--the perfect 
straight-line netting! Place orders 
now for prompt delivery! 


Ask your jobber or write direct to us! 


INDIANA 


STEEL & WIRE CO. 


MUNCIE , INDIANA 
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NRA SET-UP IS BEING REVAMPED 


Codes Desired for All Industries, Forbidding Unfair Practices, Stopping Waste of Natural Re- 
sources and Protecting Labor; Also Anti-Trust Laws That Prevent Monopoly But Permit Volume 


Distribution—With Centralization of NRA Con'trol and Speeding 


Wasuincton, D. C., Feb. 25.—In urging the 
extension of the NRA for another two-year 
period after June 16, the President in his mes- 
sage to Congress said just about what was 
expected of him. However, certain of the 
phrases he used lead to unending interpretations 
by Government officials, including Donald Rich- 
berg, as well as members of Congress and econ- 
omists. 

The President stated quite positively that the 
Government should be allowed to impose Codes 
on an industry where the industry refuses to 
get together, and, while this is in the present 
law, no Code has ever been imposed because 
the Recovery board, and General Johnson be- 
fore the board, never thought that such Codes 
could be enforced under the law. The Presi- 
dent evidently wants further power in this di- 
rection. He also wants more stringent enforce- 
ment of the antitrust laws. 


President Seeks Trade Standards 


It is quite evident from the wording of the 
message that the President is “sold” on the 
principles of NRA. “The fundamental pur- 
poses and principles of the Act,” he states, “are 
sound. To abandon them is unthinkable. It 
would spell the return of industrial and labor 
chaos.” 

Dealing with the question of voluntary en- 
forcement, he said that “voluntary submission 
of Codes should be encouraged, but, at the same 
time, if an industry fails voluntarily to agree 
within itself, unquestioned power must rest in 
the Government to establish in any event cer- 
tain minimum standards of fair competition, of 
commercial practices, and, especially, adequate 
standards in labor relations. For example, 
child labor must not be allowed to return, the 
fixing of minimum wages and maximum hours 
is practical and necessary.” On the labor ques- 
tion the President said: “The rights of em- 
ployees freely to organize for the purpose of 
collective bargaining should be fully protected.” 

Right in this connection, Richberg at a press 
conference stated that, in his personal opinion, 
evidently shared by the Administration, the 
present section 7(a) will work out satisfactorily. 
He stated that there would be no need of chang- 
ing this section at all, unless it can be clarified. 
It was apparent that he did not believe that 
it could be. 


Would Stop Waste of Resources 


Dealing with the question of the antitrust 
laws, the President said in his message: 

The fundamental principles of the antitrust 
laws should be more adequately applied. 
Monopolies and private price-fixing within 
industries must not be allowed nor condoned. 
“No monopoly should be private.” But I sub- 
mit that in the case of certain natural re- 
sources, such as coal, oil and gas, the people 
of the United States need Government super- 
vision over these resources, devised for the 
purpose of eliminating their waste and of 
controlling their output and stabilizing em- 
ployment in them, to the end that the public 
will be protected and that ruinous price- 
cutting and inordinate profits will both be 
denied. 


Richberg explained how the suggestions for 
the message had been evolved during the past 
few months by continual conferences among 
all of the interested Government departments 
and bureaus. These conferences were then fol- 
lowed by conferences with the President him- 
self, and then with members of Congress who 
will be charged with the enactment of this ex- 
tension legislation. 

“The fundamental principles of NRA,” said 
Richberg, “are perfectly sound.” 


On the question of the imposition of Codes 
on industry when it refused to write its own 
code, Richberg said that the Industrial Recov- 
ery Board has felt all along that there could be 
no imposition. He said that probably in the 
new law the imposition section would not differ 
greatly from the present law, but “it will be 
clarified.” 

In his message the President said, “In the 
development of this legislation I call your at- 
tention to the obvious fact that the way to 
enforce laws, Codes and regulations relating to 
industrial practices is not to seek to put people 
in jail. We need other and more effective 
means for the immediate stopping of practices 
by any individual or by any corporation which 
are contrary to these principles.” The Presi- 
dent himself was not disposed at a recent press 
conference to interpret this but Richberg said 
that this could be obviated by a process of in- 
junction, or by the use of cease and desist or- 
ders by the Federal Trade Commission. In 
this latter connection he intimated that Congress 
might broaden the use of these orders of the 
commission, and make them immediately ap- 
plicable, instead of using the present slow 
process of enforcement. He said that such or- 
ders would meet the need of the Code situation. 

Asked directly about the present Codes and 
the proposed new law, Richberg stated that he 
thought that most of them were in line with 
the proposed new law. 


May Impose Minimum Requirements 


Senator Pat Harrison, of Mississippi, chair- 
man of the Senate finance committee, which will 
draft the new law, stated that the President’s 
message “ought to go far toward clarifying 
much confusion and misunderstanding about the 
activities of NRA.” He continued: 

As pointed out by the President, there 
should be a clear line drawn between volun- 
tary Codes which may cover many arrange- 
ments regarded by business men themselves 
as helpful, and any Code imposed upon an 
industry. It is intended to provide that such 
imposed Codes shall be limited to providing 
for minimum wages, maximum hours, elimi- 
nation of child labor, waste of natural re- 
sources and prohibition of business practices 
generally accepted as dishonest or fraudulent. 


NRA Activities Under Scrutiny 


It is quite possible that there will be a three- 
ringed circus of NRA investigations. In the 
first place, drafting of the renewal legislation 
is in the hands of the Senate finance committee. 
That means that members of the Recovery 
Board and others will be asked to testify on 
the measure. There also is a resolution for 
the investigation of NRA introduced by Sen- 
ators Nye and McCarran, which has been fa- 
vorably reported by the finance committee, and 
a further investigation has been practically un- 
dertaken by the Senate judiciary subcommittee 
under the chairmanship of Senator King, of 
Utah. This has led to much confusion. 

The Nye-McCarran resolution for a full in- 
vestigation was supposed to have been sent to 
the commerce committee, but after some jockey- 
ing about it was sent to the finance committee, 
at Harrison’s insistent request, where it was 
supposed to be pigeonholed. However, King 
was just as insistent that action be taken on 
his resolution whereat the finance committee 
suddenly favorably reported out the Nye-Mc- 
Carran resolution. At the time this is written, 
both of these investigations are slated to go 
ahead. It is whispered about that King will 


keep hammering on his investigation in an 
effort to keep the finance committee investiga- 
tion going also. 

There is an apparent determination on the 


. attention to antitrust laws. 


Up of Present Machinery 


part of some members of the upper house tha 
some investigations of NRA made, 

the judiciary committee has stated that, regard. 
less of whether the Senate takes favorable a. 
tion on the resolution or not, a subcommitte 
will go ahead with it, under the general powers 
the committee has, and to make it more effective 
a subcommittee has been appointed consisting 
of King, Borah, of Idaho, and McGill, of 
Kansas. 


Proposals for NRA Control 


The President has not entirely made up his 
mind just how he wants the future NRA to be 
administered, although it is understood from 
unusually reliable sources that he is leaning 
toward having a president or chairman assisted 
by an active board of directors. It may be re. 
called that this was the suggestion originally 
made by General Johnson. However, the Gen- 
eral thought that he should be the president, 

In this connection also it is reported that 
the majority of the present members of the Re- 
covery Board feel that NRA could be worked 
out better under such an arrangement than 
under any other. 

In the event that such a set-up is made, the 
various members of the board would each have 
a certain jurisdiction, and in addition there 
would still be a policy board under Donald 
Richberg as at present. Also there would be 
some appeal, whether to the President direct 
or some other body has not yet been worked 
out. 

There are some members of the present Re- 
covery Board who are chafing under the saddle 
and have for a long time been anxious to re 
sign, but none of them will, it is understood, 
until after hearings have been held by Congress 
on the proposed extension of the NRA, and 
until the proposed investigations have been com- 
pleted. None of them will quit under fire. 
Also there are some members of the present 
board who are much interested in the NRA 
work and who are really anxious to remain 
members even under a new set-up. The Presi- 
dent has this whole matter under consideration 
at this time, and by the time the new Act 
becomes law he will have the set-up entirely 
the way he wants it. 


Against Monopoly; for Efficiency 


It is quite apparent that the President and 
his various advisers are giving more and more 
In this very con- 
nection, Donald Richberg, sometimes called 
President No. 2, at a gathering at Miami Beach 
said, “We still need laws to prevent the de- 
velopment of monopolies and those restraints 
of trade than place barriers across the highways 
of commerce and enrich the few through the 
impoverishment of the many. But,” he contin- 
ued, “we also need other laws under which 
trade and industrial associations can be of- 
ganized and carry out, under public supervi- 
sion, carefully devised programs for the pro- 
duction and distribution of the largest possible 
amount of the goods and services, so as to 
provide the greatest possible material comfort 
and security for the largest number of the 
American people.” 

Discussing NRA in this regard, Richberg 
called attention to the fact that “the NRA has 
been given no authority to license monopolies, 
or to sanction the oppression of small enter- 
prises, or the exaction of unfair prices from con- 
sumers. Combinations of producers or dis- 
tributors for such purposes are just as unlaw- 
ful today as they have been throughout the 
Sune following the passage of the Shermat 
aw. 
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AMERICAN LUMBERMAN 


Make Recommendations on Code 


WasuincTon, D. C., Feb. 25.—At the annual 
meeting of the Society of American Foresters, 
held in this city recently, Article X of the 
Lumber Code came in for considerable discus- 
sion. The special committee on Article X of 
the Lumber Code made the following repori: 

I, Legislative Program—tThe Society should 
endorse the program of legislation worked 
out by the Joint Committee of the Lumber 
Code Conference, in conformity with the gen- 
eral recommendations of the Article X Con- 
ference. 

ll, Extension of Conservation Principles of 
Article X to Forest Industries Not Under 
the Lumber Code—The proposed amendment 
to Article II (a) of the Lumber Code should 
be adopted and put into effect at the earliest 
practicable time, in order that the conserva- 
tion principles of the Lumber Code may be 
made applicable to forest industries not now 
covered, or hereafter to be covered, by simi- 
lar Code provisions, 

III, Pulpwood Code—The proposed Code for 
the Pulpwood Industry, which contains con- 
servation provisions similar to those of the 
Lumber Code, should be put into effect at the 
earliest possible date. 


IV, Sustained-Yield Management Demon- 
strations—Large-scale demonstrations of the 
methods and techniques of organizing forest 
properties under multiple ownership for sus- 
tained-yield management are essential to 
adequate progress toward the ultimate goal 
of the Code conservation provisions. Such 
demonstrations should be worked out in each 
of the principal forest regions through finan- 
cial co-operation between the Federal Gov- 
ernment, the States and Lumber Code Author- 
ity, and private forest owners. 


V, Farm Forest Management—A large por- 
tion of farm woodlands are exempted from 
any Code requirements, and hence from any 
Code conservation provisions. This condition 
isunsatisfactory from the standpoint both of 
the public and of those forest owners oper- 
ating under such provisions, and improve- 
ment should be sought through a greatly 
enlarged forestry extension service, directed 
primarily toward better forestry practices in 
farm woodlands and the orderly marketing 
of timber products through co-operatives. 


VI, Administration of Article X—Due to the 
great public interest in having the extensive 
private timber lands of the United States 
brought under adequate forest management, 
and for the purpose of expediting progress 
toward that objective, the Federal Govern- 
ment should participate more extensively in 
the conservation work under the Codes of 
the lumber industry and other industries 
which remove products from the forest. To 
this end, NIRA should establish in its organi- 
zation a separate unit, with properly qualified 
personnel, to assume the duties and respon- 
sibilities for forest conservation which are 
assigned to NIRA by the Recovery Act and 
the Codes. It should make full use of public 
forestry agencies, including the Forest Serv- 
ice, Extensive Service of the Department of 
Agriculture, State Forest Services, and other 
public or quasi-public forestry organizations 
in aiding the NIRA and the Lumber Code 
Authority to carry out the conservation re- 
quirements of the Lumber Code and other 
woods Codes. 


Consider Whether Code Plan Adequate 


At this meeting the committee on public 
regulation of private forest exploitation, of 
which Henry S. Graves is chairman, was un- 
able to make a definite recommendation. In a 
statement with reference to the committee, Mr. 

faves said: 

In view of the fact that there will be legis- 
lation by Congress in the present session In 
regard to the NRA, and that this legislation 
may affect the conservation features of the 
Code, it is appropriate to consider at this 
time whether there are any serious points of 
weakness in the system as so far developed. 
Accordingly, the chairman has raised with 
the committee the problem which to him 
Seems of most importance in determining 
whether the system of control of woods prac- 
tices as developed under the Code may serve 
a8 an equivalent of public regulation of pri- 
vate forests under direct supervision of Gov- 
ernment agencies. 


This problem relates to the present form 
of organization for enforcement of the Code 
regulations, and for their later modification 
and improvement as conditions may warrant 
changes. Is the present plan of organization 
adequate from the standpoint of the ultimate 
responsibility of Government for the success 
of the undertaking? The NRA is a national 
enterprise and sponsored by the Government, 
with conservation of natural resources as one 
of the objectives, and with many features of 
aid to industry as planned for the forestry 
program. Will the present plan, with only 
advisory functions delegated to the central 
Government agency, which is charged with 
national interests in forestry, suffice in meet- 
ing the responsibility of Government to the 
country which is asked to supply the plan and 


65 


to provide the funds to carry through the 
co-operative features? 

In answer to this question, the committee 
is divided by a close vote. We are, there- 
fore, unable as a committee to make a defi- 
nite recommendation in the premises. 

Thus, the committee is unable to report on 
the question whether the application of the 
Code regulations is sufficiently effective to 
meet the standards of public regulation of 
private forests as the term is ordinarily un- 
derstood, because of the short period of oper- 
ation of the Code; and, further, the committee 
is unable, because of failure of agreement, 
to make a recommendation regarding the 
need of more Federal responsibility in opera- 
tion of Article X. 


Mr. Graves said the majority of the members 
favor the continuance of the committee, either 
in its present form or so reconstructed as to 
work more effectively in studying the relation- 
ship of Federal and State Governments to 
problems of private forestry. 
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The most perfect protection is prevention of 


fires like this—a prevention that keeps fire out, 
preserves your plant in profitable operation, 
keeps your men employed and maintains service 
That’s why we give first con- 
sideration to expert fire prevention counsel and 
service to our policy-holders. Prevention is in- 
finitely better than full payment of any loss. 


to your trade. 


If you do have a fire, then the best protection 
possible is prompt settlement of claims under 
insurance carried. We have a reputation for 
fair adjustments and prompt payment of losses. 
Our dividends, reducing net insurance costs, are 
substantial consideration to careful 


also a 
buyers. 


Write any of our companies for full informa- 
icies, our fire prevention 


tion about our p 


Indiana Lumbermens Mutual 
Insurance Company of 
Indianapolis, Ind. 

The Lumber Mutual Fire 
Insurance Company of 
Boston, Mass. 

The Lumbermens Mutual 
Insurance Company of 
Mansfield, Ohio 
Northwestern Mutual Fire 


Association of 
Seattle, Wash. 


Pennsylvania Lumbermens 
Mutual Fire Insurance 
Company of 
Philadelphia, Pa. 
Central Manufacturers Mutua) 
Insurance Company of 


Van Wert, Ohio 


service and our cost-reducing dividends. 
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Unsurpassed 
quality and fine 
texture are characteristics of Klamath 
Ponderosa Pine. 

Crater Lake follows this natural ad- 
vantage with careful manufacture and 
the result is a dependable product that 
satisfies the most exacting buyers. 

Our No. 2 and Better are especially 
popular wherever real values are appre- 
ciated. Drop a line to-day and let us 
quote on your requirements in: 


SELECTS—COMMON 
S4S OR ROUGH 
SHOP AND BOX 


CRATER LAKE 
LUMBER CO. 


SPRAGUE RIVER, ORE. 


Huntington Taylors 
Gen’! Maar, 


























‘Sell More 
Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 


MiLtworK List... . $2.50 


Immediate attention by air mail. Send us 
a trial job—will make money for you. 

We also make, sell and rent models made 
to your plans and specifications. We fur- 
nish house plans and material lists. Write 
for special low prices, 


Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bldg., Walla Walla, Wash. 












































DAVENPORT 
HOTEL 


Spokane, 
Washington 
Complete hotel and 
dining service. In- 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 
moderate. 


LOUIS M. DAVENPORT, President 


Rendezvous of 
Lumbermen of 
the Northwest. 
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Market News from Anteric 


Portland, Ore. 


Douglas Fir.—Domestic business is fair and 
shows signs of improvement. Export to the 
Orient is less active than it was up until a 
couple of weeks ago, China having placed 
orders for about all the railroad ties it seems 
to require for the time being. Japan has not 
been in the market to any extent for squares 
for several weeks, apparently waiting for 
more inviting quotations. South America is 
doing some buying. 





Western Pines. — Last week, business 
showed a slight falling off, and for the mo- 
ment the demand is light, but stocks at the 
mills are badly broken, and many mills are 
shut down for the winter. Items reported 
particularly scarce are Nos. 2 and 3 common 
and C and better select Idaho and Ponderosa. 
Up until the slight falling off last week, 
volume of business had been good. All items 
of sugar pine are short. Statistically, the in- 
dustry is in strong position. At a meeting of 
75 to 100 western pine sales managers here 
last week, discussions regarding market con- 
ditions and stocks led to the belief that 
prices, at least on certain items, may be ad- 
vanced shortly. 

Sitka Spruce.—Manufacturers are consider- 
ing advancing prices on the strength of in- 
creasing demand. Demand from European 
countries, especially for clears, continues ac- 
tive, and domestic business is reported hold- 
ing up well. 


Tacoma, Wash. 


West Coast Woods.—The domestic lumber 
market is showing steady but gradual im- 
provement. Foreign demand continues weak. 
Operators believe that business will continue 
to show a moderate and steady gain. Mills 
in this district are maintaining short produc- 
tion schedules to keep within their quotas. 
Gains in unfilled order files have been re- 
ported during the last month. Many opera- 
tors here are pessimistic over what they re- 
gard as a trend against maintenance of the 
tariff on lumber imported from Canada. In 
contrast to this attitude in the United States, 
they point to a constantly growing tariff 
wall against American lumber products being 
built up in foreign countries, citing as an 
example the recent addition to the British 
tariff on American doors. There has been a 
slight improvement in shipments to China, 
Japan and the Philippine Islands during the 
last ten days. Several large cargoes of doors, 
plywood and lumber have gone forward to 
the Hawaiian Islands. 


Seattle, Wash. 


West Coast Woods—The volume of sales 
the past fortnight probably showed a decline. 
Practically all markets are affected. Pro- 
duction control is keeping the mills in a 
favorable position as to prices and stocks, 
and a real demand would see prices go up. 


Rail—Volume of sales is small. Inquiries 
are plentiful, but nobody is in a hurry to buy. 
The line yards appear to be well covered, 
and the tndependent yards are not buying. 
Railroads are buying a little. Prices are 
softer, and waterfront mills are making con- 
cessions on uppers. The market is firm, ex- 
cept on common cutting, orders for which 
the mills are anxious to get. The mills have 
good order files on select cutting and green 
clears. Most mills have enough orders to 
run for 30 days. 


Intercoastal—The Atlantic Coast market is 
soft. Decision to eliminate discounts and go 
on a net basis, alone lowers the price $2 to 
$3. Ship space is plentiful, but the rate is 
firm at $12. Shipments are fairly heavy as 
a result of January buying. 


Export—Japan has been out of the market 
for 30 days, and China is inactive too. Jap- 
anese stocks are heavy. The increase in price 
of silver has discouraged Chinese buying. 
Transpacific space is easy and freights are 
down. Large squares move to Japan at $5.50, 
and baby squares at $5. Lumber to Shanghai 
moves at a rate of $5.75; to Darien, 


$6.75. The United Kingdom and Continent 
markets are also quiet. A little more in- 
quiry comes from both coasts of South Amer. 
ica, but sales lag. 

Shingles—This market is fairly firm. Th 
larger mills have advanced prices 10 cepts 
over Code minima. Prices are stronger here 
than in the East; when the wholesaler comes 
to cover here, he finds he can’t do it. It js 
believed shingles will hold firm. 

Logs—Supplies of logs are less than two 
weeks ago, but demand is also less, and prices 
are unchanged. The finest fir logs are being 
held at $11, $16 and $21, with peelers $95 
while figures for low grade fir logs are $3 
$12 and $16. The supply of good fir logs jg 
inadequate; one local mill was forced to cloge 
down pending arrival of logs. Hemlock cop. 
tinues at $8@9, with $12.50 for export. Ship. 
gle cedar brings $10@11, and lumber cedar, 


$16@17. 
Spokane, Wash. 


Inland Empire Pines.—Lumber circles here 
report that the market is holding fairly firm 
for the pine mills of the district as a whole. 
For the past few weeks buying has been 
largely from the Middle West, for extremely 
bad weather has prevailed in the East. How- 
ever, inquiries from the Atlantic coast mar- 
kets are coming in good numbers at present. 
It is believed that a price increase is proba- 
ble in Ponderosa and Idaho white pines. 


Detroit, Mich. 


The fact that wholesale prices are firm and 
advancing indicates that production control 
and expected demand are having a strong 
influence on the market. Employment in this 
territory is at its highest in probably five 
years, and it is logical to predict that the 
opening of spring will see the construction 
industry sharing in the results. A year ago, 
construction was bolstered up with CWA and 
HOLC work. The former has _ altogether 
passed out as a factor this year, and the 
latter is no longer an important influence. 
But construction is at a level not far below 
that of a year ago, and as the increase was 
brought about without artificial sitimulus, 
the condition of the market is regarded as 


healthier. 
Kansas City, Mo. 


Southwest Market.—Return of more tem- 
perate weather to the southern producing 
regions resulted in a steadier movement of 
spring supplies. There was some disposition 
on the part of retailers to augment their 
small stocks of better grades before prices 
become too well established. Quotations on 
upper grades are still irregular, although 
there has been a marked trend toward a 
stronger market ever since minimum price 
restrictions were removed in December. As 4 
general rule, price concessions have been 
granted only by mills with surplus stocks. 
Inquiries were active, for dealers reported 
growing interest in items suitable for resi- 
dential construction. Bids are being asked 
on some lumber for CCC camps. The Govern- 
ment also will receive bids next week on 160 
ears of piling for Missouri River work on the 
Kansas City division, and a like number of 
ears for work on the Omaha division. Bids 
on 50 cars of piling were received at Omaha. 
General lumber prices showed little change 
during the last fortnight, but, on certain 
specifications, quotations covered a_ wide 
range, the difference being as much as $5 
per thousand on No. 2 and No. 3 lumber. 
Market observers attributed this primarily to 
the large accumulation of low. grades by the 
larger mills during the period in which cost- 
protection prices were in effect. Since re- 
moval of the minimum cost-protection prices, 
mills with surplus low grades sold at conces- 
sions. Better grades, however, were strong 
and tended to advance. 


Southern Pine.—In spite of somewhat un- 
settled weather and bad roads, southern pine 
production became more regular, although in 
the Arkansas Soft Pine region new business 
was greater than current production could 
possibly take care of. Stocks remained badly 
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demand was principally for 
mixed cars. Country line yards were the 
principal buyers. Industrial demand was a 
little better, chiefly for low grade stock suit- 
able for crates and boxes. 


proken, and 


Western Pines were in better demand, and 
inquiries received last week indicated that 
spring business will be active this year. 
Heavy construction items were in good de- 
mand, while industrial demand, chiefly from 
millwork plants, also improved. 


Douglas Fir timbers and piling were in 
good demand as contractors prepared to re- 
turn to work on Missouri River projects. 
Railroads also were in the market for scat- 
tered amounts of road maintenance stock. 


Hardwoods.—Industrial customers such as 
motor car body and furniture plants took 
the lead in recent buying while spe- 
cialty manufacturers contracted for sizable 
amounts. 


Shingles and Lath.—Retailers bought shin- 
gles liberally in preparation for the rainy 
season; prices were firm, and there is a re- 
markable shortage of supplies. Lath were 
quiet, but prices held firm. 


Louisville, Ky. 


Southern Hardwoods.—A lot of low-priced 
lumber has been disposed of in the past few 
weeks; it was stock that the owners were 
willing to sacrifice. Concerns holding their 
lumber for reasonable prices feel that, with 
a lot of this stuff out of the way, the outlook 
is brighter, and that they now stand a better 
chance of getting their asked prices. Not a 
great amount of building items has moved 
north of the Ohio River yet, as the yards, 
planers, etc. are waiting for better weather 
and the starting of spring building. Present 
demand is chiefly from the furniture trade. 
Prospects for business from the auto indus- 
try, which is marketing a lot of cars, look 
bright. There is some planing mill business 
and flooring inquiry has also been a shade 
better. The cooperage industry is busy on 
whiskey barrels, and beer barrel inquiry is 
picking up a trifle and should be good in 
thirty to sixty days. 


Warren, Ark. 


Arkansas Soft Pine—New orders continue 
to run ahead of last year’s by a comfortable 
margin, and shipments are from 20 to 40 per- 
cent ahead of a year ago. Industrial business 
is relatively better than retail. Crating and 
box material, along with Nos. 2 and 3 center 
matched boards and dimension, are in good 
demand. Stocks of both Nos. 2 and 3 boards 
have been materially reduced since Jan. 1. 
Some dealers are placing orders to take care 
of their early spring trade, such orders run- 
ning largely to finish, trim, flooring, siding 
and being filled out with center matched and 
shiplap. Orders continue to be placed for 
immediate loading by dealers who make an 
unexpected sale and find they are short of 
stock. Almost 50 percent of the orders placed 
either ask for car number, or specify imme- 
diate loading. More inquiries are out from 
the railroads than since Christmas; gold de- 
cision favors these heavily bonded buyers. 
Several State highway departments are mak- 
ing ready for new road work, as indicated 
by inquiries for straight carloads of survey- 
ing stakes. The Government has inquiries 
out for several construction projects in Ar- 
kansas. Private concerns have inquiries out 
for large quantities of lumber to be used in 
constructing new warehouses. 


Southern Hardwoods—Retail dealers are 
apparently more interested in placing orders 
for hardwood items this week than for sev- 
eral months past, as indicated by the large 
increase in inquiries afloat covering mixed 
cars of hardwood flooring and trim, hard- 
wood finish and other items. Inquiries from 
the smaller towns in the central West cover 
limited quantities of these items, and in- 
variably call for small quantities of wagon 
oak. Dealers in the large industrial centers 
are specifying larger quanities of oak floor- 
ing and trim than they have for several years 
past. Some orders have already been booked 





for these items and the inquiries out indicate 
that many buyers are getting ready to place 
orders the moment they feel justified in doing 
so. There is a better demand for 4/ and 5/4 
FAS sap and red gum than for many months. 
Also larger inquiries and orders are out for 
these same items in white and red oak; the 
red is in limited supply at some of the mills 
in this section. No. 1 and better quartered 
black gum in 8/4 is also in good demand, 
while 4/4 No. 2 black and sap gum is moving 
more freely at slightly better prices than 
prevailed thirty days ago. Favorable 
weather has improved logging conditions, but 
bottom lands are still too boggy to permit 
logging with any degree of efficiency. 


Memphis, Tenn. 


Southern Hardwoods.—There continues to 
be a moderate demand from domestic con- 
sumers, with prices only fair, and the ex- 
port demand continues spotted, with prices 
exceptionally low. Furniture and automobile 
body plants are placing the bulk of the do- 
mestic business, with other wood - using 
plants coming into the market occasionally. 
The buying, however, has been hand to 
mouth. Demand from manufacturers of boxes 
and crates, and from retail yards, has not 
shown much improvement. The export mar- 
ket is far from satisfactory, though it has 
been somewhat better in the past two weeks. 
Low prices are being offered by English im- 
porters. Some of the offered prices are far 
below cost, but occasionally will be accepted. 
It is believed that a strengthening in prices 
would bring more foreign buyers into the 
market. Bad weather throughout the hard- 
wood belt has held down production during 
the past few weeks, and it is thought that 
normal production can not be expected be- 
fore the first of April. Logging is impossible 
in many sections. 


Houston, Tex. 


Southern Pine—The past two weeks has 
seen some weakening in prices, particularly 
on lower grades, but volume of business in 
such grades materially increased during the 
past week, and all that is needed to stabilize 
prices again and further increase demand is 
good weather. Texas is being visited this 
week by a rather severe Norther, resulting 
in sleet and snow in the Panhandle, and this 
will perhaps retard the buying of lumber. 
Flooring in all grades continues scarce, and 
there has been very little improvement in 
assortments of the upper grades at the mills. 
The industry as a whole is getting into much 
better shape as regards surplus stocks. 


Hardwoods—Volume of business is satis- 
factory, but prices are not. The box fac- 
tories have been buying large quantities, but 
the furniture companies show some signs of 
slowing up. The export market is dull, but 
some business is being transacted. Bad 
weather is interfering with production. 


Shingles and Lath—The shingle market is 
improving, with prices getting stronger all 
the time, and a large number of the mills 
have sold their quotas. The retail yards are 
beginning to realize they can not get ship- 
ment of shingles the day they place their 
orders, and are buying further ahead. It is 
almost impossible to get immediate shipment 
of mixed cars of shingles. Lath are scarce, 
and most mills have increased their prices. 


Norfolk, Va. 


North Carolina Pine.—There has not been 
very much activity during the past two 
weeks, though the weather has been nearly 
ideal. There continues a good demand from 
the South and from territory adjacent to the 
mills. Local demand has been a veritable 
boon, for most of this business has been done 
on a cash basis. Box makers are buying 
some lumber all the time, and would buy 
more if they could catch somebody offering 
stock at low prices. Ice conditions at ports 
in the North and East slowed up demand for 
lumber for water shipment, but these condi- 
tions are better, purchases having shown an 
improvement. Good 4/4 air dried edge box 
is very scarce, and should bring more money 











Two Modern Plants 
To Serve You Promptly 


We want you to know about our facili- 
ties for supplying quality lumber—manu- 
factured from Virgin Mississippi Dense 
Shortleaf Pine. 


No. | and better stock carefully and 
expertly kiln dried. 

All air dried stock Lignasan dipped to 
prevent stain. 


Ample stocks at all times of yard and 
shed items—eased edge dimension, floor- 
ing, ceiling, siding, finish, mouldings, 
casing, base, etc. 

Specialize in 
bers up to 54,’ 

Two modern mills at Brandon and 
Fannin, Miss.—three modern steam dry 
kilns—quick shipments—straight or mixed 
cars. 


railroad material—tim- 


I. C. and G. M. & N. Railroads 
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Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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very soon. There has been a better de- 
mand for 4/4 stock box, particularly 
air dried, and many mills are out of 
the market on 4- and 6-inch until April 1 
or longer. There is a small surplus of 8- 
and 10-inch, but 12-inch is not so plentiful. 
Mills having these widths are not always 
in position to resaw stock. Some box makers 
have recently turned to good kiln dried 4/4 
No. 2 box, both edge and stock widths, due 
to difference in price and also inability to 
get good air dried stock. There has also 
been a good demand for dunnage of all kinds, 
and a little improvement in the demand for 
box bark strips. Demand for mixed cars of 
Bé&better finish, rough and dressed, all grades 
of flooring, ceiling, molding etc. has been a 
little better, for some yards are getting 
ready for the usual early-spring demand. 
Other yards are still scouting around and 
waiting for lower prices. The millmen are 
not burdened with large unsold stocks, and 
have been able to maintain price advances 
made during January. On mixed cars of 
Bé&better rough finish, flooring, ceiling etc., 
the majority of the mills are adhering 
strictly to Code and using their old Group 
application. Roofer prices are steady, and 
some mills today are quoting slightly higher 
than the advanced prices secured in January. 
Production has been seriously curtailed since 
the first of the year because of weather con- 
ditions, but some headway was made during 


Philadelphia, Pa. 


Snow, rain and sleet, day after day with 
monotonous regularity, have kept the build- 
ing business at a standstill in many cases, 
due to the closing down of construction 
projects. There is some new building in the 
suburban cities near Philadelphia but, in 
the metropolis proper, building has been con- 
fined to repair work. This has helped the 
retailer to reduce his stocks, but he needs 
a few weeks of favorable weather conditions 
and increased new construction before he 
will buy in volume. The market is anything 
but active in the Philadelphia area, accord- 
ing to the majority of the wholesalers in- 
terviewed this week. The leading dealers 
in southern pines report small demand and 
prices practically motionless. In the hard- 
wood offices, business was not up to expec- 
tations. Here and there a dealer reported 
higher prices for hardwoods, especially those 
in the Appalachian group on which present 
quotations are somewhat above Code. West 
Coast prices are still fluctuating and it is 
impossible to get definite quotations. Most 
handlers admit that demand is good and 
prices slightly better than last month. All 
agree that there will be decided changes in 
West Coast quotations within the next two 
weeks. 





Surveys Sustained-Yield 
Progress in Michigan 


LANSING, Micu., Feb. 25.—‘‘Sustained-yield 
management of private lumber in Michigan 
includes about 300,000 acres,” states E. W. 
Tinker, regional forester, following an inspec- 
tion just completed by members of the Lumber 
Code branch of his office. The Patton Timber 
Co., of Amasa, has been following sustained- 
yield management on some 50,000 acres since 
1930, and tentative arrangements have been 
made for the selective logging of about 200,000 
acres additional owned by other companies, 
but subject to purchase by this operator. The 
VonPlaten-Fox Co., of Iron Mountain, has 
been practising sustained-yield management on 
parts of its operation for several years, accord- 
ing to G. D. Cook, in charge of the Code 
branch of the North Central regional office of 
the Forest Service in Milwaukee. “The Lum- 
ber Code directs the Code agencies to investigate 
the feasibility, and actively encourage the ap- 
plication of sustained-yield forest management 
wherever possible,” said Mr. Cook. “In the 
western end of the upper peninsula of Michi- 
gan, there are large areas of timber scattered 
among a number of owners. Most of these 
owners, who are operating mills, do not have 
sufficient timber to maintain their plants at 
past average production, without cutting the 
timber faster than it will grow.” 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 25—In all corners of 
New England and in all branches of the lumber 
industry the spirit of co-operation prevails as 
means are sought for restoring orderly distribu- 
tion. A statement calculated to clarify the dis- 
tribution standards has already been approved 
by the wholesale branch and by the retail dele- 
gates from all eastern States, and merely awaits 
official action by the retail associations in each 
State. This “Statement” will then be sub- 
mitted to each distributor for his signature, 
pledging adherence to the ethical standards out- 
lined therein. 


FHA Gives Valuable Aid to Retailers 


One of the finest examples of efficient co- 
operation finds Federal officials striving to in- 
crease the volume of orders being booked by 
the retail yards in this State. Beginning Dec. 
19, with a final meeting next Wednesday, 
Feb. 27, the retail dealers in and near Boston 
have been holding—every other Thursday—a 
series of merchandising meetings in connection 
with the Federal Housing Administration’s 
activities. As a direct and tangible result, Fed- 
eral Housing Administrator Malley has ar- 
ranged to supply daily to the office of the 
Northeastern Lumber Service (Inc.), Boston, 
a complete list of all applications for loans 
under either Title I or Title II of the Act, filed 
in the Boston area during the previous day. 
Already more than two thousand projects have 
been filed with Secretary Harry E. Lewis, who 
in turn forwards the names in each district to 
the local yard and requires that each project be 
investigated and reported upon before a second 
list can be supplied. The results have been 
highly satisfactory. A State-wide drive opens 
today that will extend this type of work into 
every town and city in the State. A total of 
328 men have been carefully trained for a 
house to house canvass, and the supervisor in 
each district is instructed to promptly supply to 
the material dealer all prospects developed daily 
in each district. A similar intensive drive is 
now under way or planned in each New Eng- 
land State. Remodelling and repair projects 
will be developed but, with spring approaching, 
the FHA officials feel that the time has arrived 
for intensive work under Title II to bring to 
the surface all plans for construction of new 
homes. 


Protests Irregular Extra Discounts 


A New England trade organization has 
under date of Feb. 15, forwarded a letter of 
protest to an organization of shippers in the 
South, marketing a type of hardwood flooring. 
It was pointed out that a pernicious practice of 
granting excessive discounts developed during 
the period of Code price control, was being con- 
tinued by certain shippers. These shippers— 
contrary to the merchandising standards set up 
by their trade organization, calling for a whole- 
sale discount of 8 percent—are granting extra 
discounts of 4, 5 and as high as 8 percent in, 
an effort to attract orders. This protest letter 
points out that “while prices must change as 
conditions change, each change in price, most 
assuredly, should be in dollars per thousand, 
and not take the form of a hidden discount to 
be passed along to the yard man, for the grant- 
ing of such a commission merely reduces the 
net return to the producer, disrupts the orderly 
flow of mill product through regular channels, 
does not actually lower the cost of stock to 
the retailer or consumer, while increasing in- 
stead or reducing the confusion and chaos in 
lumber distribution from which we are strug- 
gling to emerge.” The protest is not con- 
cerned with the net return to the producer or 
the net cost to the yard man or consumer, 
rather with merchandising practices that are 
both irregular and unpromising. The organized 


manufacturers and wholesalers of this Product, 
in co-operation, can restore its orderly distri. 
bution. 


West Coast Fir and Hemlock.—Some mil) 
orders calling for early spring delivery haye 
been placed, but the volume is not large, go 
the smaller yards are quite content to rely 
upon local distribution yards and the parcels 
held here in storage. Aside from the regular 
liners, but two cargo boats have reached 
Boston from the West Coast thus far this 
month, to leave not to exceed two million 
feet, mostly fir dimension, with liberal con. 
signments of red cedar shingles, used to 
swell sorely depleted stocks at the distriby. 
tion yards. The actual booking of orders js 
embarrassed by the pressure for lower prices 
by local buyers, and for actually higher prices 
at the mills. This price strength on the West 
Coast persists, particularly for the lower 
grade boards and dimension. There are very 
few unsold parcels in storage at the ter- 
minals, and holdings at the distribution yards 
are well below normal. 

Eastern Spruce.—There has been a definite 
increase in the volume of business placed 
with the wholesale offices during the past 
two weeks and, with the mills still restricted 
to an operating week of 33 hours, there is no 
tendency to accumulate on the mill yards 
stock that is not covered by orders. Dry 
boards and dimension has all been moved, 
and current orders are subject to a delay 
of four to six weeks. The old Code price 
base of $32, delivered at Boston points, is 
still in effect for all 2x3- and 4-inch scant- 
ling, with the 5-, 6- and 7-inch strong at $34; 
8-inch, $35; 10-inch, $38, and 12-inch, $40, 
These prices call for dry stock, with the 
fresh-sawn lots available at about $1 less. 
For the 5-inch and up covering boards, if 
dry, the price range is $28@29, while the 
dressed and matched boards are scarce and 
very firm at $33 for the 6- and 7-inch, and 
$34 for the 8-inch. There are no large 
projects in the market calling for spruce, and 
most orders coming from the yards are for 
rounding out assortments for the spring 
trade, while increased orders from the indus- 
trials reflect an expanding activity at the 
textile centers. 


Lath and Shingles.—The call for eastern 
spuce lath does not increase, and current 
sales are at $4.20@4.30 for the 1%-inch, and 
$4.60@4.80 for the wider size. Under pressure, 
these prices are being shaded 10 to 15 cents, 
and are 60 to 80 cents below the old Code 
level. Eastern white cedar shingles are in 
better demand, with the extra grade selling 
at $4.50, and the clears at $3.75. There is very 
little call here for grades lower than clears. 
For the West Coast red cedars, prices do not 
advance at the Atlantic Coast terminals, or 
for all-rail deliveries here, in line with ad- 
vances at the mills to buyers west of the 
Lakes. Mill lists received at Boston today 
continue to quote the 16-inch XXXXX de- 
livered all-rail at New England points at 
$4.04, and the 18-inch Perfections at $4.43. 
Heavy receipts by water of late have gone 
to the distribution and storage yards to give 
them needed supplies to draw upon. These 
are available in wholesale lots, kiln dried, 
at $3.73 for the 16-inch No. 1; $3.19 
for the No. 2, and $2.85 for the No. 3; for 
the 18-inch Perfections, $4.06. All air dried 
lots are 15 cents lower. 


Maple Heel Stock.—The season now draw- 
ing to a close at the shoe centers has been 
unsatisfactory from many angles, to the shoe 
industry as well as the producers of maple 
lumber, but the latter have found some solace 
in the returning vogue for maple furniture. 
There have been few if any sales of standard 
short maple 80 percent clear at better than 
$85, and the smaller shops have been free 
buyers of long 2-inch maple, with defects all 
in, at a range of $60@65. The Shoe Code, 
labor unrest and the removal of shoe plants 
away from the old centers to rural com- 
munities have thrown the industry much off 
balance during the current season. 


Pine Boxboards.—Production at the hun- 
dreds of small mills in New England is being 
held close to current requirements by oper- 
ating quotas, and shippers generally are hold- 
ing the f. o. b. mill quotation for inch round 
edge at the old Code level of $16, with the 
inch square edge selling as low as $23 and 
as high as $26. 
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NEW YORK, N. Y. 


New York, Feb. 26.—The drive for new 
home construction by officials of the FHA, ably 
assisted by the retail dealers in each commu- 
nity, is now in full swing, and has already 
borne fruit in the form of definite house sched- 
ules placed with the yards—though weather and 
road conditions of the past six weeks have 
served to check deliveries and to delay actual 
construction. The volume of remodelling and 
repair work has been more than doubled during 
the winter months, through the combined efforts 
of the Federal Housing officials and the lumber 
dealers, but in the larger field of new home 
construction, under Title II of the Act, there 
are fewer actual transactions than the more 
sanguine had hoped for; a situation that has 
convinced many dealers that there is no real 
lack of housing in the residential sections 
around New York, or, on the other hand, that 
incomes Or earning capacity of the average 
citizen does not encourage the setting up of a 
mortgage liability that he feels could not be 
met. The pressure of the Federal officials is 
being applied more vigorously, and there is a 
feeling that a return of warm weather will 
bring more favorable results. Most of the 
yards have been seasonally busy, but yard 
stocks are light and are gaged to cover current 
requirements only. 


Cutting Prices Means Debasing Quality 


Up in Westchester County, the dealers have 
entered formal protest against the quality of 
West Coast lumber going into new houses in 
that section, and, to clear the situation, a meet- 
ing of builders, architects and lumber distribu- 
tors was held at White Plains one evening 
last week, when R. T. Titus, executive officer 
of the Intercoastal Lumber Distributors’ Asso- 
ciation, produced a group of experts who ex- 
hibited samples of each grade of fir and 
hemlock in the form of small dimension and 
boards, and made it clear just what kinds 
of defects were permissible in each grade. It 
was pointed out that, where a shipment was 
properly graded at the mill, there could be no 
control by shipper or wholesaler over the qual- 
ity of stock delivered to the consumer one to 
three thousand miles away. On the other hand, 
if a reputable dealer urged the use of quality 
lumber upon his customer and was compelled 
to meet the price competition that was based 
upon a poorer quality of stock, the buyer was 
liable to get just the quality of stock he was 
willing to pay for, whether it came from a 
reputable dealer or from one whose reputation 
was not so good. For the benefit of the con- 
tractors present, it was suggested that the com- 
plaint that poor quality lumber was being used 
in new construction in Westchester County 
was purely a local matter, and that the same 
criticism would apply in any community where 
quality was allowed to be secondary to price. 
The remedy was in the hands of the contractor 
himself. He should know his grades and see to 
it that he gets just what he pays for. If he 
calls for No. 2 boards or No. 1 common dimen- 
sion, the chances are that, grade for grade, he 
will be quoted substantially the same prices by 
every reputable dealer in his district. It was 
pointed out that the only way to cut the cost 
materially is to cut the quality called for. 


Baltimore, Md. 


North Carolina Pine.—The check imposed 
by bad weather upon the demand has not yet 
been entirely overcome, and business is 
rather quiet. There have been no important 
additions to the holdings on the wharves, and 
the range of prices is fairly well maintained. 


Cypress is somewhat more active, and the 
Outlook is regarded as encouraging. 

Douglas Fir.—The market appears to have 
become more settled, and inquiry is on the 
Mmerease. Sellers are finding potential buyers 
more receptive. 


Hardwoods.—Volume of business in the last 
fortnight has been somewhat smaller owing 
to bad weather. Buyers proceed with cau- 
tion, but such orders as do come in are mostly 
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for rush shipment, indicating that users of 
lumber are out of supplies. The export divi- 
sion is very quiet. 


Buffalo, N. Y. 


Lumber demand has shown little improve- 
ment during the past few weeks. Every ef- 
fort is being made to stimulate the modern- 
izing of homes and canvasses show much 
need of repair work, which has been de- 
layed for a long time. Because of the dull- 
ness of the lumber trade in many sections, 
prices in some items are a little easier. 


Hardwood yards report that the demand is 
not making much headway, and that most 
buying is for immediate needs. Prices are 
about holding their own. The most hopeful 
prospect is said to be the furniture industry. 
Flooring trade is also expected to improve. 

Western Pines.—Retailers are in most 
cases holding off their orders until they see 
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more demand for stock, and most of them 
are not carrying any large supplies. Prices 
are about steady, and are expected to show 
increased firmness soon. 


Northern Pine demand is quiet, as there is 
a tendency among retailers and industrial 
users to keep down their stocks until there 
is more need of lumber. The Canadian mill- 
men are hopeful that a new tariff may be 
adopted which will permit them to do busi- 
ness in this country on a more favorable 
basis. 


Southern Pine.—A slight gain in prices of 
upper grades, and price-cutting on lower 
grades, were the main features of the mar- 
ket the past two weeks. Most of the lumber 
shipped from mills in this territory has been 
lower grade. A large increase in home build- 
ing business is looked for. A very substan- 
tial improvement in local building has been 
noted, weather being unusually good. 





























“" SAWS : 

STEEL 
Read these signed statements 
from actual users of the new Nos. atin’, nappy to say that E. 0. 
55 and 77 "Blue End" Crosscut No. 55 and No. 77, that is the answer 
Saws. Then try them yourself to pull easy and stand up better 


be really convinced. 


Order through your regular source 


of supply. 


than 
anything we have had in this timber. 
which is plenty tough. 
Signed: O. L. STRANDBERG, 
Logging Superintendent.” 


E. C. ATKINS AND ‘COMPANY 


INDIANAPOLIS, INDIANA 


BRANCHES 
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Robert S. Foster, president R. S. Foster Lum- 
ber Co., Indianapolis, has been elected a director 
of the Associated Employers of that city. 


R. W. Fullerton, president of the Bradley 
Lumber Co. of Arkansas, of Warren, Ark., is 
spending a month in Pasadena, Calif., visiting 
his father, who makes his home in that city. 


Joseph F. Rogers, wholesaler of Cincinnati, 
Ohio, with Mrs. Rogers, is spending a month 
on the Pacific Coast. He stopped at Seattle 
and is now on his way to San Francisco where 
he will visit connections in the redwood industry 
before journeying to Los Angeles. 


In a report issued last week, the Long-Bell 
Lumber Co., of Kansas City, indicated that sales 
during January were more than 50 percent 
larger than in the same period in 1934, and that 
the December, 1934, volume was 56 percent 
greater than in the same month of 1933. 


Recent additions to the lumbermen’s winter 
colony in Florida are Orson E. Yeager, presi- 
dent of the Yeager Lumber Co., and H. D. 
Gorsline, of the National Lumber Co., both of 
Buffalo, N. Y. The former is vacationing in 
Miami, and the latter in St. Petersburg. 


Ritchie H. Stevens, head of the Stevens Lum- 
ber Co., operating a distribution yard at New- 
ton Highlands, Mass., has announced the addi- 
tion of his son, Ritchie L. Stevens, to his selling 
staff, the latter having withdrawn from service 
with Hall-Gregg (Inc.), of Somerville, Mass. 


William A. Atkins, vice president of E. C. 
Atkins & Co., saw manufacturers of Indian- 
aoplis, Ind., has been elected a director of the 
Indianapolis Convention and Publicity Bureau. 
Fred C. Gardner, treasurer of same company, 
recently was elected treasurer of the Columbus 
Club, one of the largest clubs in Indianapolis. 


Celebrating their golden wedding anniversary 
with a reception to friends in their home, Mr. 
and Mrs. John M. Taylor, of New Orleans, re- 
ceived hundreds of greetings from other friends 
in many parts of the United States. Mr. Taylor 
is vice president of the Johns-Manville Sales 
Corporation, and president of the New Orleans 
Association of Commerce. 


At impressive exercises at the college in 
Tacoma, Wash., Feb. 19, membership in the 
Order of Founders and Patrons of the College 
of Puget Sound was conferred upon John P. 
Weyerhaeuser, of Tacoma. The award was “in 
recognition of leadership and inspiration” at the 
beginning of the $1,000,000 endowment cam- 
paign recently conducted by the college. 


E. A. Middleton was elected president of the 
Eastern Terminal Lumber Co. at a meeting of 
stockholders and directors in Aberdeen, Wash. 
J. C. Smith, of Wilmington, Del., was re-elected 
vice president and general manager, with H. B. 
Anderson as secretary-treasurer. The company 
handles distribution and lumber storage at Wil- 
mington for a number of Washington lumber 
manufacturers. 


W. M. Temple, who for some time has been 
manager of Insulite sales in the southern dis- 
trict, with his headquarters in Atlanta, has been 
promoted to the added responsibilities of as- 
sistant sales manager and will be in charge of 
southern operations. Temporarily, at least, his 
headquarters will be in St. Louis, it is an- 
nounced by M. J. Jensen, of Chicago, sales man- 
ager of the Insulite Co. 


Speaking before an audience of more than 
two hundred men and women at Longview, 
Wash., W. C. Bell, of Spokane, managing direc- 
tor of the Western Retail Lumbermen’s Asso- 
ciation, discussed building, modernization and 
repair, and stressed the importance of construc- 


tion activity in bringing the nation out of the 

depression. He said the tide of new construction 

is just beginning to sweep the country. 
—_____— 


Getting Back on the Job 


SEATTLE, WASH., Feb. 25.—The office staff 
of the West Coast Lumbermen’s Association 
was happy this morning to see Col. William B. 
Greeley, secretary-manager, arrive at 10 o’clock 
and immediately plunge into accumulated work. 
Col. Greeley left at noon. His physician limits 
him to two hours daily this week but if he 
continues to improve it is expected he will again 
be at work full time, starting the following 
Monday. “But you should have seen the work 
he took home with him,” an associate of 
Greeley’s commented. 

Col. Greeley was hit by the rear part of a 
C C C truck while standing on a street corner 
in Olympia and seriously injured on Feb. 1. His 
skull was fractured and he was badly cut about 
the face. He is making a remarkably quick re- 
covery considering the extent of his injuries. 





Among Shreveport Lumbermen 


The board of directors of the Shreveport 
Chamber of Commerce has approved and for- 
warded to Washington the recommendation by 
its national legislation committee, that the Fed- 
eral Government discontinue the Federal one- 
cent gasoline tax. A. J. Peavy, president 
Peavy-Wilson Lumber Co., is a member of this 
committee and is councillor from the local 
chamber to the U. S. Chamber of Commerce. 

B. Hudson Bolinger, of the Bolinger Lumber 
Co., has been re-elected Scout commissioner of 
Norwela Council, Boy Scouts of America, and 
chairman of a committee to send about seventy 
Scouts from this council to the national jam- 
boree in Washington in August. The council 
comprises nine northwest Louisiana parishes. 

William Steen, local manager Long-Bell 
Lumber Co., has been named vice president of 
the Shreveport Chamber of Commerce in charge 
of traffic and transportation. He has outlined 
plans for seeking more consideration in the 
matter of rates and transportation with a view 
to aiding industrial and commercial advance- 
ment. 

William A. Robinson, jr., former member of 
the local lumber fraternity, has been appointed 
by Mayor Caldwell as city recreational director 
and manager of the municipal auditorium. He 
is the son of W. A. Robinson, who for many 
years was an outstanding figure in the retail 
lumber business, his latest connection having 
been general manager of the Robinson-Slagle 
Lumber Co., from which he retired a few years 
ago. 

—__—_—_—_————— 


In the Baltimore Trade 


Visiting Baltimore last week, A. F. Lindsay, 
of the Emory River Lumber Co., of Lancing, 
Tenn., said that business was fair, with a gen- 
erally better trend promising. He was on his 
way to Philadelphia, New York and Boston. 

Another visitor in the Baltimore hardwood 
trade was M. L. Tipton, of the Little River 
Lumber Co., Townsend, Tenn., who reported 
that he had found a fair inquiry, with prices 
well maintained and with potential buyers in- 
terested in offerings. 

E. B. Smith, representing the Patterson-Mc- 
Innis Lumber Co.. of Gulf Hammock, Fla., also 
has been calling on the Baltimore trade. Mr. 
Smith makes his headquarters in Philadelphia 
and keeps closely in touch with the distributors 
in the Eastern States. 

Carlyle MacLea, of the MacLea Lumber Co., 
of Balitmore, president of the National Whole- 
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sale Lumber Yard Distributors’ Association 
has returned from a visit to North Carolin’ 
where he learned that the hardwood lumber 
trade is much improved, the bank deposits hay. 
ing increased 40 percent and with money more 
plentiful than it has been for a long time. He 
reported furniture factories at High Point and 
elsewhere in full operation, with the demand 
for hardwoods especially brisk and members 
of the industry generally in an optimistic mood. 
—_—_—_—_—_—— 


Manhattan Rubber Is Awarded 
Patents 


Announcement has just been made by the 
Manhattan Rubber Manufacturing Division 
Passaic, N. J., of patents granted that company 
for its Condor compensated belt—the low 
tension rubber belt. By virtue of its constryc. 
tion, ply stresses are equalized when the belt 
flexes around the pulley. The patent awards 
exclusive rights of manufacture to the Man. 
hattan Rubber Manufacturing Division of Ray- 
bestos-Manhattan (Inc.). ; 


Is Made Vice President and 
General Manager 


HACKENSACK, N, J., Feb. 25.—At recent an- 
nual meeting of the Comfort Coal-Lumber Co., 
this city, the board of directors appointed 
Richard E. Greenip a vice-president. In an- 
nouncing the election, President Elmer Blauvelt 
paid this tribute: 

Mr. Greenip has filled several important 
positions in our company during recent years. 
In the execution of all the many details in- 
volved he has been unfailing and untiring. 
It is but fitting that this excellent work be 
properly recognized and one of the most 
pleasant duties I have had lately to perform 
is to advise him of his unanimous appoint- 
ment to our official staff as vice-president 
and general manager. The advancement is 
most highly deserved. 

“Dick” Greenip, as he is better known to his 
many friends in the trade, has been the buyer 
of coal for Comfort and also manager of the 
fuel oil division. In addition to his new duties 
he will continue to direct the purchasing of all 
solid and liquid fuels. 


Honors Long-Service Employees 


INDIANAPOLIS, INpD., Feb. 25.—An_ outstand- 
ing feature of the twenty-ninth anniversary 
meeting of the Atkins Pioneers, twenty-year 
service club of E. C. Atkins & Co., “The Silver 
Steel Saw People,’ was the presentation by 
Henry C. Atkins, president of the company, of 
a gold pin to William Vaught in recognition 
of fifty years of continuous service. Charles 
Fenton, 83 years old, who has been an Atkins 
employee for sixty-two years, is the oldest mem- 
ber in continuous service, while Raymond P. 
McKinney, 37 years old, in service twenty-two 
years, is the youngest. In addition to William 
Vaught and Charles Fenton, the company has 
five other men who have been employed con- 
tinuously for fifty years or more: Dick Hager, 
51 years; Henry C. Atkins, Fred C. Gardner 
and George Helm, 53 years each, and Charles 
S. Bronson, 54 years. 

At this meeting, twelve men were initiated as 
club members: Commodore Bailey, Otto Brad- 
ford, George Keeney, Clarence Latimer, Clar- 
ence Sauer, August Querengassen, Patsey Ta- 
coma, Elstner Hilton, George Ryder, Hugh L. 
Smith, Carl L. Olsen and George Penrod. 
Thirty additional men were awarded pins for 
twenty to forty years service. 

This club was organized in 1906 with 62 
members, 25 of whom are still living. At pres- 
ent the membership roster totals 215. New of- 
ficers for the year are as follows: 

Honorary president—Henry C. Atkins. 

President—Albert Hausman. 

Vice president—James Volk. 

Treasurer—Charles S. Bronson. 

Secretary—C. A. Newport. 

Assistant secretary—W. A. Weaver. 


The Ladies’ Ten Year Service Club, an 
auxiliary of the Atkins Pioneers, entertained its 
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new members at the same time. They are: 
Mrs. Helen Kelly, Mrs. Rosetta Scholl, Mrs. 
Delia Schantz and Mrs. Katherine Carpenter. 
Officers are: President, Mrs. Ida Newport 
Williams; vice president, Mrs. Bernice Brew- 
ington, and secretary, Miss Kathleen Duerstock. 











Will Discuss Price and Economic 
Trends 


At the regular meeting of the Chicago Pur- 
chasing Agents Association at Hotel Sherman, 
Thursday evening, March 14, the program will 
feature important commodity discussions on 
price and economic trends, and officers for the 
coming year will be nominated. Guest speaker 
will be George A. Renard, secretary National 
Association of Purchasing Agents, whose sub- 
ject will be “As One P. A. to Another.” Hav- 
ing served on Code committees and being thor- 
oughly informed as to affairs in Washington, 
Mr. Renard can speak authoritatively on Goy- 
ernment influence as it affects the purchasing 
agent. 


"It's the Same Old Story" 


While attending a meeting of veneer manu- 
facturers in Chicago last week, Ira A. Min- 
nick, of Indianapolis, president of the National 
Dry Kiln Co., which also operates a veneer 
plant, when asked his opinion as to the outlook 
for business, said: “It’s the same old story.” 
Continuing, Mr. Minnick said: 

I have been in the dry kiln business for 
more than thirty-five years, and have gone 
through what now appears to be several 
“business resting” periods. These so-called 
resting periods have had a habit of eliminat- 
ing certain sources of supplies, depleting in- 
ventories of air dried lumber at the yards 
and factories. When the demand again ap- 





Show Interest in 


Three lumber retailers participated in the 
Modern Home Exposition at the Coliseum, Chi- 
cago. The show, scheduled to run only during 
the week Feb. 18-23, drew such encouraging at- 
tendance that it was extended for another week. 

The most striking booth was that of the Peer- 
less Lumber & Supply Co., of 8200 Grand Ave- 
nue, which company is headed by B. J. Lindal. 
It took the form of a home, thoroughly equipped 
to give to inquirers just the information they 
wanted, with the aid of plan books and samples 
of many yard items. Three members of the 
company’s staff were almost too busy serving 
prospective customers to give time to a lumber 
scribe, but one of them said that the results had 
greatly exceeded expectations, and that there 
had been so many prospective buyers listed dur- 
ing the show that it was hard to see just how 
they could be given the attention that it would 
be desirable to give them. Inquiries came for 
houses ranging all the way from $1,500 to 
$20,000—and that’s a good answer to any ques- 
tion as to what kind of people pay 40 cents ad- 
mission to get information about home building 
and home building materials. Probably among 
them were some of those Cook County couples 
we see represented on the front page. 


"Just Lumber" Gets a Showing 


Another booth was occupied by the Beverly 
Lumber Co., 9838 South Western Avenue, and 
F. R. Linroth, formerly a mill representative in 
Chicago, was in charge. He had a big display 
stand, on which there was a set of hinged pan- 
els, arranged like the leaves of a book, and on 
these was shown lumber—yes, Mr. Jones of 
Maplewood, “just lumber”—and the other items 
that go to make up a well assorted yard stock. 
Another firm represented was the Douglas 
Lumber Co., 2700-26 West Roosevelt Road. 


To Lead in Sales, Lead in Selling 


If one were curious about the reason why the 
heating and ventilating and pipe trades have 
n reported as leading in sales in the building 
supply field, he could find a good one at this ex- 
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peared, these remaining inventories always 
have commanded prices higher than the pro- 
verbial cat’s back, because there was not 
sufficient dry kiln capacity to dry green stock 
to meet the demands. It is the same old 
story now being repeated. After these pe- 
riods, we wait until the demand forces us 
to make improvements. We wait and wait 
until we can make up our mind and are sure 
the peak of prosperity is just ahead of us. In 
the meantime, many substitutes have been used, 
and many of our old customers have been per- 
manently converted to the use of other mate- 
rials. Fortunately, all producers of wood pro- 
ducts are not following this policy. At present, 
some are improving their old kilns by installing 
uptodate appliances, by putting on new doors, 
brushing up on their operating methods, while 
others are installing brand new National kilns 
to supply lumber which at present is off the 
market except in a green state. 


Only Wood Can Withstand the 
Pressure 


That lumbermen are rather faithful readers 
of their local papers is indicated in the fact 
that from many sections of the country have 
come to the AMERICAN LUMBERMAN clippings 
from papers that carried a dispatch from Little 
America, Antarctica, telling of preparations 
being made by the Byrd Antarctic expedition to 
leave for home. This part of the item is the 
one that seems to have caught the particular 
attention of lumbermen, and which really is 
much more significant than the few lines them- 
selves would indicate: 

“Loading is proceeding as rapidly as condi- 
tions will permit. The wooden ship Bear of 
Oakland is at the barrier, and is relaying cargo 
out to the larger Jacob Ruppert which, because 
of its steel hull, is unable to get through the 
Bay of Whales because of the ice, which might 
crush it.” 





Home Exposition 


position. There were a large number of coal 
stoker, oil burner and furnace manufacturers 
represented—fuel blazing, fans blowing and mo- 
tors whirring; and well informed factory rep- 
resentatives were on hand to convince inquirers 
of the value of the goods and to give reasons 
why they should come first. 

Insulation was well represented by displays of 
Johns-Manville, General Insulation Co. and 
Alfol Insulation Co.; one concern was vigor- 
ously advancing the claims of weatherstripping 
and caulking; several interesting displays fea- 
tured new ideas in window construction, and 
Venetian blinds of improved design were repre- 
sented by three exhibits. Fine showings of 
roofing were made by Ruberoid and Barrett. 


"But | Want a MODERN Design" 


What made the biggest impression on this re- 
porter was an inquiry by one of the attendants 
at the Peerless booth, as to where books of 
plans could be secured for houses of more 
modernistic design—these having been asked for 
by some of those who saw new types of homes 
at A Century of Progress, and liked them. Such 
designs have been used for wood construction 
by a builder in a Chicago suburb, a story in re- 
gard to them having appeared in the AMERICAN 
LUMBERMAN. Maybe the architect who, in ad- 
dressing the Western Retail Lumbermen’s As- 
sociation at far-away Portland this week, de- 
clared that, as in the automobile field, design 
should Jead demand, gave a hint of real value 
to the lumber industry. 

The FHA was strongly represented at the 
Chicago show, continuous illustrated lectures 
being given on the possibilities of remodeling 
and building, and financing the work. 





WHOLESALE Prices oF Lumser, the U. S. 
Department of Labor reports, compared with 
1926 as 100, for 1929 were 93.8 percent, and for 
1934, 84.5 percent. The lowest point was 
reached in 1932, when lumber prices stood at 
58.5 as compared with 100 for 1926. 
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Report on South African Market 
for B. C. Woods 


Vancouver, B. C., Feb. 23.—Members of the 
British Columbia Lumber & Shingle Manufac- 
turers’ Association recently received the re- 
pert, at Vancouver, B. C., of three of the four 
trade delegates sent by the organization on a 
mission to South Africa. J. H. McDonald, of 
New Westminster, head of the delegation, spoke 
in confident terms of the possibiliues of work- 
ing up a large trade with South Africa and Rho- 
desia, but warned that it would be necessary to 
go after the business with a systematic pro- 
gram that would include education of South 
African consumers to the advantages of Brit- 
ish Columbia lumber and wood products. There 
will also have to be a fair interchange of 
goods between the two countries, said Mr. Mc- 
Donald, as the South Africans were very keen 
traders, and were most likely to buy where 
they can sell their own products. 

P. Z. Caverhill, provincial forester, Victoria, 
and A. T. Robson, of New Westminster, also 
reported briefly along the same lines. 


Hardwood Plywood Plant 
Is Busier 


New Lonpon, Wis., Feb. 25.—A sharp up- 
ward trend in furniture sales since the first of 
the year has resulted in a revival of business 
at the American Plywood Corporation plant 
here, and the addition of twenty-five more men 
to the payroll. Orders for store furniture ply- 
wood, and for finished panels, doors, and 
drawers have constituted the major portion of 
the new orders, company officials stated. 








Omnibus Forestry Bill Being 
Drafted 


Wasurncton, D. C., Feb. 25.—The Admin- 
istration expects soon to cause to be introduced 
into Congress a general forestry bill primarily 
designed to fulfill the pact entered into a year 
ago between public forestry representatives and 
the forest industries in regard to the realization 
of sustained-yield operation of private forests. 
At that time the Government representatives 
pledged certain co-operative measures on the 
part of State and national governments, with- 
out which the progress of private forestry will 
be seriously impeded. 

The President has written to the State gov- 
ernors telling them that “some of the provisions 
of the Lumber Code cannot be carried out 
effectively without Federal and State legisla- 
tion,” and reminding them of the responsibility 
of the States in these matters. He lists them as 
(1) protecting the forests against fire, insects 
and disease; (2) adjustment of forest taxation; 
(3) taking over tax-delinquent forest land for 
State or other public forests; (4) other suitable 
measures to increase public ownership, and en- 
couragement of better management of private 
forests. He assured the governors that he in- 
tended to submit to Congress recommendations 
for legislation looking toward these ends. 

A section of the Emergency Relief Act of 
1935 has a bearing on the subject, because it 
again authorizes the President to consolidate, 
redistribute, abolish or transfer the functions 
and duties of any governmental agency. It is 
conjectured that, under this grant of power, the 
President may make some changes in the Forest 
Service while leaving it in the Department of 
Agriculture, and/or he may transfer it to the 
Department of the Intérior. 


Forest-Growing Loans 


Without waiting for the omnibus foresty bill, 
Senator Fletcher and Representative Caldwell 
of Florida have introduced a bill on Forest 
Credits and Taxation, which authorizes the 
Reconstruction Finance Corporation to make 
forestry loans for as long as twenty years, the 
funds to be used in such a manner as materially 
to contribute toward carrying out a program 
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of forest management “under which the forests 
involved will be rendered self-perpetuating.” 

It is desired by the Forestry Conference 
Committee that this bill shall further authorize 
RFC loans to State governments for the 
purpose of financing deferment of tax payments 
by forest owners under the deferred forest 
property tax plan, but this provision has not 
yet received the approval of RFC, because it 
fears that it might be construed as applying to 
other than forest land taxes. 





Truck Company President Points 


To Increased Sales 


CLINTONVILLE, Wis., Feb. 25.—Walter A. 
Olen, president of the Four Wheel Drive Auto 
Co., in a recent talk made at the Clintonville 
plant of the company before the annual stock- 
holders’ meeting, declared that “total business 
from all sources has increased 69.2 percent 
over total business of the immediately previous 
year.” To prove his point he produced charts, 
showing that the current assets of the firm are 
8.9 times as much as the current liabilities. 

He said that he was pleased to announce 
that the total amount of sales of FWD trucks 
in 1934 increased 91 percent over the total 
sales of 1933. He explained during his talk 
that the past year has seen the development of 
several new models, the outstanding one being 
the model HS 1'%-ton truck, designed for urban 
and inter-city use. The company now is manu- 
facturing twenty-one different models of trucks. 

“Our sales department and advertising de- 


QUERY and 


Seeks Supply of Apple Wood 


I am engaged in business as a wood carver 
and have had apple wood so highly com- 
mended to me that I should like to secure a 
supply. Please let me know where I may 
obtain some.—INaquiry No, 3160. 

[The inquirer was given the names of two 
concerns that specialize in the sale of apple 
wood. Any other concerns that can supply it 
are invited to place their names on file with 
the AMERICAN LUMBERMAN, so that any in- 
quirers may be put in touch with them— 
Ep1Tor. ] 


A Result of the New Deal 


Beginning his letter thus, “Can you answer 
this?” a retail lumber dealer in South Dakota, 
addresses this inquiry to the AMERICAN LuM- 
BERMAN : 

“Why is Secretary of Labor Perkins ad- 
dressed as Miss Perkins, when she is a married 
woman ?” 

This department has answered thousands of 
questions on almost every subject that could 
be imagined, but this one seems to be rather 
a poser. We might say it is just another prob- 
lem that has been brought to the front as a 
result of the New Deal.—Ebiror. 





Plans for Church Buildings 


We have a contractor who contemplates 
the construction of a Roman Catholic Church 
about 30x70 feet in size. A Colonial type 
building is being considered. Have you any 
stock plans which might fit in with such 
structure, and do these plans include bill of 
material? If you do not have these, can you 
advise us where we can secure plans of this 
kind?—InquirY No. 3155. 

[Unfortunately the AMERICAN LUMBERMAN 
does not have, for distribution, stock plans of 
church buildings. To this inquirer, a dealer 
in Michigan, were given the names of concerns 
that publish books on church architecture, and 
also of two concerns that may be in position 
to supply church plans. In reply to a similar 
inquiry published some time ago, the AMERICAN 
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partment are now more important than they 
have ever been to us in every way,” he re- 
marked. One of the direct results of the ¢o. 
operation of those departments was the Order 
given the firm by a Canadian company for an 
extra-capacity truck, together with snow plow 
with a specially built auxiliary motor for driy. 
ing the plow, at a cost of $24,000. 

A resolution of commendation to directors 
who have served the company in various ca. 
pacities for twenty-five years was adopted, The 
list includes Walter A. Olen, Clintonville: 
Charles Hagen, Appleton; D. J. Rohrer, Clin. 
tonville and Antone Kuckuk, Shawano. Since 
the founding of the company, Mr. Olen has 
been president; Frank Gause, secretary; and 
D. J. Rohrer, treasurer. 





Announces Change In Name of 


Sales Organization 


Effective since Jan. 1 all Armstrong pro- 
ducts formerly sold by the Armstrong Cork Co, 
and the Armstrong Cork & Insulation Co. are 
being distributed by a subsidiary company to 
be known as “Armstrong Cork Products Co,” 
according to an announcement issued from the 
company’s executive offices in Lancaster, Pa. 

It was emphasized that the change in the 
name of the sales organization does not in any 
way alter Armstrong’s distribution policies or 
personnel. All corporate functions other than 
marketing will be continued under the name 
“Armstrong Cork Co.,” the announcement 
stated. 


COMMENT 


LUMBERMAN was advised by a retail lumber 
concern in Washington that its architectural 
department had designed and drawn plans for 
a number of small churches, and was in posi- 
tion to supply drawings and perspectives for 
any one of these churches at a reasonable cost. 
To anyone having information that will be 
helpful to this inquirer, the name will be given 
upon request.—Ep1Tor. ] 


Wants Car of White Birch 


We are in the market for a mixed car of 
4/4 and 5/4 white birch, and would like to 
have the names of three or four reliable mill 
people in Michigan or Minnesota who could 
furnish this stock.—INqumy No. 3161. 

[To this inquirer, a highly rated manufac- 
turer of brush handles in Pennsylvania, were 
given names of a number of concerns who are 
manufacturers of birch lumber and to several 
concerns the inquiry was referred direct. Some 
of these manufacturers replied that they were 
unable to supply white birch because they do 
not select their stock but that their birch all 
goes in together. To any manufacturer in 
position to supply the requirements in white 
birch, the name of this inquirer will be given 
upon request.—Ebrror. ] 





Would Manufacture Sweeping 
Compound 


We run a hardwood sawmill, and want to 
use the green sawdust in making sweeping 
compound. We wish to know the formulas 
for making such compounds, and where to 
buy new or second-hand machinery.— 
INQuIRY No. 3158. 

[The inquirer has been referred to books giv- 
ing formulas for manufacture of all such com- 
modities, of which there are several that have 
long been popular and are constantly being re- 
vised. He has also been given the name of the 
manufacturer of a crusher and pulverizer; vats 
and mixers can generally be bought locally. 
The machinery to be used will of course depend 
on the formula selected and method of manu- 
facture.—Ep1rTor. } 
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Among the Lumbermen’s Clubs 


Roofer Club Discusses Prospects 
and Reforestation 


Cocumsus, GA., Feb. 19.—The features of 
the regularly scheduled meeting of the Roofer 
Manufacturers’ Association here today were an 
address by A. R. Spillers, forester and con- 
servation expert connected with the Southern 
Pine Association; and a general discussion of 
business conditions bearing upon the lumber 
industry. 

Frank C. Mills, of Acworth, Ga., who was 
elected president at the annual meeting here 
on Jan. 8, presided for his first time. W. R. 
Melton, of Cuthbert, was at his place as sec- 
retary. H. Dixon Smith, of Columbus, and 
D. G. Bland, of Lumpkin, active members of 
the association, were absent, both being in the 
Georgia legislature, now in biennial session in 
Atlanta. 

During the general discussion of business con- 
ditions, optimism was expressed over the pos- 
sible effects of the gold decision rendered by the 
United States Supreme Court Monday, up- 
holding by a five to four vote “New Deal” leg- 
islation eliminating the gold clause from all 
private contracts, bonds etc.—but there was 
some diversity of opinion on this. 

Optimism voiced at the meeting was based 
largely upon the fact that northern and western 
mills have been considerably hampered during 
recent weeks due to weather conditions, neces- 
sitating curtailment and reducing stocks on 
hand. 

Mr. Spillers, addressing the group, told of 
steps being taken by the Southern Pine Asso- 
ciation to conserve timber supply, and of sev- 
eral large manufacturers who are doing out- 
standing work along this line, tieing in with 
the national program for conservation of forests. 
Mr. Spillers stated that his headquarters will 
be at Montgomery, Ala., in the near future. 

John Cook, of Franklin, Va., formerly lo- 
cated at Opelika, Ala., where he operated mills, 
was among those present. He was for a num- 
ber of years an active member of the old Roofer 
Manufacturers’ Club. He expressed hearty ap- 
preciation of the privilege of again meeting with 
the association here, and briefly discussed con- 
ditions in Virginia. 

The meeting was concluded with a luncheon 
at the Ralston Hotel at 1 o’clock. The next 
meeting was scheduled here for Tuesday, 
April 9. 


Club Wants Tariff Maintained 


Tacoma, WaAsH., Feb. 23.—Aid in defeating 
the move to open United States lumber markets 
to Canadian products, as a trade for other con- 
cessions, was urged at a meeting of the Young 
Men’s Business Club here yesterday by F. R. 
Titcomb, vice president of the West Coast Lum- 
bermen’s Association and general manager of 
the Weyerhaeuser Timber Co., and by Corydon 
Wagner, vice president of the St. Paul & Ta- 
coma Lumber Co. 

Proposed reciprocal tariff treaties between 
the United States and Canada would result in 
bankruptcy of the Pacific Northwest’s lumber 
industry, Mr. Titcomb said. 

Against this darker picture of possible re- 
sults of pending tariff negotiations, Mr. Wagner 
said that the pulp and paper industry promises 
to become a major industrial activity of this 
district, utilizing the largest stand of hemlock 
timber available in the United States. He 
said that a movement is now under way to ob- 
tain reduced water rates here for the benefit of 
pulp and paper mills. 

W. C. Bell, of Seattle, director of Lumber 
Promotion (Inc.), which was organized here 
last year, said that this body has become so 
arge that it now employs a staff of some fifty 
persons. 

Delegates to the annual convention of the 
Western Retail Lumbermen’s Association were 





guests at the meeting. Howard E. Walker, of 
the White River Lumber Co., of Enumclaw, 
was program chairman for the meeting. 





To Exhibit Wood at Home Show 


MEMPHIS, TENN., Feb. 25.—At the regular 
meeting of the Lumbermen’s Club of Memphis, 
held at the Hotel Peabody on Thursday, Feb. 
21, it was voted to co-operate with the Govern- 
ment in the holding of a building exposition at 
the Ellis Auditorium the last week in March, 
and space was subscribed by the club for a wood 
exhibit. The exhibits will be furnished by the 
woodworking factories of Memphis, and an ef- 
fort will be made to make Memphis builders 
“wood conscious.” 


Higher British Tariff Shuts Out 
Door Imports 


Tacoma, WasH., Feb. 23—American doors 
now must pay some 67 cents each for admis- 
sion to Great Britain. As a result, the British 
market for Pacific Northwest doors, heretofore 
one of the principal export markets, is virtually 
closed. For this reason, foreign vessels calling 
here during the last few months have taken 
steadily dwindling door cargoes destined for 
the British isles. 


Conference Called to Resist 
Lowering of Tariff 


PortLAND, Ore., Feb. 25.—Charles E. Dant, 
of Dant & Russell, lumber exporters, left here 
last week for Washington, D. C., to join other 
exporters in a conference regarding reciprocal 
relations with Canada that might jeopardize the 
United States lumber business through com- 
petition from Canada, in return for Canadian 
markets for other products of the United States. 
It is argued that if the Canadians succeed in 
having lowered the present tax and tariff on 
softwoods imported from Canada into the 
United States, the effect will be serious to the 
lumber industry in the Pacific Northwest and 
throughout the United States. The conference 
is to begin March 4. Other prominent lumber- 
men from the Pacific Northwest heading for 
the conference, according to information here, 
are L. E. Forge, general manager of the Doug- 
las Fir Exploitation & Export Co., Seattle; 
Henry Anderson, Grays Harbor Exportation 
Co., Aberdeen, Wash., and H. A. Hawthorne, 
Pacific Lumber Export Association, Seattle. 
These will meet leading lumbermen from the 
South. 

The conference will assemble with Wilson 
Compton, secretary-manager of the National 
Lumber Manufacturers’ Association, who called 
the assembly, and with Government experts on 
world tariffs, quotas and other restrictions on 
international trade. Mr. Dant decided to go to 
Washington in response to suggestions from a 
large group of local lumbermen. He went east 
by way of California. 











Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows the 
revenue freight for the two weeks ended Feb. 
16, 1935, totaled 1,174,541 cars as follows: 
Forest products, 50,142 cars (an increase of 
7,859 cars above the amount for the two weeks 
ended Feb. 2); coal, 291,184 cars; coke, 17,347 
cars; ore, 6,323 cars; livestock, 24,138 cars; 
grain, 50,401 cars; merchandise, 311,841 cars, 
and miscellaneous, 423,164 cars. The total load- 
ings for the two weeks ended Feb. 16, show a 
decrease of 79,391 cars below the amount for 
the two weeks ended Feb. 2. 
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‘NEWMAN’ 


To Dealers Who 
Need Stock 


We cannot recommend ''NEW- 
MAN" Dense Old Fashioned Long- 
leaf too strongly. It's the kind 
of lumber that always delivers sat- 
isfaction—cut from choice virgin 
timber — carefully manufactured, 
dried and graded—noted for its 
strength and durability—un- 
equaled for timbers, framing and 
flooring purposes. You'll find it 
decidedly to your advantage to 
order "NEWMAN": 

TIMBERS, YARD AND SHED STOCK, 
DIMENSION, FLOORING, FINISH, 
PLASTERING AND FENCE LATH, 

SHINGLES, ETC. 

Timbers are Dowicide dipped 
after dressing — Dimension has 
“eased'' edges—all air dried stock 
is treated to prevent stain. 


Newman stock is S. P. A. Grade Marked— 
Trade Marked—Species Marked 


J. J. NEWMAN 
LUMBER CO. 


BROOKHAVEN, MISSISS!PPI 
Eastern Sales Offices: Scranton, Pa. 


Also selling famous “Bude Quality’? Short- 
leaf Stock and Southern Hardwoods, Box 
Shook, Crating, Cut Stock and Piling. 

















BURDETTE LUMBER COMPANY 


CUT-TO-ORDER TIMBERS & HEAVY JOIST 
STEAM K D FINISH~-BRIGHT DRY 
SHIPLAP FLOORING AND BOARDS 

HIGH GRADE DIMENSION 


- Mitts AT Eowarps,Miss.& CANTON, Miss. 


SALES OFFICE 


MERIDIAN, MISS. 











“The Heart Content’’ 


bf delayed wife this 
yw back by “the fumberman post"? ‘Lat 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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LUMBER MARKET REVIEW 


Southern Pine Lowers Move in Large Volume; Uppers 
Becoming Scarcer and Are Strong 


Unsettled weather in a good part of southern territory has 
brought a slight slackening in demand for southern pine, but 
volume of business has been above production. An un- 
usually large proportion of the orders has been for the 
recently-reduced lower grades. Yards in farming sections 
have been taking fair amounts of upper grades, prices of 
which have been strengthening because of growing scarcity. 
Inquiries are now coming in for material for river and other 
Government projects, and there is a good call for box lumber. 
Inquiries indicate that with an improvement in the weather 
in the South and Southwest, there will be a considerable 
gain in yard buying. 


North Carolina pine mills continue to get the bulk of their 
yard business from the South, especially in nearby sections 
that have benefited from farm aid measures; but recently 
there has been an improvement in the demand from the 
North Atlantic territory, for mixed cars of uppers, despite 
very unfavorable weather there. As Carolina pine mill 
stocks are small, prices are firm at Code level. and roofer 
prices have recently strengthened. Box makers are having 
to rely more on kiln dried, but seek low prices, and are in- 
clined to hold off until better weather favors water shipment 
at less cost. 


Arkansas Soft Pine mills report a good volume of business. 
Some retail orders are being placed, especially for the uppers, 
which continue in short supply, with rush shipment nearly 
always demanded. But industrial business is relatively more 
active than retail—this covering Government contractors’ 
requirements, and railroad and highway material. Many 
items have shown further advances. 


Bookings of Northern Pine and Hemlock and Eastern 
Spruce Mills Are Much Above Output 


Northern pine demand from the Northwest has been held 
down by recent bad weather, and in the Niagara district also 
unfavorable conditions prevail. But total orders have con- 
tinued at about recent levels, and they are far ahead of the 
current small production. Mill stocks are much under last 
year’s level, and unfilled orders are not far below last year. 


Northern hemlock business showed quite an expansion in 
the week ended Feb. 23, with production at recent levels. 
Wisconsin and Michigan retailers are beginning to enter the 
market for their spring requirements. 


Eastern spruce business showed a pick-up in the week 
ended Feb. 23, and was more than twice the production, 
which has also gained. Retailers have begun to sort up their 
stocks for spring, and industrial items are moving better. 
Mill stocks of dry spruce are short, and prices are strong. 


West Coast Markets Disturbed by Unsteadiness of 
Prices; Rail Trade Gains 


West Coast production increased, and there was a decline 
in bookings, during the two weeks ended Feb. 23, with the 
result that the orders were 7.8 percent below the production. 
Practically all the decline was in foreign business, for a con- 
traction in domestic cargo business was largely offset by a 
gain in the rail trade. 


Rail business shows a seasonal expansion, with inquiries 
indicating that volume of buying will soon increase further. 
So far, a good proportion of the orders has come from con- 
tractors on Government work, and the railroads; it is 


reported that mills have been so eager for cutting that they 
have eased up on prices. Retail buyers are inclined to hold 
off for a while yet, wishing to wait to the last minute to make 
sure they are getting in at the bottom of the market, byt 
their stocks are depleted, and even a moderate spring de. 
mand would bring them to the mills. 


Atlantic coast business is hindered by disagreement as to 
what prices should be. In the East, the market is softer 
than at the mills; and some buyers have had difficulty in 
placing orders on the basis of eastern prices. Price softness 
occurs principally in lower grade yard commons. Unusually 
bad weather in the East is holding back demand. A factor 
that, with a spring pick-up in building, will make for 
strength, is the depletion of both yard and storage stocks held 
on the eastern seaboard. 


The decline in foreign business probably all occurred in 
the Oriental trade, the Orient having been the leading foreign 
buyer of West Coast stocks since the closing of British 
Empire markets. Japan is said to be overstocked; and in 
China there is a silver crisis. The recent decline in trans- 
pacific rates may bring the Orient back into the market. 
European and South American business is slower. 


Western Pine Stocks Fall Below Last Year's, With 
Unfilled Orders Larger 


Bookings by the western pine mills during the two weeks 
ended Feb. 23 were a third above those of the corresponding 
period last vear, and they amounted to nearly twice the pro- 
duction, which also has been running above a third above 
last year’s level. In the past few weeks, stocks have fallen 
below last year’s level, and unfilled orders Feb. 23 were about 
eighty percent larger than those of the corresponding date 
last year—so that the industry is in strong statistical posi- 
tion. A number of items are reported to be getting into short 
supply. Among retail dealers there is general expectation 
of an increase in western pine demand, but bad weather in 
consuming sections has resulted in the holding back of many 
orders. This is particularly true in the eastern markets, the 
bulk of recent business having come from the middle West. 
The general trend of the market is upward, especially on the 
soft pines. Some recent inquiries have come in for construc- 
tion lumber, for use on Government projects; last year the 
mills did a good business in these and are expecting more 
orders this year. 


Hardwood Mills Getting Larger Proportion of Orders 
from the Building Field 


The bulk of recent business in hardwoods has come from 
automotive and furniture plants, but their buying has shown 
a slight easing off recently. In the automobile field, pros- 
pects are doubtful because of recent active production; but 
an improvement in sales to the furniture industry is expected. 
Inquiry for stave material has greatly improved. Indica- 
tions are that had it not been for severe weather, building 
items would be moving in much larger volume. Yard in- 
quiries for flooring and trim are reported to have been more 
numerous than in a long while; and much larger buying of 
these items is expected as soon as northern weather favors 
building. Exporters tend to hold up orders for lower prices, 
being encouraged to do so by the fact that business is some- 
times accepted at concessions ; but overseas shipments have 
kept up because of recent sales. Southern surpluses that 
were depressing prices are said to have been cleaned up at 
recent reductions ; and output is low in the South because of 
bad weather. Appalachian and northern hardwoods have 
continued firm. 


Statistics, Pages 60-61 — Market Reports, Pages 66-69 — Prices, Pages 76-77 








March 2, 19 








(81) 








935 


ley 
old 
ike 
Dut 
de- 


, to 
ter 


ess 
ly 
tor 
for 


eld 


in 
ign 
ish 
in 
ns- 
cet. 


eks 
ing 
ITO- 
ove 
len 
out 
ate 
9SI- 
ort 
ion 
- in 
any 
the 
est. 
the 
"UC- 
the 
ore 


lers 


wn 
rOs- 
but 
ted. 
ica- 
ling 

in- 
ore 


ces, 
me- 
ave 
chat 
> at 
e of 


ave 








yerch %, 1995 AMERICAN LUMBERMAN 


POOR FENCE 
weakened by RUST often 


endangers valuable animals 































Make Money! Sell 
fence that fights rust 


These advantages step you ahead of competition 





The odds are all against you when you gam- 
Two T f ble with poor fence. A few short years in 
Steel y ag this climate and ... BEHOLD! ... such 
; fence is rusted out. A bad bargain for the 
both nationally farmer. A bad advertisement for you. 


known brands— Here’s money-making news! Red Brand 
Fence fightsrust years longer—gives you two 


RED TOP important sales advantages. 

POST . s ® 
Rein forced A thicker coating of zinc 
Stuc , e 
type. with Enough copper in the steel 


hed betho Red Brand fights rust years longer, first, 
wellknown because of a patented (heat-treated) Gal- 
red top. vannealed protective coating of zinc MUCH 
THICKER than you will find on the or- 

dinary galvanized fence wire. 
Red Brand fights rust, second, because of 
KEYSTONE a real copper bearing steel that lasts at least 





POST TWICE as long as steel without copper. 
Lb pe | a Don’t gamble with poor fence that prema- 
fastener turely rusts out. Sell genuine Red Brand 


identifed by Fence and get the reputation of selling the 
“aluminum best fence obtainable in your territory. 


stripe.” You’ll make bigger fence profits. 





Dealer prices—Agency details 


New Catalog describes Red Brand hog, field 
and poultry Fence, Red Top and Keystone 
Steel Fence Posts, and other wire and fenc- 
ing products. This catalog, dealer prices, and 
all agency details, are sent on request. New 
Fence Building Guide, for promoting 
fence sales, now supplied in quantities. 
Write today. 


Fence may now be purchased under N. H. A. 


KEYSTONE STEEL & WIRE COMPANY 
1881 Industrial St., Peoria, Illinois 


RED BRAND FENCE 


"Fights rust 2 Ways! Wpper Bearing 











CELOTEX 


CO-OPERATION®?*1935 







HEAR THE STORY OF 





Every progressive lumber merchant should 
hear the story of Celotex co-operation for 
1935. Your local Celotex man is ready to 


give you the full details of 


“Going to Market 


on the Celotex Road” 


Powerful sales messages in the most respon- 
sive urban and rural markets — selective 
selling by a broad system of follow-ups — 
common sense dealer helps of every prac- 


tical sort — such is the bare outline of the 


Celotex sales story for 1935. 


1935 has started as a year of aggressive sell- 
ing. NHA is developing a wide range of 
building activity with greatly expanded 


sales opportunities for Lumber Dealers. 


Celotex and Celotex Dealers are leaders 
in the insulation field. And for 1935 the 


slogan is — 


“Leadership Maintained” 


THE CELOTEX COMPANY 
919 No. Michigan Avenue, Chicago, III. 


CELOTEX 


RAND 
INSULATING CANE BOARD 
Reg. U. 8S. Pat. Off, 


BUILDS eINSULATES e DECORATES 


b 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex. 





























change, New Orleans, La., for sales made in the period Feb. 8-15, but, where prices for this period were not available, prices for the month 
to date have been inserted and distinguished by asterisk: 
West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard (Drop Siding, Standard| Partition, Standard No. 2 Fencing & CM No. 2 Shortleaf No. 2 Longleat 
Lengths Lengths, 1x6” ngths Standard Lengths Dimension Dimension 
1x3” rift— %x4&6"— ne” wccee Se 66 “ 2x4” 
B& better No. 117 — 1x6” 16.30 16.48|2*4 
Shortleaf.. 55.00 55,27) b&better.. 32.03 B&better.. 34.00 35.50; " “"*"’ ; “412 & 14’.. 19.93 15.30]12 & 14’.. 20.50 21463 
Longleaf... .... 68.00,°~ 2 29.99 No. 2 Shiplap and |16’ ....... 20.68 15.43|16’ ....... 21.50 25.75 
os Rough Finish 10-20’ Boards, Std. Leth. | 2x6” 2x6” 
Shortle f.. 45.00 45 oe pasteras B&better— Shortl’f— 12, & 14’.. 16.42 14.81/12 & 14’.. 17.50 16.59 
Longleaf... 8.25, B&better.. 32.11 32.90 Inch thick— 1x8” ..... 17.86 16.68|2° ----:-- 16.96 14.33/16’ ....... 18.00 18.59 
No. 2 ....933.00 31.26)N% 1 ---- 31.71 31.10 qv ......, 37.00 ....]1x10” 18.50 16.22) 2x8” 2x8” 
Se: 39.10 39.38]}1x12” 24.79 19.98|12 & 14’.. 17.49 14.6: , 
1x3” flat Surfaced Finish, |x” || ' "|"! 3) eel petite 1842 15:67 o7, © 1¢.. .... Se 
grain— 10-20 1x5&10 47.00 45.50] 7B *— nae Pn tenes 19.50 *23.25 
> ° eS 9” ” ; 2vu. ” 
No. 1 <1-. 38:78 32:00| Inch thick a eile STE *20.25 20.00/12, & 14’.. 17.57 14.70) 2x10 
No. .o 23.70 19.46 40 42.56 20.91 5&6/4 thick— 1x12’ 27.31 27.00|16 ------- 18.28 15.10 12) & 14’ 18.50 
os go tor ec? Bee ee aele-8" ..... 50.21 51.00 ee eer tetiens seni 
a a Serer 43.89 40.26 | 5&10” 60.00 62.00 No. 1 Shortieat 12 & 14’.. 18.16 17.13] 2x12” 
eos s7g| 1x10 50.44 47.47/12” ------ 65.50 67.00], | Dimension nena 18.94 18.00/12 & 147..°20.00 21.59 
Shortleaf.. 52.83 54.75 1x5” 44.65 41.7 x4” 16’ itr atni - 
Longleaf.. .... 47.00\;3" °"""" +7 te gt - 44" 5 io i Benes «CoS reese 23.50 
—e | eee 63.54 59.42! casing, Base & Jamb 13, & 14’.. $3.85 19.33 No. 1 Longleaf 
No. 1— 5&6/4 thick— 10-20’ ie eweawe ™ ie Timb 
Shortleaf.. 0.25 cnn 2" r nor y , mor rs, i ’ 
Rhortleaf.. 40.25 ...-14, 6,8” ... 56.41 53.50| B&better. 2x6 saw..ue uns) TS oS 
me. FS ce ---- $82.00\5¢10” .... 59.44 61.17 ns ait tae @ 1¢ 22.45 18.56/16’ ....... eee Ne. 1 
ix4” flat a” -ancegs 74.00 69.40 | 1x8 as *: ape ag OP itis bad 23.08 19.92] o,¢» 
rane o—~ 1x5&10” "! 49:88 49.14] 2x8" 12, & 14’.. 23.50 924.75] Vongleat— 
B&better.. 36.69 34.66 . 12 & 14’.. 23.24 20.45|18 ------- 25.00 *25.75|/3x4 & 4x4” 25.50 .... 
No. 1 .... 32.26 33.31/Inch thick— . » tam "* 93g “00 | 2x8” 4x6—S8x8” 24.43 24.38 
WO. 8 icc. URIS SERSIE vecees: $6.22 24.99] Be 2 Wencing, 10-09 [16° ....... 25.55 Sh-O01 10 a 16°..995.60 35.56 
_ Speeretes 39.60 32.00|1x4" ..... 30.57 31.34] 2x10" Pc aerees ae io... 
Ceiling, Standard 8 wee eee 37.86 35.67)1x6” ..... 32.19 32.51 12’ 24.74 24.50] 29x10” 3x4&4x4 . 22.17 20.36 
Lengths 1x5&10 42.28 38.50 ae reese 25.15 *24.67| 12° " 4x6—8x8”. 21.63 18.00 
i x4"— a sscoun 55.55 51.50 ; seneet = 74 be 27.00 26.63/3@4x10”.. 25.20 .... 
B&better.. 26.00 *26.00 No. 1 Shiplap and 16’ .....-. 2 5.48 24.50 14’ ‘Rewer 28.00 eee | Ex10— 
No. ..*23.00 22.00 Plaster Lath Boards, 10-20 ex12° onl ee 29.25 26.75 10x10” . 24.75 
& x4”— x1%”, 4’ ere 31.23 32.67 x12” 3&4x12” .. 26.91 
B&better.. 25.85 24.95'No 1. * 3.29 3.29 1xs@10" 1) 3474 35:84 12, & 14’.. 26.33 926.30/12 & 14’... .... 36.00) 5x12— a 
No. 1 .... 23.58 23.83 No. 2 2.33 2.53 1x12” . 46.80 47.47 16’ ....... 39.14 ®SB.SOTIG’ .nccces 39.50 33.50 12x12” . 30.67 
, Followin f. o. b. mill prices on actual 
Seattle, Wash., Feb. 25.—Prices for red S to the Western Pine Following are average sales prices, these 


sedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o. b. mill, are: 


Beveled Siding, %-inch 


Clear «RS — 
Oe Pe $20.50 $18.50 $16.00 
POEMGR scccccvecsecs 24.50 20.50 18.00 
 attecebocaxene 25.50 23.50 20.00 

; Clear Bungalow Siding %-inch 
OE éadnbensecesneoenn eoccecccoeseneenee 
DOE icsvdwsendbnnwanabaahanseas cocoe Ge 
NT See IE PR RE 57.00 

Finish, B&better, 82 or 4S, 8-18’ 
$28 or S4S 

. or Rough 

Dn. c00nd da ea eed eubaee eeeek das ee $37.00 
DT trcéibbidereveeenebaeeteeedbernen 2.00 
St” -ctGexresdkadaveeseeaseewn bien 52.00 
Ss bid eRe eee emai ea an aeemde ae 67.00 
DE. K#bbedkbekhsecsadecécusieasceeas R 72.00 
EE nwnd-o.n brewi kbd beeen aamedadkedules 77.00 
St stisebrieeesekeiekénemteeneakacms 82.00 
Dt .. ccpmviatensubenama shi nnuednird 87.00 


DE Setndewknendesneeneuweecescheskie ° 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 


| 2 63% 

RE ge ene es 58% 
Series 7000— 

8 RR eee 63% 

ee ee ee OO, on ciccapncsionouns 8% 


Clear Lattice, 5/16”, 4 to 16’ 
100 lin. ft. 


1%. ecvcccccecscccccccces ccccces eeeeee 6 $0.31 
ME OC CE ee Oe ey 37 
SS i¢hecihte hed ktm hee dae Winkae'e wn eee a 52 





WEST COAST LOGS 


Seattle, Feb. 25.—Average prices of logs; 


Fir: No. 1, $20-19; No. 2, $15-13; No. 3, 
$10-9; peelers, $22-24. 
ane Shingle logs, $9-10; lumber logs, 


Hemlock: No. 2, $9; for export, $12.50; No. 
3, $8-8.50. . . ” 


[Special telegram to AMERICAN LuMBERMAN] 

Portland, Ore., Feb. 27.—Log market quo- 
tations: 

Yellow Fir: No. 1, $16; No. 2, $12; No. 3, $8. 

Red Fir: $12. 

Shingle logs, $10-11; lumber logs, 

$17-18; camp run, $8.50@10. 

Hemlock: Nos. 2 and 3, $8@9. 

Spruce: No. 1, $17@18; No. 2, $13@14; No. 3, 
$8.60@9. 








sales were reported ; i 
Association by members during the period 


Feb. 1 to 15, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8” 6/4x8” 
Se.ects, S2 or 4S— _ 1x8” & wadr. & war. 
CG Mereee Wks... $42.38 $52.30 $50.63 
D Select RL...... 34.89 34.73 35.50 
op, S2S— No. 1 No. 2 
nas 7 - vWebeeeweeneaseeseeneaeks $27.07 $20.34 
| SS eae er er 27.17 20.38 
Commons, S82 or 4S— No. 2 No. 3 
yy , |e eer $20.64 $18.87 
ae SS eer 25.21 20.12 
Wee: 6, O/46 TE kes oc vciceconessvvscces $13.62 
Idaho White Pine 5&6/4x8" 
SeLects. S2 or 4S— 1x8” & wdr 
f° '  S ee $45.86 $69.19 
gp OS. ee eer 39.07 52.50 
MONS, S2 or 4S— No.1 No. 2 No. 3 
coms he pd anataxaum ie $31.99 $24.23 $20.73 
Fe pag st eae 60.37 34.56 23.83 
Me, & GFE RW bir ccctveeviesecvaees $14.60 
Sugar Pine 
= oer bp 
Se.tects, S2 or 4S—& wdr. wdr wdr 
WEF, Tabs ccccccs $65.25 $61.85 $64.00 
© Beseet. Bele cc cces 57.50 56.97 50.80 
D Select RL ...... 49.00 47.13 44.20 
Snuop, S2S— No. 1 No. No. 3 
OS Pee $36.40 $24.77 $18.50 
Se. isccndeewkia en 35.97 25.02 19.20 
ee 48.86 27.20 20.00 
Larch—Douglas Fir 
Dimension No. 1, 2x4” ....cccccccesecss $18.90 
Dimension No. 1, 2x6&8”.........-.-0- 18.48 
Boards, No. 3 S2or4S 1x8”............-- 15.11 
Flooring, vert. gr. C&Btr. 4” RL........ 34.14 





WESTERN SITKA SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., Feb. 27.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 
SEE” accuses $55.00 OT a ae $22.00 
Sn” “seseeeed 36.00 «ees > 23.00 
1x5—11” .... See vJanecees 27.50 

ewes $42.50@44.50 wes 

Bevel siding— 12/4 panned 34.00 

rer ee eee oe : 
exe: Flat gr. 24.00 Lath ........-. 4.00 
x6” Vert. gr. 27.00 Green box ..... 15.00 


being f.o.b. mill figures based on shortleaf 





weights, obtained by Arkansas Soft Pine 
mills during the week ended Feb. 23: 
Flooring 
3-inch 4-inch 
Bé&better, edge grain.......... $55.00 $54.00 
a 38.00 37.00 
SS a “eee st 34.00 33.00 
BO De Pe Rc ob ok civcceneeews 24.00 24.00 
Ceiling and Partition 
Ceiling, 5/8x4” B&better............... $28.00 
St a ae 24.00 
Partition, 3/4x4” B&better............. 36.00 
Boston partition, 11/16x4” B&better.... 32.00 
Drop Siding, No. 116, 1x6” B&better.... 35.00 
Se Rr 31.00 
Pe Bennie 25.00 
Bre. SEE SE TN ok. sv tee ee eeees 31.00 
Finish, Surfaced, B&better 
BE”  pcdeenehNecerenenuse need ie ksousw oe 
1x6&8”_ .... er 
EE “Chbwk sek Wa eared ne oak ReancR een 50.00 
teen dee Keg ea atnaed ine ae eee 65.00 
PE: tiny aes Ktbee en aide amnnew ens 56.00 
DEES ‘Spi eendeen bebasned een eawen eases 75.00 
Casing and Base, B&better 
CO SET pcb caviokycakeded near neen $49.00 
I cal aarea wat a cine aah an Whos a ae 53.00 
NE he ip id seh ta aa ie ere a 50.00 
Base, BE Bithvdeewens beak nah ewes 51.00 
Moldings 
Listed at $3 and under............... 52% off 
PT stg crnacht6us bxaemetocedmns 47% off 
Boards and Shiplap 
ee ee i Te OE xctusancnewanea eee $33.00 
Dt: cvessapineseabannde ss 47.00 
ET 6 oe dawre wee make aada kere 22.00 
SE 5 OD Dee cdecussevecesennes 30.00 
Spee rere 18.00 
REE eer T ee 13.00 
- FS oe ere ee 17.00 
Dimension, 848 
i i eens inaenanas $24.50 
4 = ga ee ee Te 23.00 
ays caae nth teacee ake 29.00 
eS £4 eee er 19.50 
aay aa ide se ww mere 17.50 
Ul ccahantne cine ache nheeee 19.00 


No, 
i a Be ccseccevesssnueeswe $3.75 


1 Lath 
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‘THE BUSINESS RECORD 


Business Changes 


ARKANSAS. Huntsville—Kelley Bros. Lumber 
Co. purchased by Lester and Lee Graham, lumber 
jealers, as Graham Bros. 

Little Rock—Geiser Lumber Co. name changed to 
Arkansas Mill & Lumber Co. 

Washington—Paul Dudney has purchased the in- 
terest of Tommy Edwards in Dudney & Edwards 
Lumber Co., which will hereafter be known as 
“paul Dudney, Lumber.” 

CONNECTICUT. Meriden—Doolittle Box Shop 
(Inc.) sold to John R. Hall (Inc.). 

ILLINOIS. Chicago—J & M Furniture Manufac- 
turing Co. succeeded by Wayson Furniture Manu- 
facturing Co., 4538 S. Marshfield Ave.; Mary Way- 
son and Joseph Wayson, Jr., proprietors. 

Metropolis—Joyce-Watkins Tie & Timber Co. sold 
wood preserving plant and business in treated for- 
est products to Wyoming Tie & Lumber Co. The 
present personnel is being retained in the new 
organization, of which R. Van Metre is president. 
The Joyce-Watkins Tie & Timber Co. will continue 
its business of untreated forest products. 

White Heath—Murray & York succeeded by H. 
M. York. 

INDIANA. Indianapolis—Forbes Hubbard Lum- 
ber Co. has filed papers with the Indiana secretary 
of State, changing name to Forbes Lumber Co. 

Oxford—Oxford Lumber & Coal Co. changed 
name to Mackemer & McBroom Lumber & Coal Co. 

MARYLAND. Bel Air—Bull & Culp succeeded 
by H. Edward Wheeler. 

MASSACHUSETTS. Athol—Winfield W. Wood- 
ward (Estate) succeeded by W. W. Woodward 
Lumber Co. 

MICHIGAN. Frankenmuth—John L, & Arthur 
G. Hubinger succeeded by Arthur G. Hubinger. 

Muskegon—Property of the Fredricks Lumber 
Co. purchased by R. E. Keene of Portland, Ind., 
and will be operated as the Keene Lumber Co. 

The reorganized Fredricks Lumber Co. the same 
day took over the former yards of the Heights 
Lumber Co. in Muskegon Heights and Herman 
Fredricks will be in charge. 

MONTANA. West Yellowstone—Rightenour Herk- 
las succeeded by West Yellowstone Lumber Co. 

NEW JERSEY. Arlington—Arlington Lumber 
Co. corporation dissolved. R, George Dickel suc- 
ceeds alone under style of Arlington Lumber Co. 


NEW YORK. Buffalo—Peter Pfeil Cooperage 
Works succeeded by Pfeil Cooperage (Inc.), 925 
Bailey Ave. 


New York City—Long Island Casket Co. changed 
name to United Casket Co., 24-83 47th St., Long 
Island City; Agostina D’Orta, proprietor. 

NORTH CAROLINA. Asheville—Atkinson-Smith 
Lumber Co. changed name to Ed Atkinson Lum- 
ber Co. 

Charlotte—J. H. Wearn Lumber Co. purchased 
by a newly organized stock company to be known 
as the Wearn Lumber Co. and headed by John H. 
Bonitz and George V. McNeill. George W. Wearn 
will be executive vice president of the new com- 
pany. 

OHIO. New Madison—J. A. Flaig & Son suc- 
ceeded by J. A. Flaig Lumber Co. 


OKLAHOMA. Duncan—A. G. Phillips Planing 
Mill purchased by A. A. Cooper, who will move 
his glass works into the Phillips location and 
operate under the name of Duncan Glass & Plan- 
ing Mill. 

OREGON. Eugene—J. W. Copeland Yard here 
succeeded by Cavenah Lumber Co., which has been 
formed by G. K, Cavenah and William Nagle. 


TEXAS. San Juan—San Juan Lumber Co. suc- 
ceeded by L. M. Holland of McAllen. 


VIRGINIA. Dublin—Dublin Manufacturing Co. 
admitted F. M. Harris to partnership and will 
operate as A. M. Harris & Son. 


WISCONSIN. Arcadia—Emil F. Rotering Lum- 
ber Co: succeeded by J. J. Schneider. 


New Ventures 


INDIANA. Argos—A. G. Wetmore of Plymouth, 
Ind., has purchased a factory building here and is 
installing machinery and equipment for making 
furniture novelties. The plant will be known as 
the Argos Manufacturing Co. 

South Bend—W. M. Hass, Jefferson Boulevard 
and Lincoln Way; building supplies. 


KANSAS. Chanute—Gordon and William M. 
Gray will open lumber yard at 420 East Main St. 

NEW YORK. Jamestown—Nelson Bros. Lumber 
Co. recently began retail lumber business. 

OKLAHOMA. Oklahoma City—L. I. Lounsbury 
is opening lumber yard at 221 Plaza Court. 

OREGON. Eugene—Cone Lumber Co. has en- 
gaged in business under management of E. E. 
Cone. 

PENNSYLVANIA. Philadelphia — Philadelphia 


Suburban Builders Supply Co., 7051 West Garrett 
Road; building supplies. 


Incorporations 
INDIANA. Columbus—Amos Lumber Co., 1015 
Third St.; retail. Incorporators: Charles R., Cora 
B, and Mary J. Amos. 
MASSACHUSETTS. Boston—Collins McDonough 
Co.; $100,000. Care of Donald T. Field, 84 State St. 
MICHIGAN. Coldwater—Pratt Corporation, or- 


ganized to manufacture and sell furniture, 
shoo-flies, toys, and novelties; $30,000. 

St. Joseph—The Compound & Pyrono Door Co.; 
to handle building materials. 

MISSISSIPPI. 
Products Co.; 
porator. 


MISSOURI. Kansas City—Ed White Materials 
Co.; building materials. J. Ed White and Robert 
L. Koehler, 613 W. Dartmouth, incorporators. 


NEBRASKA, Ohiowa—Thornton Lumber 
$20,000. Incorporators: Albert Thornton, 
Park, Donald A. Thornton. 


NEW YORK. New York City—Fleetwood Box 
& I,umber Co.; packing cases, crates, boxes; filed 
A Bernard J. Gardener, 27 William St., New York 

ity. 


sleds, 


Hattiesburg—Mississippi 


Forest 
$10,000. C. L. Conerly an 


incor- 


Co.; 
H. R. 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 25.—Prices below rep- 
resent the average of sales, as figured from 
reports of a large number of mills: 


To the Trade— No.1 No. 2 No. 3 
_ SEs ae 2.55 $2.01 $1.50 
a. | ee 2.69 1.95 1.54 
24” (4 bdl. sq.)..3.18@3.30 2.21@2.50 1.57 @2.00 
18” (5/2%) .....2.79@2.90 2.11@2.20 1.52@1.75 
Dimensions— 

De sn cecvene 2.94 2.40 

(6"-§/21%%4"-18) ..... 3.22 
To Wholesalers (Less discount)— 
wcaiteame  “eealaacs .35 1.85 1.51 
Sees 2.47 1.83 1.24 
24” (4 bdl. sq.)...... 2.88 1.76 1.32 
De GRlEURD. cvécecces 2.57 1.93 1.34 
Dimensions— 

Teena. - on cncesen 2.74 2.24 

(6”-5/2%4"-18) 2.96 


Mixed Cars—Add 15 cents per square where 
Shingles are shipped in mixed cars—except 
when mixed with cedar lumber. 

Kiln Dried Shipments by Water—For kiln 
dried shingles shipped by vessel, add 15 
cents a square for 16- and 18-inch; and 20 
cents a square for 24-inch. 








MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
Port the following prices realized f.o.b. floor- 
ing mill basis, during the week ended Feb. 23: 

First Second Third 


TE a comer $67.48 $56.58 $44.33 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. logical points of 
origin—Memphis and Johnson City, Tenn., 


and Alexandria, La.: 

4ExX2%” 38x1%” %x2” %x1%” 
Clr. qtd. wht...$102.00 $84.00 $70.00 $54.00 
Clr. qtd. red... 86.00 75.00 60.00 54.00 
Sel. qtd. wht... 71.00 64.00 48.00 46.00 
Sel. qtd. red. 65.00 58.00 48.00 46.00 
Clr. pin. wht. 71.00 62.00 55.00 47.00 
Clr. pin. red. 68.00 60.00 48.00 47.00 
Sel. pln. wht. 62.00 50.00 47.00 39.00 
Sel. pin. red. 60.00 50.00 46.00 40.00 
No. 1 com. wht. 47.00 43.00 36.00 34.00 
No. 1 com. red 47.00 43.00 35.00 35.00 
No. 2 com...... 26.00 24.00 18.00 18.00 

1x2” %x1%” x2” 

Clr. qtd. wht...$ 80.00 $80.00 90.00 
Clr. qtd. red. 74.00 74.00 80.00 
Sel. qtd. wht. 62.00 60.00 65.00 
Sel. qtd. red. 62.00 60.00 64.00 
Clr. pln. wht. 62.00 61.00 68.00 
Clr. pin. red. 61.00 61.00 63.00 
Sel. pln. wht. 59.00 58.00 57.00 
Sel. pln. red.. 58.00 57.00 51.00 
No. 1 com. wht. 45.00 42.00 43.00 
No. 1 com red. 45.00 42.00 41.00 son 
No. 2 com...... 3.00 22.00 19.00 ; 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
}#-inch stock, $8.50; for %-inch, $4; for % 
and },-inch, $5. 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For 
}#-inch stock, $6; for %-inch, $3; for % and 
fs-inch, $3.50. 





77 


Filed 
315 Broadway, New York 


New York City—Gundermann Lumber Co. 
by Albany Service Co., 


City. 


Jamaica—Jamaica Builders Supply Corporation; 
$20,000. Filed by William J. Auserehl, 67-10 139th 
St. Will operate business in Queens County, New 
York City. 


NORTH CAROLINA. Lexington—Piedmont Lum- 
ber Co.; $100,000. Incorporators: W. F. Brown, 
J. L. Bullard and Charles E. Williams. 


ORBGON. Portland—Manning-Crow Lumber Co.; 
$10,000. G. E. Crow, 3624 N. BE. Couch, an in- 
corporator. 

TENNESSEE. Cleveland—Tennessee Lumber & 
Manufacturing Co.; $25,000. Incorporators: W. J. 
Hargis, L. W. Hargis and J. W. Andes. 


TEXAS. Orange—Sabine Furniture Manufactur- 
ing Co.; $25,000. Wilmer Cain and W. W. Hooker 
interested. 


San Antonio—Gordon Lumber & Supply Co., 520 
Nogalitos; $10,000. Incorporators: Frank, Cyral 
and Louis Gordon. 


New Mills and Equipment 


ALABAMA. Tuscaloosa—Fisher Bros. Lumber 
Co. of Selma will construct a modern hardwood 
mill here. 


FLORIDA. Miami—A. Davidson, Riverside Furni- 


ture Exchange, plans installing machinery for 
making furniture knobs. 
MASSACHUSETTS. Orange—Roy Cooke, owner 


of E. H. Roberts (Inc.), plans to rebuild the wood- 
turning factory on East River Street, which was 
recently damaged by fire. 


MISSISSIPPI. Woodville—W. A. Ransom Lum- 
ber Co., of Grenada, is preparing to open a new 
plant here. 

SOUTH CAROLINA. Denmark—A,. L. Cooler 
plans installing a band mill here. 


CANADA. ONTARIO, London—The Kernehan 
Lumber Co., corner York and Ridout Streets, is 
about to add a $35,000 sash and door factory. 


Casualties 


INDIANA. Indianapolis—Brookside Lumber Co. 
planing mill, lumber shed, lumber storage yard and 
finished product building were destroyed by fire, 
with estimated loss of $50,000. Office building 
saved. 


WISCONSIN. Drummond—tThe roundhouse of 


the Rust-Owen Lumber Co. has been destroyed by 
fire. 





Hymeneal 
STUDEBAKER-LANDRAM.—Mr. and Mrs. 
A. H. Landram of Tacoma, Wash., on Feb. 


17 announced the engagement of their only 
daughter, Virginia, to Robert Irving Stude- 
baker, son of Judge and Mrs. C. A. Stude- 
baker, of Chehalis, Wash. The father of the 
bride-to-be is sales manager of the St. Paul 
& Tacoma Lumber Co. Miss Landram is a 
graduate of Annie Wright Seminary in Ta- 
coma, and is now in her senior year at the 
University of Washington. She is a member 
of Delta Gamma sorority. Mr. Studebaker 
studied law at the University of Washington, 
and is a member of Sigma Nu fraternity. 
The wedding will follow Miss Landram’s 
graduation from the University of Washing- 
ton in June. The young couple expect to 
make their home in Tacoma, where Mr. Stu- 
debaker is now associated with a legal firm. 


DeWITT-HOAG—In the flower decked First 
Presbyterian Church of Skaneateles, N. Y., 
on Feb. 23, Miss Helen Louise Hoag, daugh- 
ter of Mr. and Mrs. George A. Hoag of 
Skaneateles became the bride of Frank 
Warren DeWitt, son of the late Mr. and Mrs. 
Warren B. DeWitt. During the simple, im- 
pressive nuptial service the bride was given 
in marriage by her father before a large as- 
semblage of relatives and friends. Following 
the church ceremony a wedding dinner and 
reception was given to about 100 guests at 
Evergreen Manor. Later Mr. DeWitt and his 
bride left for a month’s stay at Miami, Flor- 
ida. He is connected with the First National 
Bank of Skaneateles, and the bride is the 
charming daughter and only child of one of 
the prominent lumbermen of New York State, 
George A. Hoag, president of the Skaneateles 
Lumber Co. 


COLEMAN-HALL—The marriage of Miss 
Sadie Hall, daughter of the late Robert Hall 
of BPvansville, Ind., and Downey Coleman, 
well known lumberman, took place on Sun- 
day morning, Feb. 10, at the_ parsonage of 
the Trinity M. E. Church in Evansville, the 
pastor of this church, Dr. Herbert E. Keck, 
officiating. Immediately after the ceremony, 
Mr. and Mrs. Coleman departed by motor for 
Florida, where they spend a month or two. 
After their returr they will be at home at 
1028 Jefferson Avenue, Evansville. For a 
number of years Mr. Coleman operated lum- 
ber yards at Oakland City, Ind., and a saw- 
mill at Elberfeld, Ind. He still maintains 
interests at Elberfeld. 








AMERICAN 








OBITUARY RECORD 








STEWART M. JONES, 58, outstanding 
Southern lumberman of Laurel, Miss., died of 
pneumonia Feb. 13 at Marianna, Fla., con- 
tracted while en route by motor car to Lake- 
land, Fla., to visit his aged mother, Mrs. 
R. W. Jones. His illness was of only a week’s 
duration. He was born at the University_of 
Mississippi in 1878, where his father, Dr. 
R. W. Jones, was vice-chancellor and profes- 
sor of chemistry. He was named for General 
A. P. Stewart, chancellor of the University at 
the time of his birth. His education was 
obtained in the public schools of Oxford, 
Miss., and later from the State University in 
the class of 1898. At the time of his death he 
was a director or officer in most of the lead- 
ing industries of Laurel, as well as industrial 
concerns over the State. He was vice presi- 
dent and general manager of the Gilchrist- 
Fordney Co., of Laurel, president of two of 
its banks, director of the Laurel Subsistence 
Homesteads, and had connections with the 
Rust Land & Lumber Co., the Three States 
Lumber Co, of Memphis, the Gulf States In- 
vestment Co., the Jones County Land Settle- 
ment’'Co., and many other civic and business 
organizations. As a tribute to him all busi- 
ness in Laurel stopped for a fifteen minute 
period while funeral services were being held. 
Memorial exercises were also held in his 
honor at the high school as he was for many 
years a trustee of the local school system. 

Surviving are his widow, a daughter, Mrs. 
W. S. Love, Jr., a grandson, Stewart Jones 
Love, and his mother, Mrs. R. W. Jones. 

No finer tribute could be paid to this fine 
lumberman and splendid citizen than that 
contained in an editorial in the Jackson 
(Miss.) News, which said: 

“Mississippi lost a mighty good citizen in 
the untimely death of Stewart M. Jones, age 
69, Laurel banker, vice president and general 
manager of the Gilchrist-Fordney Co. 

“Stewart Jones was truly a gentleman to 
his finger-tips—and that’s a lot to say about 
any man. 

“He was a gentleman because he could not 
be otherwise. 

“He was the son of Dr. Richard W. Jones, 
vice Chancellor of the University of Missis- 
sippi, professor of chemistry at that institu- 
tion, first president of the Industrial Institute 
and College at Columbus, now called the Mis- 
sissippi State College for Women—and a finer 
Southern gentleman of the old school never 
stepped into shoe leather. 

“However, Stewart Jones did not travel on 
his heritage. He was a man who towered 
above the masses because he possessed a 
brain crowded with grey matter. In the up- 
building of the beautiful little city of Laurel 
no citizen thereof played a more prominent 
part. For more than thirty years he gave 
the best that was within him to promote the 
growth and development of Laurel. He lived 
to see the Jones county capital emerge from 
a straggling country town into a truly at- 
tractive city, and much of its progress was 
due to his indefatigable efforts. 

“Stewart Jones was not born with a gold 
spoon in his mouth. He pulled himself to the 
top by the strength of his own efforts. Grad- 
uating with honors from the University of 
Mississippi in the class of 1898, he started 
out to make a place for himself in the world, 
and right well he succeeded in so doing. His 
first job was the cashiership of a small bank 
in the Indian territory—a bank never robbed 
from the inside or outside while he had 
charge of the cash. Moving to Laurel in 1903 
he quickly became one of the foremost citi- 
zens because he had brains, energy, initiative. 
People placed faith in him because he was 
faithful. 

“At the hour of his death Mr. Jones was 
president of the foremost bank in Laurel and 
active manager of one of the largest lumber 
plants in that section of the state. The per- 
sonal fortune he left behind is probably small 
because he gave away his money freely to all 
worthy causes. 

“Yes, Mississippi lost a mighty good citizen 


in the untimely death of Stewart Jones. 
When stricken with a heavy cold that de- 
veloped into pneumonia, he was en route 


from Laurel to Lakeland, Fla., summoned to 
the bedside of his beloved mother, age 92, 
critically ill at the home of her daughter. 

“All business was suspended in Laurel Fri- 
day when the body of Stewart Jones was 
tenderly carried to the cemetery. That was 
a proper tribute.” 


C. A. BARTON, 74, widely known lumber- 
man of Longview, Wash., died Feb. 13 at 
Santa Monica, Calif., as result of ill health 
sustained during the past few years. His first 
venture into the lumber business was with 
the Weyerhaeuser Timber Co., in Minnesota. 
In 1914 with his family he went to Boise, 
Ida., when the Boise Payette Lumber Co. 


took over the Barber Co. He was vice presi- 
dent and general manager, and started the 
construction of the railroad 


into the Boise 





basin. During his Boise residence he was 
active in civic affairs. Later, he moved his 
family to Longview and became equally ac- 
tive there in business and civic organizations. 
He was a member of the Longview City 
Council. At one time he served as president 
of the Western Pine Association. His sur- 
vivors are the widow, two sons and two 
daughters. 


AMANDUS C. GAUEN, 66, prominent lum- 
berman of Collinsville, Ill., died at the Lu- 
theran Hospital in St. Louis, Feb. 19 of 
peritonitis. Several months ago he was in- 
jured in an automobile accident, causing him 
to be in a weakened state. February 10 it 
was found necessary to operate on him at the 
hospital for appendicitis and later the perito- 
nitis developed. At the time of his death 
he was president of the Gauen Lumber Co. 
of Collinsville, a director of the O’Fallon 
Lumber Co., president of a local bank and 
also head of the Collinsville Home Building 
and Loan Association, as well as the Madison 
County Regional Planning Board. As past 
president of the Illinois Lumber & Material 
Dealers’ Association and chairman of the 
Illinois State Lumber Code Administrative 
Authority, he was familiar with every phase 
of the lumber industry in Illinois and its de- 
velopment. In appreciation of his unselfish 
service the State association presented him 
with a loving cup in 1926. He was also in 
close touch with national lumber affairs and 
in 1929 was presented with a White House 
gavel by a representative of the Southern 
Pine Association. In addition to national and 
State recognition as a lumberman he was at 
one time president of the Cahokia Lumber- 
men’s Club of several Illinois counties, elect- 
ed and re-elected as mayor of Collinsville, 
and associated with many local civic bodies. 
At one time he was chairman of the Missis- 
sippi Valley Lumber Institute and was looked 
to as an authority on many subjects includ- 
ing home loan matters, banking and eco- 
nomic industrial waste. He served as State 
Highway Commissioner for several years. 
Surviving are his widow, and four children. 
Funeral services were held Feb. 21 at Col- 
linsville. In his passing the retail lumber and 
building material industry of Illinois has lost 
one of its most outstanding members and the 
State one of its most valuable citizens. 


SYLVESTER W. LABROT, SR., 63, widely 
known banker and president and founder of 
the American Creosote Works, New Orleans, 
La., died Feb. 21 at his home after a brief 
illness. Interment was in Annapolis, Md., 
where the deceased maintained a summer 
home. He was born in Frankfort, Ky., and 
was a graduate of Lehigh University. After 
engaging in railroad work he went South 
and was in charge of a creosoting plant at 
Pascagoula, Miss. Later, he established him- 
self in New Orleans and organized the Ameri- 
can Creosote Works, remaining its head until 
the time of his death. He had varied inter- 
ests, his chief hobby being the breeding of 
race horses. His widow survives, also two 
sons, Sylvester W., Jr., of New Orleans, and 
William Henderson of Annapolis. 


Cc. H. HALVORSON, 52, secretary-treasurer 
of the Thomas-Halvorson Lumber Co., of St. 
James, Minn., died Feb. 8, at Asbury Hos- 
pital, Minneapolis, where he was operated 
upon for appendicitis, Feb. 1. He was born 
at Rio, Wis. As a young man he went to 
La Salle, Minn., and became manager of the 
S. Hage Lumber Co. In 1911 he became man- 
ager of the lumber yard of S. Holen at St. 
James. Out of that grew the Thomas-Halvor- 
son Lumber Co., which soon had a string of 
yards operating in Southern Minnesota. He 
was prominently identified with the North- 
western Lumbermen’s Association and took 
an active role in the lumber code as adminis- 
tered in Minnesota. Surviving are the widow, 
and one daughter and three sons. 


J. P. CAMERON, 55, of Nahma, Mich., of- 
ficial of the Bay de Noquet Lumber Co., died 
at Escanaba, Mich., Feb. 13, from a heart at- 
tack. Recently he had been active in the 
affairs of the Emergency Relief Commission 
in that section of Michigan. Thirty years ago 
he came to Nahma to become manager of the 
Bay de Noquet company’s general store. He 
also served as general purehasing agent for 
the firm. In addition he was distinguished 
for his war record and years of service in 
publie affairs. He is survived by his widow 
and a daughter, Jean Cameron. 


CHARLES H. KING, 79, prominent Pa- 
ducah, Ky., business man and senior partner 
of King Mill & Lumber Co., died Feb. 11 at 
Zellwood, Fla., as result of an illness of 
several months. He entered the Paducah 
lumber business as a member of the A. B. 
Sowell firm. Later he became associated with 
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Sherrill-King Lumber Co., and in 1915 
the interests of the other firm members and 
reorganized with his son, Fain W. as a Part. 
ner. Surviving relatives are his widow, ang 
two sons, Fain W. and Harry C. King, ’ 


bought 


GUY H. BILLINGS, 45, assistant fenera] 
manager and purchasing agent of the Four 
Wheel Drive Auto Co., died suddenly in the 
waiting room of his physician’s office in Clin. 
tonville, Wis., on the morning of Feb. 25. He 
joined the forces of the Four Wheel Auto Drive 
Co. in 1913, starting in the accounting depart. 
ment. Later he was made purchasing agent 
and bought millions of dollars of materials 
so expertly that he was often dubbed “¢za, 
of the purchasing fraternity.” He was born 
in Omro, Wis., in 1890 and educated in the 
public schools there. Fraternal and athletic 
interests occupied much of his spare time 
The funeral was held under Masonic auspices 
He is survived by his widow and one gon 
Robert, a high school student, F 


E, P. NEUENS, 69, outstanding business 
leader of Fredonia, Wis., engaged in the 


lumber and coal business for thirty years in 
that section, died recently from a throat ip. 
fection. Prior to his last illness he had been 
interested in public developments, having 
helped establish the State Bank of Fredonia 
and the Fredonia Canning Co., and also being 
a member of numerous local civic orders, He 
is survived by his widow, one daughter and 
three sons. One son, Emil H., is manager of 
the E. P. Neuens Lumber Co. 


ALBERT S. PETTIT, 83, president of A, §. 
Pettit & Sons, Ine., coal and lumber mer- 
chants, died Feb. 23 at his home at Hunting- 
ton, L. I. He had been in business there for 
50 years. One son, Walter R. Pettit of 
Huntington, who has been an outstanding 
association worker for many years, is a mem- 
ber of the firm that his father headed for 
so long. Also surviving are the widow, an- 
other son, and two daughters. 


JOHN H. HACKMANN, 74, president of the 
Hackmann Lumber Co. of St. Charles, Mo., 
died Feb. 24 at his home as result of a heart 
ailment which developed during a recent ill- 
ness. Born and reared in St. Charles, he 
founded the lumber concern bearing his 
name, 33 years ago. He was active in asso- 
ciation work in that state. Surviving are a 
son and daughter. 


JOHN FRANCIS PRETTYMAN, 73, one of 
the leading lumber manufacturers of South 
Carolina for many years, and for 26 years a 
resident of Summerville, S. C., died Feb. 9. 
He was born in Philadelphia and went South 
in 1893 to engage in the lumber business 
which finally grew to large proportions as an 
industry of South Carolina. He is survived 
by his widow, two sons and two daughters. 


W. J. HODGES, 77, formerly a member of 
the S. & H. Lumber Co., of Crossville, Tenn., 
died Feb. 10 at Arcadia, Fla., at the home of 
his daughter. He was active for some years 
in the legislative affairs of his state as Sen- 
ator. He represented the Missouri Land Co. 
in that section for 30 years. Three sons sur- 
vive him, W. D., Robert and Charles, and one 
daughter, Mrs. Allen. 


HARRY EZELL MILLER, 44, secretary- 
treasurer of the Standard Lumber Co., and 
outstanding Pine Bluff (Ark.), business and 
civic leader, died at his home in that city, 
recently, following a several weeks’ illness. 
He was active up to the time of his sickness 
in the work of the Masonic lodge of Pine 
Bluff. Surviving are his widow and a daugh- 
ter, Marion Miller. 


JOHN E. KING, 72, vice president of the 
E. Bailey & Sons Lumber Co., of Islip, L. I, 
died Feb. 13 at Palatka, Fla. He was presi- 
dent of the Islip Board of Education for 4 
number of years and also prominent in bank- 
ing and other local civic affairs. Surviving 
are his widow, a son, John E. King, Jr., and 
three daughters, Marion King, Mrs. Charles 
W. Frieman, and Mrs. H. Ward Ackerson. 


ALCEE STEWART, 65, head of the firm of 
Alcee Stewart & Co., St. Louis lumber mer- 
chants, died Feb. 4, at St. Luke’s Hospital 
in that city. His death followed a paralytic 
stroke. He had been active in the lumber 
business since 1893 when he became a mem- 
ber of Powe & Stewart Lumber Co. His 
widow, a son, and two daughters, survive. 


HOWELL N. BAKER, president of the Cali- 
fornia Panel & Veneer Co. of Los Angeles, 
died Jan. 15 in the Glendale sanitarium. He 
organized the California Panel & Veneer Co. 
in 1917, and was head of the organization 
until his death. Prior to 1917 he was_con- 
nected with the Western Hardwood Lum- 
ber Co. 


PETER A. SMITH, 73, for 53 years presi- 
dent of the Wright Lumber Co., of New York 
City, died Feb. 12, at the Hotel Woodward, 
in that city. He was a trustee of the Amerl- 
can Savings Bank, a member of the Metro- 
politan Museum of Art and the Merchants 
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Association of New York. Surviving are two 
prothers. 


. SOUTHERLAND, 87, formerly asso- 
clied ‘with the Barr Lumber Co. of New 
Vienna, Ohio, died Feb. 9 from a complica- 
tion of diseases. With his family he came 
to New Vienna in 1900 and became associated 
with the Barr Lumber Co. He is survived by 
his widow, three sons and four daughters. 


REW HOPE THORNTON, 32, assist- 
art Nnperintendent of the dry kiln depart- 
ment of the Mengel Box Co., Louisville, Ky., 
died Feb. 22 at the Kentucky Baptist Hospi- 
tal in that city. He is survived by his widow, 
a son, James Thornton, and a daughter, Ann 
Thornton. 


WALTER P. MONSON, 58, well known in 
lumber circles and for three years chief 
puilding inspector for Salt Lake City, died 
Feb. 21 at his home as result of a heart at- 
tack. Mr. Monson was a familiar figure at all 
Utah lumber conventions. Mrs. Monson died 
in 1930. 


M. W. NESTER, 53, well known Ronceverte, 
W. Va. lumberman died suddenly at his 
Ronceverte home, Feb. 11. He was stricken 
with a heart attack while presiding at serv- 
ices in the church of which he was an active 
member. Surviving are his widow and one 
son. 


WILLIAM A. NUSSMEIER, 62, one of the 
founders of the Evansville (Ind.) Planing 
Mills Co., died suddenly at his residence there 
recently. Under his guidance the Planing 
Mills Co. was reorganized nine years ago as 
the A-1 Building Material Co. 








H. W. KEMPER, 78, of the Kemper Lumber 
Co., Troy, Mo. died at his home Jan. 14. He 
was one of the oldest lumbermen in Missouri, 
having been engaged in the retail lumber 
business over a long period of years. 


ROBERT H. ARMSTRONG, 74, prominent 
lumberman of Huntington, W. Va., for the 
past 43 years, died Feb. 5 as result of a 
hemorrhage. He was active in Masonic circles 


Big Aid in Producing 


San Francisco, CAuir., Feb. 23.—In_ busi- 
ness forty-nine years and still going strong, is 
a statement that can be applied to a concern 
in this city, which for just under half a century 
has been manufacturing tanks. In 1885, George 
Windeler began manufacturing barrels and 
tanks for breweries, doing most of the work 
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by hand. Later he began manufacturing wine 
tanks, operating under the name of “George 
Windeler, Cooper.” His business prospered 
and now, 49 years later, the same George Win- 
deler continues actively in business, building 
wooden containers. His son, Fred Windeler, 
has been taken into partnership and, as “George 
Windeler Co., (Ltd.),” the concern now oper- 
ates a modern plant on Gerrold Avenue, this 
city. 

During the prohibition era, wooden tanks 
of all types were produced, and repeal found 
the plant equipped and prepared to handle the 
tush for wine tanks. In the 1933 season alone, 
this company constructed wooden wine tanks 
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and is survived by his widow and a daughter, 
Mary Eunice Armstrong. 


GUY DAVIS, 59, prominent lumber broker 
of Norfolk, Va., died Feb. 16 at his home 
there. He was related to many well known 
Virginia families and has resided in Norfolk 
for 25 years. Surviving are his widow, and 
two daughters. 


DICK NAYLER, former manager of the 
Burrow Lumber Co., of Perryton, Tex., died 
Feb. 10 from pneumonia. Recently, with his 
family, he had resided in Borger, Tex., where 
= _ connected with the Panhandle Lum- 

er Co. 


GEORGE LINDSAY, 73, vice president and 
general manager of the J. C. Scott Lumber 
Co., and formerly manager of the Studebaker 
Corporation of Canada, died Feb. 19 at his 
Toronto home. 


ICC Rules on Long-Short Cases 


WasuincrTon, D. C., Feb. 25.—The Interstate 
Commerce Commission has denied authority to 
establish increased rates on lumber and articles 
taking lumber rates, from points in Virginia and 
North Carolina to points in and adjacent to 
central territory, without observing the long- 
and-short-haul provision of Section 4 of the 
Interstate Commerce Act. 

In the same decision, the commission granted 
authority, on conditions, to the Southern Rail- 
way and its connections to establish certain rates 
on lumber and articles taking lumber rates, 
from points on the Southern Railway in Vir- 
ginia south of the line of the Norfolk & Western 
Railway and Semora, N. C., to a portion of cen- 
tral territory, over routes through Asheville, 
N. C., without observing the long-and-short- 
haul provision of Section 4 of the Interstate 
Commerce Act. 


Quality Tank Stock 


Most of 
California purchase tanks 





with a capacity of 5,000,000 gallons. 
the wineries in 
from it. 
Although in business practically a half cen- 
tury, the company progressively keeps step 
with modern developments, as an example of 
which is the installation of a modern Moore 
cross circulation kiln for seasoning wood used 
in building tanks and other containers. While 
these tanks are manufactured of native Cali- 


os 

The fact that this leading California manufacturer of 
tanks for wineries, with its almost fifty years’ experience 
in this specialized business, has installed a cross-circulation 
kiln for seasoning redwood, indicates that quality tank 
stock in either redwood or cypress can be satisfactorily 


conditioned in a modern kiln 


fornia redwood principally, some other woods 
also are used. The fact that both redwood and 
cypress are largely used for tank stock, sug- 
gests that the success of this company in kiln 
drying redwood tank stock would be of espe- 
cial interest to cypress manufacturers. This 
company also kiln dries oak for making ovals. 
Thick tank stock is seasoned on drying sched- 
ules that approximate ideal air drying weather, 
and these conditions can be maintained in the 
kiln regardless of outside weather. The Win- 


delers feel that the use of this modern Moore 
cross-circulation kiln has contributed materially 
toward maintaining the company’s reputation 
for turning out a quality product. 

















How to Figure Costs for Advertising 


In Classified Department 





Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 

| Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the _ signature. 
counts as two lines, 


No display except the heading is 
permitted. 


Extra white space figured at line 
te. 


Heading 


ra 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














WANTED 


Salesmen 


WANTED 


Commission Sales Representative in large town 
east of Mississippi River to call on industrial trade, 
by large wholesale distributing yard in Chicago 
district. We have offices in the South and on the 
Pacific Coast which enables us to quote attractive 
prices. 

Address “J. 64,” 














care American Lumberman. 


WTD. RESIDENT COMMISSION SALESMEN 


To sell Southern Pine, Cypress and Hardwoods to 

Industrial and Contractor trade, in territories from 

Chicago east. Direct mill shipments—carload only. 
Address “J. 74," care American Lumberman. 








A WELL ESTABLISHED WHOLESALE 
Concern would like to contact a salesman, who 
has confidence in his own ability to sell lumber, on 
a very liberal split profit basis. 

Address “J. 78," care American Lumberman. 





WANTED—EXPERIENCED LUMBER SALESMAN 


Calling on Retail Yards in Scranton and Wilkes- 
Barre sections, Must live in territory. 
Address “J. 35," care American Lumberman. 


LARGE YELLOW PINE MANUFACTURER 


Desires connection with established and experi- 
enced commission salesmen in Central and Western 
Ohio. Also Central and Eastern Iowa, 

Address “J. 93,” care American Lumberman. 


WANTED: COMMISSION REPRESENTATIVES 


Cc. D. Johnson Larmber Company wants reliable 
wholesale and commission representatives in terri- 
tories not now covered. Write 330 American Bank 
Blédg., Portland, Oregon. See advertisement on 
page 59. 











Employees 


MAN ABOUT 40—EXP’D IN RETAILING LUMBER 


Mill work, building supplies and coal, who has 
qualifications for manager of retail yard and is 
willing to start at small salary to build up busi- 
ness under present manager. Yard located in 
Delaware County, Penna. 

Address ‘“‘J. 89,’"" care American Lumberman. 











WANTED—EXPERIENCED YOUNG MAN 
For Chicago retail yard. Must be good collector. 
State age, references and salary. 

Address “J. 86,” care American Lumberman. 
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FOR SALE 











Employees 





EXECUTIVES—IF YOU CAN QUALIFY FOR 


Positions earning $3,600 or more, our personal and 
confidential service quickly locates suitable open- 





ings. NATIONAL EXECUTIVES ASS’N., 123 
Simons Bldg., Nashville, Tenn. 
Employment 
nC 





POSITION WANTED AS YARD MANAGER 


15 years’ experience in lumber and building mate- 
rial. Capable of figuring own estimates. Familiar 
with Southern and Northern woods. Reasonable 
salary. Good references. Will go anywhere. 
Address “J. 62," care American Lumberman. 


EXP’D YOUNG HARDWOOD LUMBERMAN 


Wants job with good hardwood firm as salesman 
and/or buyer. Raised in the business and know it 
thoroughly; age 35; university graduate, clean 
record, well known to trade and mills; have some 
long established customers, located near Pitts- 
burgh; good reason for change; expenses and split 
profit basis; references. 
Address “J. 63," care American Lumberman. 


BAND SAW FILER WANTS POSITION 


More than 20 years’ experience. Guarantee results. 
A-1 references. Go anywhere. 
Address “J. 65," care American Lumberman. 


POSITION WTD. AS MANAGER OR YARD MAN 
In Lumber Yard. 15 years’ exp. A-1 ref. 
Address “J. 75,” care American Lumberman. 
POSITION WANTED—MAN, 38 YRS. OF AGE, 


Married, with 20 years experience in lumber indus- 
try; Universtiy training in accounting and business 

















law; 15 years in retail trade. 
Address “J.80"" care American Lumberman 
POSITION WANTED 


Successful retail manager and sales representative. 
Executive ability, good education, 20 years’ experi- 
ence; fine references; age 42. 

Address “J. 82,” care American Lumberman. 


THOROUGH RETAIL LUMBERMAN—MARRIED 
10 years’ experience. Able, ambitious, fully quali- 
filed. Go anyplace at short notice. 

Address “J. 83," care American Lumberman. 


COST ACCOUNTANT—ESTIMATOR 


Expert C. B. A. Millwork Estimator. Well grounded 
cons, Sescuntant. Ten years’ experience in mill- 
work. 

Address “J. 31,” care American Lumberman. 


DETAILER—BILLER—GOOD DRAFTSMAN— 
Advanced education; experienced spec. millwork, 
cabinet work, Cost Book A. grad. 

Address “J. 36," care American Lumberman. 


POSITION WANTED—BY MAN 


Experienced as designer, draftsman, detailer, biller, 
salesman, estimator and lumberman. Excellent 
references. Would accept a position in any of 
above lines. 

Address “J. 49," care American Lumberman. 


EXPERT PLAN ESTIMATOR 
All around mill man desires connection with repu- 
table concern, Prefer vicinity Chicago or Milwaukee. 
Address “J. 96," care American Lumberman. 


SAW FILER—17 YRS. EXPERIENCE 


Filing, fitting and brazing. Operate auto. saw 

grinding and filing machines. A-1 Ref.; age 38; 

married. Prefer N. Y. location if possible. 
Address “J. 94," care American Lumberman. 























YELLOW PINE SALES MANAGER 


Wants position with large mill or wholesaler with 
mill output. Competent; reliable; knows business 
from every angle. Record will stand closest in- 


vestigation. 
“J. 91," care American Lumberman. 


Address 

MILLWORK ESTIMATOR, DETAILER-BILLER 
& Salesman desires permanent connection. 14 
years’ experience. Graduate in Cost Book “A” and 
Detailing & Billing. Stock sash & door experi- 
ence. References. CHAS. W. SURAN, 536 N. 
Estelle, Wichita, Kansas. 


WANTED—POSITION AS ACCOUNTANT 
Bookkeeper, Auditor. Eighteen years general office 








and yard experience. Age 40. Married. Good 
references. 
Address “J. 87," care American Lumberman. 


Timber and Timber Lands 





TIMBER 


If you are interested in western timber, located in 
Washington, Oregon, Idaho or California, either as 
the owner of a large or small tract, and would like 
to have a report from a practical lumber manufac- 
turer of the possibilities of your holdings, you can 
secure such a report at a very moderate cost. 
Write, giving location and particulars, with num- 
ber of acres. I have just turned a dead investment 
in timber into a paying one, and the owners are 
greatly pleased. 


Address ‘“‘J. 34," care American Lumberman. 





Lumber and Dimension 


WANTED 


GLUED UP DIMENSION stock in Birch, preferred, 
and LINOLEUM covered table tops. 
Address “J. 51,"" care American Lumberman. 


Used Machinery 


CASH FOR OLD LOG BAND SAWS AND GANGS 


$40 per ton, less the freight. 
MINER HOE WORKS, Meridian, Miss. 














WTD.—SCANDINAVIAN ROUND LOG GANG SAW 


With feeding carriages; second hand. 
Address “J. 30," care American Lumberman. 





WANTED—SAWMILL, BELT FEED 


With or without motive power. Give full descrip- 
tion and price in reply. 
Address “J. 95," care American Lumberman. 





WANTED 
Good second hand combination rip saw and planer 
for good sized retail lumber yard. 
Address “J. 88,’ care American Lumberman. 





WANTED 
No. 7 Wallace Portable Universal Circular Saw for 
30 cycle A.C. 120 Volts. 
HAYNES BROTHERS LUMBER CO., Cadillae, 
Michigan . 











FOR SALE 
Retail Lumber Yards 


FOR SALE—2 GOOD COUNTRY LUMBER YARDS 


Population one thousand and two thousand. Cen- 
tral Illinois. 
Address “‘H. 100,"" care American Lumberman. 














FOR SALE—WASHINGTON RETAIL LUMBER 


And Hardware Yard. Established 18 yrs in the 
famous Yakima Valley. Handling Lumber, Fuel, 
Hardware, 

Address “J. 37," care American Lumberman. 





WANTED. TO SELL PART STOCK OR ALL 


In lumber yard in northern Indiana town. 
Address “J. 77,” care American Lumberman. 





IN FLORIDA—NEAR ORLANDO 


Widow wishes to sell or lease established retail 
lumber yard, including cozy living quarters. 


Retail Lumber Youd 


FOR SALE—RETAIL LUMBER YARD 


And up to date Mill Work plant located on Mis. 
sissippi River in city of 15,000 population. Good 
country and nearby towns surrounding. No similar 
plant within 100 miles. For further particulars 


address 
H. H. ALEXANDER, Belzoni, Miss. 


FOR SALE—GOING HARDWARE, LUMBER, CoAL 


Business in desirable Nebraska towns. Only hard. 
ware and lumber yard in town. Competitive con. 
ditions good. Will sell either lumber or hardware 
separate. Good reasons for selling and terms it 
needed. 

Address “J. 90," care American Lumberman, 








Business Opportunities 





FOR SALE—CONCENTRATION PLANT 


Equipped with first-class modern equipment, com. 
plete with storage sheds, steam dry kiln, yard 
stack bottoms and stacking sticks with unlimited 
supply of good shortleaf Pine lumber from small 
mills in vicinity. Good opportunity also for con- 
centrating green hardwood lumber. One of best 
locations in State and lumber from this territory 
has excellent reputation, bringing premium in price. 
A very profitable proposition for parties capable 
of financing such a bsiness. For details address 
Lock Drawer 665, Camden, Arkansas. 





ATTENTION—WHOLESALERS, LINE YARD 
OPERATORS 


We are offering for rent our Concentration Yard, 
located in center of large Pine producing territory 
in Mississippi. Equipment, Moore Kiln, Planer & 
Tr’mmer, 7 acres land, 5 car switch. Excellent 
opportunity to procure cheap source supply. Rent 
reasonable. About 300,000 ft. Pine on hand. 
Address “J. 67," care American Lumberman. 





FOR SALE—20 M CAPACITY PINE SAWMILL 


On R. R. in Idaho. Planing mill and retail yard 
in connection. Good location; plenty of timber 
available. Price right. Small down payment, will 
take balance out in low grade lumber. 

P. O. Box 131, Payette, Idaho. 





LUMBER, VIRGIN, TEN MILLION FEET— 


Cost delivered to N. Y., $27.50—$20.00 at shipping 
point; want price Buyer will pay. Can you finance 
the Manufacture? Unquestioned references given 
and required. 


Address “J. 76,” care American Lumberman. 


ESTABLISHED JOBBER, WITH CLIENTELE 
Of 500 retail lumber yards in Minnesota, can han- 
dle additional line of merit on commission. 

Address “J. 84,” care American Lumberman. 








Lumber and Dimension 


OAK TIE SIDES 
400,000 ft. 4/4 Oak Tie Sides, one year dry, 80% 
Red Oak, Southern Pennsylvania Stock. Medium 
Texture. 
J. P. DODGE, P. O. Box 368, Ashtabula, O. 


COLONIAL TYPE, HAND RIVED AND DRESSED 
LOUISIANA RED CYPRESS SHINGLES: 
4°x4"x22”, 16%x5"x22”, 16”°x6"x22” 
Delivered prices quoted on application. 
Address LOUISIANA SOUTHERN LUMBER COM- 
PANY, 1207 N. O. Bank Building, New Orleans, Ll. 


DRY HARDWOODS AND PINE 
Let us quote your requirements. Stock is_ nice, 
bright, well manufactured. Excellently cared for. 
Send inquiries. 
ROBINETT LUMBER CO., Shellman, Ga. 


CULL WALNUT, SHORT LOGS, VENEERS 


Lumber crotches; 100,000 Dry Hardwood. HILL 
Adrian, Mich. 




















LOOK AROUND AND SEE 


If you have some second-hand machinery, logging 
uipment or anything used in the lumber world. 
ant to Sell it? Advertise in the classified set- 

tion of the AMERICAN LUMBERMAN, 431 & 





MRS. SHBELER, 1717 R St.. N. W., Wash,, D, C, 





Dearborn St., Chicago, II], 
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